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Unusual Agency Contracts... . 


= Is YOUR OPPORTUNITY to secure an unusual 
agency contract if you can meet our qualifica- 
tions. Contact the Home Office of the Group for 


further information 


AUTOMOBILE Retrospective Contract Agents 


The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 
mission Contracts. 


MOBILE HOME Agents 





The St. Louis Insurance Group offers attrac- 











tive Agency Commission Agreements for Fire, 
Theft, Combined Additional Coverage, Vendors 


Single Interest and Collision on Mobile Homes. 


CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing. 


ST. LOUIS INSURANCE GROUP a 


AND MARINE INS. CO. ST. LOUIS FIRE AND MARINE INS. CO. 
AND MARINE INS. CO. THE INSURANCE COMPANY OF ST. LOUIS 


4144 LINDELL BLVD OLIVE 2-2000 ST. LOUIS 8, MO. 








—s | 
HENDERSON 
N.C. 
has 2997 
households 














LIFE is your springboard to better business 
because LIFE reaches 3 out of 5 households 
in an average community in 13 weeks 


Every insurance sale you undertake gets off to a better start 
when your prospect knows the companies you represent 
through LIFE’s advertising pages. 
LIFE helps prepare an interested reception for you at the 
local level by reaching 3 out of 5 households in an average 
community in 13 weeks. 
Everywhere, people respond to LIFE .. . to great stories 
and pictures and to insurance advertisements that make a JM, 
deep and lasting impression. = 
LIFE’s power to build customer confidence helps you and 
the companies you represent, wherever you do business. 


Audience source: A Study of the Household Accumulative Audience of LIFE. 
people respond to 3 
These fire, casualty, health, and accident companies advertised in LIFE during the first five months of 1957: Aetna Casualty and 


Surety Co. « Allstate Insurance Co. « America Fore Insurance Group « Hartford Fire Insurance Co. Group + Mutual Life 
Insurance Co. of New York e [Insurance Companies of North America e The Travelers Insurance Co. 
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30 Fire 90 30 Fire 90 
& Cas. Stocks & Cas. Stocks 


January 31 278.1 348.0 265.4 355.0 
February 28 286.3 360.0 265.8 343.5 
Marine March 31 299.6 385.0 276.9 #44. 
April 30 ....... 285.2 384.2 281.7 45.7 
May 31 268.6 358.9 283.9 47.4 
June 30 ........ 266.7 373.0 

July 31 277.7 392.2 
Home Office August 31 266.5 377.3 
September 30 ... 251.8 poe 
. October 31 .... 257.2 362.0 
60 John Street New York City November 30... 251.8 358.0 
December 3! .... 252.2 370.6 














The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined. 
The 90 stocks and the 360 fire and casualty stocks were at 100 in June, 1944. 

* Standard & Poor's new index of 500 stocks. Comparable figure for 
February 28, 1957 is 43.3. 
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YOUR CLIENT'S 
confidence is YOUR 


most valuable asset! 


building cost index 


e Where property values 
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are in question, always 


refer your client to 
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a nationally known Avg. Apr. Avg. Apr. 


1939 1957 1939 1957 
reliable appraisal firm. Boston 210 667 Minneapolis 202 = 627 

THE New York 219 704 Kansas City 209 599 
IM I, Buffalo 205 692 St. Louis 208 644 


Ta . : jm if ; ; Baltimore 198 655 Atlanta 186 712 
\ Re \ / Philadelphia 196 649 Dallas 171-587 
Li i fr Pittsburgh 219 637 New Orleans 194 666 


Cincinnati 209 638 Denver 195 566 


RECOGNIZED APPRAISAL AUTHORITIES KClO-ummmEPCNaie 2. oe = 2 


San Francisco 183 610 
nig Indi li 206 660 Los A | 167 
1411 Ravenswood Avenue, Chicago 40, IL. ewe ‘i 208 694 bi se 


I irst for Fac tual appraisals / A Milwaukee 209 692 National Average 200 655 
since 1910 élp This index (1913 100) applies to construction only and does not in 
OFFICES COAST TO COAST james Raggi fixture items such as plumbing, heating, lighting, sprinkler 


‘ee: maa t is based on average costs under normal conditions with no 
cnn allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 
a and therefore should be used only as a trend as it is not 


applicable to 
specific buildings. Furnished courtesy of the American Appraisal Company 


> a H - ae N 3 . EXECUTIVE AND GENERAL OFFICES BEST BUILDING, 75 FULTON ST.. NEW YORK 38, 
Best's Insurance EWS Publication Office, Columbia Turnpike, Box 232, Rensselaer, N.Y. Publi 
Entered as Second Class Matter at Post Office at Rensselaer, N. Y. Under Act of March 3, 
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der, cation Date: |0th of the Month. 
1879. Subscription Rates: $4.00 Per Year in the United States. 





insurance stocks 
Over-the-counter Market 


Furnished through the courtesy of The First Boston Corporation 


1957 Range Bid 
Fire and Casualty Companies High Low 5 
Aetna Casualty & Surety Company 142 120'/2 
Aetna Insurance Company 75'/2 61'/2 
Agricultural Insurance Company 33 27'/2 
American Equitable Assurance Co 38!/4 30'/2 
American Home Assurance Co. a 31 


American Insurance Company 29\/4 23'/ 
American Re-Insurance Company 30!/g 23'/4 
American Surety Company 20!/4 
Bankers & Shippers Insurance Co 59'/2 
Boston Insurance Company 35'/2 


Camden Fire Insurance Assoc 
Continental Casualty Company 
Continental Insurance Company 
Employers Group Associates 
Employers Reinsurance Company 


Federal Insurance Company 
Fidelity & Deposit Co. of Md 
Fidelity Phenix Fire Ins. Co 
Fire Assoc. of Philadelphia 
Fireman's Fund Insurance Co 


Fireman's Insurance Company 
General Reinsurance Corporation 
Glens Falls Insurance Company 
Globe & Republic Insurance Co 
Great American Insurance Company 


Sica lia Selina Aiitindigin AUTOMOBILE © © FIRE & EXTENDED COVERAGE 
Hartford Steam Boiler Insp. & Ins | HOMEOWNERS © ee ALL FORMS CASUALTY 


Home Insurance Company 


insurance Goof North America 4 SURETY & FIDELITY BONDS © © — AVIATION 


Jersey Insurance Co. of N. Y ? NATION WIDE CLAIM SERVICE 
Kansas City Fire & Marine Ins. Co . 


Maryland Casualty Company 
Mass. Bonding & Insurance Co 


2 " 4 
Merchants Fire Assurance Co Y : AMERICAN FIRE AND CASUAL Y COMP 
Merchants & Mfrs. Fire Ins. Co 3, 
National Fire Insurance Company / HOME OFFICE ® ORLANDO, FLORIDA 
National Union Fire Insurance Co 2 ¥/4 


New Amsterdam Casualty Company 
New Hampshire Fire Insurance Co 


New York Fire Insurance Company 2 ; Pia bh BRR EB RERERARERABRARREBRERRERERBRERER SESE SE Se 


Northern Insurance Company 
North River Insurance Company 
Northeastern Insurance Company 
Northwestern National Ins. Co 


INDIANA CONSOLIDATED 
INSURANCE INSURANCE 


COMPANY COMPANY 


Ohio Casualty Company 
Pacific Insurance Co. of N. Y.* 
Pacific Indemnity Company 
Peerless Insurance Company 
Phoenix Insurance Company 


Providence Washington Ins. Co 
Providence Washington Ins. Co 
Reinsurance Corp. of New York 
Republic Insurance Company 
St. Paul Fire & Marine Ins. Co 


Seaboard Surety Company 
Security Insurance Company 
Springfield Fire & Marine Ins. Co 
Standard Accident Insurance Co. 
U. S. Fidelity & Guaranty Co 


writing 


FIRE and allied lines 


Agents 
Wanted in 


U. S. Fire Insurance Company 
Westchester Fire Insurance Co " — sc 
St. Louis Insurance Corporation ''B"' HOMEOW NER Ss 
Life Companies Indiana 
Aetna Life Insurance Company 
Colonial Life Insurance Company 
Columbian National Life Ins. Co 
Connecticut General Life Insurance Co 
Continental Assurance Company 


INLAND MARINE 
® 
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PLATE GLASS 
Franklin Life Insurance Company 2 Vy 
Gulf Life Insurance Company (c) 293), / Y, 

Jefferson Standard Life Insurance Co. (a) 2 Home Office 
Kansas City Life Insurance Co 
Life & Casualty Insurance Co. 


Life Insurance Co. of Virginia ' Consolidated GENERAL LIABILITY 


Lincoln National Life Ins. Co 
Monumental Life Insurance Co Buildi 
National Life & Accident Ins. Co ullic ing 


Philadelphia Life Insurance Co. (b) \ 2 AUTOM® IBILE 


* * 
Travelers Insurance Company %/, ¥/, Indianapolis 
U. S. Life Insurance Company 


West Coast Life Insurance Co . COMPENSATIE YN 


* Name changed from Pacific Fire Insurance Co 
(a) Adiusted for 25%, stock dividend 
(b) Adiusted for 2 for | split and 25% stock dividend 
(c) Adjusted for 10% stock dividend. 


BURGLARY 
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take a 
giant step... 


e « « into the future with the organization which is expanding to help you 
meet the demands of today’s and tomorrow’s insurance market. 


Our growing national service network with complete multiple line production, 
underwriting and claims facilities will provide every modern aid to help you 
SURVEY your clients’ complete insurance needs 


SELL AND SERVICE quality commercial and personal accounts 
SPEED CLAIMS handling. 


That formula adds up to professional performance — 
your surest guarantee of profitable progress. 


Build on this sound basis with 


FG. fA (2 


~Pnn 


Newark 1, New Jersey 


The American Insurance Company « American Automobile Insurance Company e Associated Indemnity Corporation 
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company developments {°c 


TEXAS Withdrew 
ALABAMA Admitted wa Har re } ns. C 


UTAH Incorporated 


ILLINOI 
— - eecidiis Admitted 


Licenced 


KA ntair + ff lr 
V ¢ 


KANSAS Examined VERMONT Examined 


MARYLAND 3 

neem VIRGINIA Admitted 
American Re-Ir rar npany 
MASSACHUSETT 

SACHUSETTS Admitted WYOMING Admitted 


MICHIGAN Admitted HAWAII Admitted 
ae 1 
v A aa mopar + A rr ¢ 3 


PUERTO RICO Admitted 


A 


NEBRASKA Withdrew : ape Examined 


NEW YORK Incorporated pages lp $ : Incorporated 


Retired NOVA SCOTIA Admitted 


Examined 
ONTARIO Admitted 
The Alt r t nada 


QUEBEC Licensed 


. Withdrew 


conventions ahead 


NORTH CAROLINA Examined 


JUNE 
ee Examined Virginia Ass'n of Insurance Agents, annual, Roanoke Hotel, 
Roanoke. 

American Management Ass'n, Ins. Seminar, 336, Develop- 
ing Proper General Insurance Coverage, AMA Head 
quarters, Sheraton-Astor Hotel, New York. 

American Management Ass'n, Ins. Seminar, 337, Insurance 
Problems of Merger and Acquisition, AMA Headquarters, 
Sheraton-Astor Hotel, New York. 

North Carolina Ass'n of Mutual Insurance Agents, annual, 
Mayview Manor and Green Park Hotels, Blowing Rock. 
Insurance Advertising Conference, annual, Spring Lake, New 
Jersey. 

Federation of Insurance Counsel, annual, Waldorf Astoria 
Hotel, New York. 

Loss Executives Ass'n, annual, Shawnee Inn, Shawnee on 
Delaware, Pennsylvania. 


Wisconsin Ass'n of Mutual Insurance Agents, annual, Schwartz 
Hotel, Elkhart Lake. 


JULY 


International Ass'n of Insurance Counsel, annual, Chalfonte- 
Haddon Hall, Atlantic City. 


SOUTH CAROLINA Admitted AUGUST 
Alaska Ass'n of Insurance Agents, annual, Baronof Hotel, 
Juneau. 


Louisiana Ass'n of Insurance Agents, annual, Edgewater 
Gulf, Edgewater Park, Miss. 


Best's Fire and Casualty News 





--e-when it 
comes to 
INLAND and 
OCEAN 
MARINE? 





























If you feel as though you’re “up a tree” when you're faced with working out 
Inland and Ocean Marine coverages, why not seek the help of an expert— 
one of our Marine Specialists? 

He’s nearby, ready and anxious to serve you promptly and efficiently . . . 
to help you develop a volume of the profitable, fast-growing marine lines. 

So hesitate no longer. Get “into the swim” with Yacht, Motor Truck 
Cargo, Deferred Payment, Bailees’, Registered and First Class Mail, and 
other Inland or Ocean Marine coverages. 


Marine Division 


Marine epeion trom Coast to Coast AETNA CASUALTY AND SURETY COMPANY 
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STANDARD FIRE INSURANCE COMPANY 


Affiliated with Attna Life Insurance Company 


Hartford 15, Connecticut 





America Fore Agents reap the 


benefits of effective advertising 


“Please let us take this opportunity to compliment 
your organization in the highest terms for your 
current national magazine advertising. We think 
that this type of advertising by leaders in the 
insurance business, praising the local agents of 

the American Agency System, is the finest 

type of insurance advertising that has 

come to our attention.” 
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America Fore) 
|, INSURANCE GROUP * / 

|abewene 


x Fire Insurance Company 


sdolity-Pheml 
de Fidelity Company of New York 


ental sree ORF dc The Fidelity and Casually 


+ The Conti 
x Niagara Fire \nsurance Company 


__ This timely America Fore advertisement 
can be seen currently in these leading publications... 


* THE SATURDAY EVENING POST LIFE *TIME NATIONAL GEOGRAPHIC 


* FORTUNE *NEWSWEEK x READER'S DIGEST 





eee Group or fleet operations in 
this country began in 1898 and 
reached a peak in 1929 and again in 
1945. By the end of last year there 
were 362 companies operating as 
members of 123 groups. The SEUA 
decision and the passage of multiple 
line legislation has lessened the in 
centive to create new fleets but there 
are many reasons to continue some 
which are well established. On page 
15 is a study of the Stock Company 
Groups which collectively wrote $7 
billion of premiums and accounted 
for about 90% of all business under- 
written by stock fire and casualty 


companies last year. 


eee Teen-age male drivers continue 
to pose a serious problem for the 
insurance industry both from the 
standpoint of losses and from a pub- 
lic relations angle. The necessarily 
high rates cause resentment on the 
part of the young man and often on 
the part of his parents. Much higher 
rates may lead to uninsured driving. 
On page 18 is a suggestion as to how 
an agent should approach The Teen 
age Driver when he applies for in 


surance. 


eee Rehabilitation is no single dis 
cipline or profession but rather the 
bringing to bear of the community's 
resources in an attack against dis- 
ability. Many government and pri- 
vate institutions of all types have 
done much to take care of those who 
cannot work. But rehabilitation now 
faces an additional challenge 
beyond the present vocational goals 


to go 


and serve people not necessarily by 
getting them employment but by 
helping them achieve a higher level 
of self-care. A realistic approach to 
the expansion of such services 1s 
through parallel efforts: Increased 
Federal-State programs with health 
insurance sharing the burden, These 
are some of the ideas expressed in 
Responsibility for Rehabilitation on 
page 20. 
eee Jysurance in the Atomic Ag 
has been confronted with some spe 
problems, a gen- 
which appears on 


and serious 
outline of 


cial 
eral 
page 41. The article cites the steps 
already taken by the industry to 
meet the challenge of the staggering 
amounts of coverage desired by 
operators of nuclear reactors. The 
effect on workmen’s compensation 
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and lability, property, personal and 
marine insurance is also speculated 


upon 


eee \ mass of mis-information and 
a general lack of information, rather 
than active hostility, are principally 
responsible for the current state of 
public opinion about the industry as 
a whole. .\ public relations manager 
Talking to Ow 

} 


and advocates a concentrated, 


insists Let's Stop 
) a 


SELVES, 
: ‘ , 
well organized program on the part 


I 
of every company, association and 


agent, working together. See page 
17 to find out what | 


las been done, 


based on and 


application 


eee The competition which agents 
and their companies are meeting is 
doing a top-flight and powerful job 
selling its product. 
adherents of the 


of telling and 
Currently the 
(American Agency System are coun 
tering with national and local cam 
this 


paigns to meet 


\dvertising 


competition 
will not in itself sell 
insurance but it can precondition 
another form 
The 

thei 


satisfactions 


people to favo one of 
of merchandising important 
concept is people needs, de 


sires and Insurance 
satisfies two of the 
needs of the human 


self 
Making 
people aware of this is an essential 
step in 
insurance 


race 


preservation and security 


Importance of People for 


> page // 


eee Tnsurance is, of basi 


cally different from the many tan 


course, 


gible products offered in the market 


place but the sale of it follows the 


same principles as the sale of other, 


and competing, products. Generally 


most instinctive 


aliters’ Corner 


the non-insurance salesman does not 
wait for a referral to a prospect; he 
makes up a list of likely purchasers 
and goes out and tries to sell them. 
his same method of Cold Canvass 
can sell a lot of life insurance. It 
with an 


limited market 


unlimited one 


replaces a 
See page 94, 
eee Unless an agency surveys its 


and 


loss income by 


profit figures, 
line of insurance, average premium 
and commission per policy and ex- 
penses incurred and thereby ascer 
tains its profits, the agent can never 
really know whether he is operating 
at a Loss or Profit. See page 97 for 
an exposé of actual wages earned 
by the insurance man, as compared 
to other industries. 

eee (Cn page 111 is an excellent 
review of the Commercial Property 
Policy. An improvement of the old 
mercantile block developed by the 
Inter-Regional Insurance Confer- 
ence, it boasts a relatively simple 
rating plan, and has been approved 
so far in forty -two states. The article 
describes coverages and exclusions: 
deductible and coinsurance clauses: 
endorsements 


non-reporting. 


and reporting and 
\ system for rating, 
risks, 


concludes the picture along with 


and for careful 


choosing, of 


some notes on the duties of the agent 


eee The difference between making 
the insured a Fri nd or Enemy usu 
ally 


client about exclusions of a policy 


lies in the agent's telling his 


instead of only the coverages. Before 
an accident occurs is the time when 
deserves to know what 


or not do 
settlement 


a claimant 
he must do 


factory 


for a satis 
not afterwards, 
when it 1s too late. See page 137. 
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BAKER BLDG 
MINNEAPOLIS 2 
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z v6 

6 A. E. Strupwick Co. 
v6 

¢ 


MIND 


A. t 


J.L. KING 
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STRUDWICK, PRES 


ten with a rapid pace and humorous 
interludes, the development of the 
plot strikes a fresh note in the por- 
traval of life aboard a submarine, 
with officers and crew vividly char- 
acterized. 


Dodd, Mead CF 


Published by 
2 Fourth Ave., New 


Company, 432 


York 16, N. Y. 


1957 Agent's & Buyer's Guide with 
"Who Writes What?" 


This book helps to make surveys 
quicker and better through eliminat- 
ing oversights and exposures and 
coverages. It provides an organized 
step-by -step method of survey build- 
ing, using a “Survey Analyzer” in 
which there are hundreds of check- 
ing points to follow. 

The book also provides informa- 
tion on markets for unusual cover- 
its “Who Writes What” 


section. The “Definitions of Cover- 


ages 


in 
ages” section helps to define any 
coverage for a client in short, simple 
An_ illustrated 
loss section provides choice exam- 


layman’s language. 


ples to help a prospect recognize 


gaps in his coverages. 


Single copy $5.00—reduction for 
Published by the 
Vational Underwriter Company, 420 
East Fourth Street, 
Ohio. 


quantity orders. 
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Principles of Insurance by Robert I. 
Mehr, Professor of Economies, Uni- 
versity of Illinois and Emerson 
Cammack, Instructor in Economies, 
University of Ilinois—Revised edi 
tion. 


In this revised edition the authors 
are interested chietly in the pres 
entation of principles and 
planation of practices. 


the ex 


Rather than present each branch 
of the business separately and com- 
pletely, the book seeks to develop 
principles that can be used by the 
buyer in understanding any insur- 
ance company contract or practice 
which confronts him. After the in- 
troduction the volume is divided into 
parts the insurance 
contract and its analysis, the insur- 
ance policy, limitations on coverage 
and amount of recovery, loss ad- 
justment provision, the fields of 
and organiza 
tions and operations. 


SIX including 


insurance company 


951 pages; $7.80 per copy. Pub- 
lished by Richard D. Irwin, Inc. 
Homewood, Illinots. 


Physical Abilities to Fit the Job 1 
Bert Hanman, Engineering Depart- 
ment of the American Mutual Lia- 
bility Insurance Company. 


Designed to bring management, 
medicine and engineering closer to- 
gether in adopting better methods 
for dealing with the medical aspects 
of job placement and adjustment, 
this book is primarily for industrial 
physicians and engineers, although 
it is written for the most part in 
terms that management can under 
stand. 

The book contains a plan to help 
every employer, however small or 
large. There is a plan for the firm 
with a physician’s services or with- 
out them, with or without a person- 
nel man, and with or without a job 
analyst. [ach plan is said to be a 
tested and proven time and money 
saver for both employer and em- 
plovee. 


145 
lished 


ment, 


pages; $2.50 per copy. Pub 
by the Engineering Depart 
American Mutual Liability 
Insurance Co., 142 Berkeley Street. 
Boston 17, Mass. 
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RAINY-DAY 
» PROTECTION 


’ & 


All insurance, in effect, gives 
your clients protection against 
a future “rainy day”...and for 
the most comprehensive home 
protection, there is no substitute 
for a dwelling “package pol- 
icy.” These modern contracts 
give broad coverage for home- 
owners and tenants...and at 
a, substantial saving. 


Our sales aid material on dwelling “package policies” 

is available to and has been used successfully by representatives 

— of Crum & Forster Companies. Show your client the way to complete home insurance 
in one policy! The results will be pleasing to both of you. 


@ CRUM & FORSTER GROUP 


of Insurance Companies 
CASUALTY FIRE e MARINE SURETY 
UNITED STATES FIRE INSURANCE CO...... Organized 1824 


THE NORTH RIVER INSURANCE CO... . Organized 1822 THE WESTERN ASSURANCE CO., U. S. Branch Incorporated 1851 
WESTCHESTER FIRE INSURANCE CO. . . Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch .. Incorporated 1833 


110 WILLIAM STREET + NEW YORK 38, NEW YORK 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO + SOUTHERN DEPT., ATLANTA © ALLEGHENY DEPT., PITTSBURGH «+ VIRGINIA-CAROLINAS DEPT., DURHAM, N.C 








U.S.F.&8G. AGENTS 
This is one of a series of advertises ——> 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public. 


— 








Take 
time to 
think 


about it. 


To safeguard 
your business 


or home... 


Select and consult 

an independent 

insurance agent or broker 
as you would your 

doctor or lawyer 


/ Casualty-Fire-Marine 
YOUR! MM i perudens ‘Mar 
venres Insurance * Fidelity- 
Insurane AGENT 
sinus) cemibines Surety Bonds 


United States Fidelity & Guaranty Co., Baltimore 3, Md. ¢ Fidelity Insurance Co. of 
Canada, Toronto « Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 











stock company groups 


N JUNE, 1898 the control of Mechanics and Traders 
1 New Orleans was purchased by National Fire of 
Hartford and early in 1899 Citizens of Missouri was 
purchased by Hartford Fire. 
marked the beginning of the group, or fleet operation 
plan in this country. 


These two purchases 


The original impetus and early 
development of fleet operations was to secure additional 
agency representation and make possible more intensive 
cultivation of territories than was permitted under 
agency limitation rules covering single company opera 
tion adopted by the industry. 

Added to this quest for wider agency representation 
was another important factor responsible for the later 
development of group operations—the growth and in- 
creasing importance of casualty business. Not only did 
many fire companies establish casualty subsidiaries but 
casualty companies organized fire subsidiaries. 


Inroads of Depression 
The group plan of operation which was just starting 
at the turn of the Century reached a peak in 1929 when 
357 individual companies were operating as members 
The the 
depression period brought retirements and consolida- 
tions which reduced the number of groups to 74 in 1935 


of some ninety separate groups. ravages of 


LEADING STOCK COMPANY GROUPS 
(Last 000 omitted) 


1956 ~=s- Rank 
$621,379 I 
499,697 
361,991 
292,682 
288,392 


1955 = Rank 
$566,624 | 
444.224 2 
344,443 3 
196,404 12 
269,685 5 


1946 Rank 
$167,613 | 
124,113 6 
154,415 2 
56,004 12 
101,289 7 


Travelers 

Aetna Life 
Hartford 
Continental Natl. 
Insurance of N. A. 


Allstate 

America Fore 
Home... 

U. S. Fid. & Guar. 
The Fund 


282,685 
271,637 
237,585 
230,755 
216,237 


251,833 
271,412 


6 16,173 20 

4 
228,067 7 

8 

0 


131,562 4 
147,746 3 
66,854 II 
67,657 


209,405 
204,099 


Royal-Globe 
American Insurance 
Loyalty Group 
General Motors 
Aetna Fire 


213,057 
177,215 
163,459 
159,528 
149,689 


206,043 9 129,471 
45,048 
73,217 
18,031 
79,043 


152,013 13 
200,288 II 
139,541 14 


Great American 
St. Paul F. & M. 
Employers’ Group 
General of America 
Crum & Forster 


135,105 
123,250 
117,668 
111,160 
108,781 


125,784 15 
115,272 16 
109,437. 17 
100,052 19 
101,020 18 


55,851 
48,132 
55,265 
31,224 
55,018 
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with fire company members reduced from 287 to 232 
and casualty company members knocked down from 68 
to 51. The total companies in group operations hovered 
very close to the 1935 figure of 285 during the depres- 
sion years, It was not until 1945 that the total companies 
in group operations reached the 1929 record of 357. 
Consolidations reduced the number to 320 in 1950 but 
in succeeding years there was a net increase, which 
brought the total companies in group operation to 362 
and the number of groups to 123 in 1956, including five 
life insurance companies reporting accident department 
figures separately. 


Growth from 1935 


The growth in group operation from 1935, when 74 
independent units were in operation, to 103 by 1945 
was due almost entirely to the organization of subsidiary 
casualty carriers by fire companies or the founding of 
subsidiary fire companies by casualty carriers. During 
this period, while total groups advanced by 29, individual 
fire carriers advanced by 30 and casualty members of 
fleets advanced by 42. 

The Supreme Court decision holding insurance to be 
commerce, and thus subject to the anti-trust laws when 
it crossed state lines to become inter-state commerce, 


(Continued on the next page 


Number Number of Companies 

of Groups Fire Cas. Life Total 
123 357 
122 369 
120 366 
120 361 
115 350 
113 345 


104 320 
105 338 
106 340 
102 351 
103 351 


103 357 
93 328 
90 324 
90 320 
89 318 
93 314 
74 285 


90 357 


15 





STOCK COMPANY GROUPS—Contir 
to industry agreements on 
is no longer necessary to have 
ties to maintain agencies. 
multiple line underwriting in a 
adopted so that it is now feasible 
s of fire and casualty lines in a 
has not only slowed down the 
onal subsidiary carriers but has 
lation of fire and casualty com 
ompany fleets have consolidated 
their affiliated 
ve made complete consolidations 


i some of 


rT 
eC! g 


gil 
However, other companies have 
ple line operations by acquiring 
trong in the Opposite field. Most 
the exchange of stock whereby 

ompany of Newark, particularly 
1, became associated with Amer- 
up, particularly strong in the cas- 
Continental 
underwriter, acquired a 
Hartford, a 


1 


exchange whereby 
isualty 


National Fire of 


Group Plan Will Persist 


ost Important reasons for group 
exist, a plan of operation that has 
period of more than fifty vears will 
start fleet 
reasons to continue some of 
Not all 


would lend themselves to physical 


is less incentive to new 


esl 


ablished, groups are 
gvanized on a management basis, 

¢ reasons for separate existence 
ifficult to merge companies domi- 

Company names have acquired 
adver- 
for 


and extensive 


Cl vuld be 


association 
pec ial 


fundamentally, many 


cited 


manage- 


reasons 


to the trouble and expense of con- 
be more fully demonstrated that 


he operated more efficiently than 


Recent Developments 

rs tending to foster group opera 
stiff 
ly on automobile lines, based pr 


companies have encountered 
ials due to lower acquisition costs. 
organized or are using a sub 
carrier to operate on a basis of 
es, direct billing of renewals and 
so as not to disrupt their back 
nderwritten on the conventional 
s or groups have recently or 
ntrol of life insurance companies. 
| each, American Surety 
\merica are organiz- 


Federal and St. Paul have 


made exchange offers for stock of established stock 
companies, 

\s we have included in this study any two or more 
stock companies under the same management, it includes 
a wide range in size from two companies which wrote 
only $52 thousand last vear to fleets of as many as 
eleven companies and one group which wrote over $621 
million in 1956, 

The 357 fire and casualty companies and five life 
insurance Companies operating on a group basis wrote 
total premiums of $7 billion in 1956 and accounted for 
approximately 90% of all business underwritten by stock 
fire and casualty companies. The over-all loss ratio to 
premiums earned was 64.7¢ 


© and the expense ratio to 
premiums written was 36.3%. 


The statutory under- 
writing loss was $145 million. 

There is no reason to discuss the general operating 
results of the companies in these groups, as operating 
results of all fire and casualty companies were the object 
of a special study in the April issue of Best's Insurance 
News, and these companies follow closely the general 
averages. 

Changes in Rankings 

There were several changes in the rankings of insur- 
ance groups by premium volume between 1955 and 1956. 
Continental Casualty’s acquisition of National Fire ad- 
vanced it from twelfth to fourth position and America 
‘ore dropped from fourth to seventh. The consolida- 
tion of the American Insurance and the American Auto 
groups placed the combined operation in twelfth position, 
(seneral Motors dropped from eleventh to fourteenth. 

Going back ten years brings out several additional im- 
portant shifts and emphasizes the tremendous growth in 
volume, Ten years ago only seven groups wrote more 
than $100 million, now all twenty write above that figure. 
Two specialty groups made the largest gains, one writ- 
ing full coverage automobile at reduced rates and the 
other writing auto physical damage on financed cars. 
In ten years Allstate moved from twentieth to sixth 
position premiumwise by boosting volume from $16 
million to more than $282 million while General Motors 
rose from nineteenth with $18 million premiums to 
fourteenth with $160 million. Aetna Life Group moved 
from sixth to second position by boosting volume from 
$124 million to nearly $500 million. 


Importance of Casualty Growth 
Groups that did not participate extetisively in the ex- 
panding casualty lines tended to show relatively lower 


Although 
Home nearly doubled its premium volume in the ten 


than average growth in premium volume. 


year period to over $237 million it slid from third place 
to eighth while Royal-Globe fell from fifth to eleventh 
although premiums advanced from $129 million to 
$213 million and Aetna Fire dropped from eighth to 
fifteenth position despite increasing volume from $80 
million to nearly $150 million and the Crum & Forster 
group slid from fifteenth to twentieth position despite 
boosting volume to over $100 million, 

The detailed tabulation of the 362 individual stock 
companies now operating on a group basis will appear in 
the 1957 edition of Best's Fire and Casualty Aggregates 
and Averages. . 
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when you show your clients the 20% saved by G PLAN! 


a RRA Ns | 
Your policyowners will be grateful, naturally, when you bring them 
the convenience and security and economy of the 





NEW @ PLAN AUTOMOBILE INSURANCE 


with all those features represented in one handy package: 


local agency service and know-how; fair, prompt claim service, countrywide; and 
broad protection via the new sound backing by a Company of 
Family Automobile policy; proven reputation — 


— all at a truly competitive price — approximately 20% less than usual rates! 


Complete customer satisfaction will be a major C.I. benefit to you, since each C.I. sale 
points the way to additional lines, and to the new accounts opened up by C.I. insureds’ 
enthusiastic word-of-mouth to others. But you'll also appreciate the savings in time and 
money to yourself and to agency overhead in these 


UNIQUE AGENCY BENEFITS OF © PLAN AUTO INSURANCE: 


a six-months policy, automatically renew- billing through you or direct to your client, 
able, with ownership of renewals guaran- at your option; 


teed by agency contract; no “free” insurance, hence no wasted 


effort on your part — 
— and liberal commissions, with a built-in bonus for profitable business! 


*The number of automobiles has doubled in the past ten years; so have the rates in most areas. 
Thus your share of the market has actually quadrupled. If you want to catch up with your proper 
share, or improve on it still further, use the coupon below to ask for details — now! 


THE CONNECTICUT INDEMNITY COMPANY 


SECURITY-CONNECTICUT INSURANCE COMPANIES 


Research & Development Division, NEW HAVEN 5, CONN., DEPT. 358 4 
Please send me your Agency Sales Bulletin on C1. PLAN AUTO INSURANCE 


2D Home Offices: 
Ss <re~~ 2 NEW HAVEN, CONN. 
SECURITY IS Ac Pacific Depts: 
OUR PRODUCT 248 Battery St., 


© 
On Pp anv® SAN FRANCISCO, CAL. 


Name —— 


Agency —— 
Street or Bldg. - 
City or Town - 


—writing Multiple Lines (including Security-Connecticut 


LIFE Insurance Company, Incorporated 1955) Years in Estimated Number of 


business —— Private Passenger Clients 








the 


een-age . 


driver 


THOMAS M. STOKER 
Farmers Savings Bank 


Shelby, lowa 


VERY DAY WE HEAR of top com- 
eth losing money in the auto- 
mobile insurance business. It seems 
farther 


every time a person digs 


into the reasons for the losses, he 


finds it lies with the teen-age male 


A serious situation 


driver. A great deal of the time this 
class of driver is the culprit. 

The average American agent 
knows full well that if rates for un- 
married male drivers under the age 
of 25 go any higher a serious situa- 
Higher 
rates may well bring about a flood of 
uninsured male drivers. 
won't be able to pay the premiums 
and as the old saying goes “boys will 
In other words, with or 
without insurance, teen-age boys are 
going to drive. This could bring 
about the rather grim possibility of 
injured people with no recourse for 
satisfaction of their This 
sordid situation could hang like a 
pall over the industry. 


tion is likely to develop. 


The boys 


be boys.” 


claims. 


Currently we are endorsing poli- 
cies with the Family Protection En- 
dorsement. This endorsement agrees 
to pay all sums which the insured 

shall be /egally entitled to re- 
cover from an uninsured driver be- 
cause of bodily injury etc. to the 
insured. So far this endorsement is 
limited. It has only $5/$10,000 
limits for bodily injury and 
coverage for physical damage. 


no 


Furthermore a lot of clients object 
to this endorsement as they can not 


see why dependable people have to 
insure themselves against people 
who don't have the integrity to take 
out their own insurance, 
going to be difficult for agents when 
one of their insureds is in a case 
where he can not collect damages as 
the company doesn’t feel he is legally 
entitled to it. This endorsement is 
tough to explain and make a client 
fully understand. 


It is also 


In the past in our nation when 
trouble came about everybody arose 
We “pitched in” 
and found a solution and pulled our- 
selves up by our “‘own bootstraps.” 
If we hadn’t done this we would all 
still be living on the East Coast 
waiting for the perils of the frontier 
to solve themselves. The agents can 


to the occasion. 


solve the problem of excessive teen- 
age driver losses. 

When a teen-age boy comes into 
an agency and states he wants in- 
surance, we naturally strive to help 
him. If his parents are in one of 
the agent’s companies this makes 
him eligible under most circum- 
stances. If he is a good boy from 
a nice family the agent almost feels 
it a duty to help him. So he takes 
the application and writes a policy. 

(Continued on the next page) 
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Teen-Age Driver—Continued 

However this is the crucial mo- 
ment for the agent. This point of 
his relationship with the client 
should only be the beginning. The 
agent should at this time make an 
appointment with the boy to meet 
the boy and his parents together, 
having them pick their most con- 
venient hour. At the appointed hour 
he should take the policy up to the 
boy's house and have a long serious 
conversation with the family. 

First it is necessary to explain to 
the boy just what bodily injury and 
property involves 
and just how the policy covers it. 
Then to impress upon the boy what 
a tremendous 


damage liability 


financial stake the 
company has in the policy and what 
a trust they are putting into the boy. 
Ile must go on to explain to the 
boy that one hundred thousand dol- 
lars is not an uncommon judgment 
in this day and age; telling him how 
this judgment goes on permanent 
record and if the judgment is over 
the limits in his policy it may ruin 
the boy financially for the rest of his 
life. 

Then the agent needs turn to the 
parents, explaining to them that if 
the boy gets into an accident that 
the parents often face serious trouble 
also. A court of law, under the right 
hold that the 
boy was an agent of his parents and 


circumstances, will 
levy a judgment on the parents as 
well as the boy. 

The should 


conversation with a discussion of his 


agent terminate the 
agency and its services, telling them 
that he is at their service at all times, 
time if 
they have insurance problems of any 
kind. 


and they can stop in any 


He must be very courteous but be 
very fair and have a serious tone at 
all times, in order to emphasize to 
the boy what a tremendous respon 
sibility the ownership, maintenance 
and use of an automobile involves. 
still not the end. The 
agent should watch the papers at all 
times for traffic violations and keep 
in mind the clients’ 
Also, listen for conversation 


This is 


names of his 
sons, 
of friends that might indicate that 
one of his insureds’ sons iS a poor 
driver. 

If he hears any of the 
above, the agent ought to make an- 


sees or 
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other appointment with the boy and 
his parents. Go over his first con 
versation again. Ask the boy as 
firmly and politely as he can if he 
will be more careful. [Explain to 
him just how hard it was for the 
agent to get insurance for him and 
how agents all over the nation are 
trying to keep the rates down by cur 
tailing losses. 

Of course 1f he still keeps on, the 
agent may have no other choice but 


to see and consult with the company 


underwriter. [et us hope the second 


conversation will not make this sit 


uation necessary, 


Many Benefits 
If the above routine is followed by 
agents it will reap them many bene 
fits. Among them will be the fol 
lowing : 
rates. 


and le wer 


should act to cut 


ke SSES 


l. Fewer 
This down the 
number of uninsured drivers 

2. The customer will be benefited by 
the fact he may be kept from serious 
trouble from an accident by his con 
versation with his agent. 

3. Respect for the agency will rise. 
Clients will realize that the agent is 
an insurance counselor and not just 
an order taker. 

+. The underwriting department of 
a company is limited in that it is not 
in the field. An 
yeoman service for the underwriting 
department of his companies in hold- 
ing down losses and keeping rates 
in line. 


agent can do a 


This is an agency and industry 
problem. It is not relegated to one 
\Ve must all work 
together on the problem. If we don’t 


company alone. 


solve the situation, then trouble is 
just around the corner for all of us, 
and insurance 


agents companies 


alike, 


HEEDLESS HORSEPOWER 


THE TRAVELERS has again brought 
out its annual street and 
highway accident data. This time 
the cartoon and statistics booklet is 
entitled, Horsepower.” 
Copies may be obtained from The 
Insurance Company, 
Hartford, Conn., or their representa- 
tives. 


book of 


*Heedless 


Travelers 


SLOW DOWN AND LIVE 


THE MAN WHO piIREcTs the biggest 
unified traffic safety program in the 
history of the automobile said that 
speed is “the root of all evil” in 
traffic problems. Paul H. Blaisdell, 
director of the Traffic Safety Divi 
sion of the Association of Casualty 
and Surety Companies and execu 
the annual “Slow 
Down and Live” traffic campaign, in 


tive secretary of 


an address delivered at the Canadian 
Highway Safety Conference, also 
Canadian 
inces to participation in the Memo- 
rial Day through Labor Day cam- 


welcomed the ten prov- 


paign. 
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JEROME POLLACK 
Program Consultant 
Social Security Department 
United Automobile, Aircraft and 
Agricultural Implement Workers 
of America 
TJEVER BEFORE has society been 
{ better situated for protecting its 
members against the 
ability. Never 
and such 


hazards of dis- 
SO many 


existed 


before have 
effective 
for preventing, reducing 
coming illness and 
medical care 
producing 
umphs of 
sult of 


means 
and over- 

Modern 
and rehabilitation are 


some ot the 


injury 


tri- 
But one re- 
all this progress has been to 
enlarge the gulf between the person 
who receives modern treatment and 
the one who, for 
fails to get 


greatest 
civilization 


whatever 
it. Our 


reason, 


social, our eco- 
medical insti- 
beginning to be 

rehabilitation. 
this is the com 


nomic, and even out 
tutions are just 
geared to the 
[In its broadest sense, 


age Ol 


munity’s major 
habilitation 


concern over re 


In recent years, the financial and 
utilitarian justifications for rehabili 
have been 
It is now 


tation 

stressed. 
that monies 
workers from 


prominently 
well established 
invested in raising 
dependency to gainful 
employment are repaid many times 


20 


WM 


he ae oe {ni 


i} 
of My i i 


it hi 


— WAN! 4 
A A ne” 


Mi 


Je Ad 


to the 
try is 


over Mur coun- 
that re- 
habilitation means manpower needed 
cold 
But 


nation’s 


* community, 
coming to realize 
for its and 
dis- 
vitality 
and its productive capacity not only 
during emergencies. Dis- 
ability means dependency and a 
drain on the resources of the com- 
munity at all times. Whenever it 
exists unnecessarily, the 
moral issue is raised: How far is 
society obligated to take reasonable, 
practical and 
overcome the 


survival in hot, 
brink-of-war periods. 


ability impairs the 


national 


profound 


accessible 
needless suffering 
impairment of its people? 

Rehabilitation has 
much of disability 
demonstrating that 
est handicaps can often be over- 
come, it has demolished the 


steps to 
and 
shown _ that 
is needless. By 
even the sever- 
fallacy 
of accepting disability as fixed. In 
line with our great moral traditions, 
it has offered priceless help to even 
the poorest and most damaged mem 
bers of the 
together in 


It has brought 
common cause 


St ciety. 
those 


most inspired and dedicated people 


who have insisted that crippled chil- 
dren, injured workers, veterans and 
other disabled people be given a 
chance; practitioners in the healing 
and allied arts and professions; so- 
cial 


workers: counsellors : 


and the 


i | Wi t T i | 


themselves whose 


disabled people 


often heroic made 
even a technical contribution to re- 
habilitation that rarely 
fully recognized. Out of this com 


mon effort has come the 


struggles have 


has been 
recognition 
that rehabilitation is no single dis- 
cipline or profession, but the 
ing to bear of the community's 
resources in an attack against dis- 
ability. The concept of total re- 
habilitation has raised a new stand- 
ard of total war on disability. As 
this standard becomes applied to the 
more common chronic diseases and 
to the 


bring- 


rehabilitation 
holds a promise that will make it not 
a narrow based problem but a broad 
effort ultimately touching an ever 
increasing portion of the population. 


aging process, 


Not So New 


\We generally think of rehabilita- 
tion as a new field starting with the 
period roughly preceding passage of 
the 1920 Federal Vocational Re- 
habilitation Act. And it may be true 
that results outweigh all « 

the preceding history of efforts to 
deal with disability. Our attention 
has therefore gravitated toward the 
“modern miracles” of 


recent 


rehabilitation. 
But | wonder whether we do not de- 
prive rehabilitation of its heritage 
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Responsibility 


Rehabilitation 


and lose sight of its cumulative de- 
velopment when we conceive of it 
as something that sprung up just 
vesterday. A greater tribute is to 
be paid to rehabilitation as the work 
being done with the means available 
at any given time to restore disabled 
people to better living. The earliest 
case history of rehabilitation that | 
able to the 
Iliad. And if you are not inclined to 
accredit Homer, there are the physi- 
cians represented in the Hippocratic 
collection 


have been trace is in 


whose orthopedic prac- 
tices are by no means obsolete, and 
a long line of medical 
history to which modern rehabilita- 


tion is indebted. 


subsequent 


Nor can enough 
credit possibly be given the simple 
determination of pet yple to do some- 
thing about the disabled—and to the 
religious, secular, private and public 
institutions which have devoted 
themselves for many centuries to the 
support and nursing of the infirm. 
Efforts to provide treatment, finan- 
cial assistance and even the some- 
times disputed efforts to provide in- 
surance have all led unmistakably, 
if not inevitably to the development 
of rehabilitation. In fact in our coun- 
try, disability insurance gave reha- 
bilitation “its most direct and sub- 
stantial support” in getting started 
Work 


as an organized program. 
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men’s compensation administrators 
saw how inadequate it was to pay 
cash awards for disability without 
rehabilitation. When the medical ad- 
visor of the Massachusetts Indus- 
Accident Board sent 
abroad to study the German com- 


pensation 


trial Was 
returned to 
rank rehabilitation first among the 


basic 


system, he 
principles of compensation. 
Massachusetts went on in 1918 to 
provide for rehabilitation under 
workmen's compensation, directly 
paving the way for the it 
1920 of the Federal 
act. 

Ultimately it is the determination 
to do something for the disabled 
that is expressed even in the Biblical 
miracles. This is unquestionably the 


passage in 


rehabilitation 


significance of the parables of the 
loaves and fishes. Rehabilitation is 
all the more inspiring because it is 
\nd be- 
cause it is not fortuitous, it becomes 


a right of disabled people. 


based on the laws of nature. 


Society 
has a responsibility to bring today’s 
resources to the aid of today’s dis- 
abled and, indeed, to plan boldly for 
still greater feats tomorrow. 

In the next few years the Ameri 
can community is going to step up 
rehabilita- 
is increasing in a 


demands for 
Disability 


growing 


greatly its 
tion. 
aging 


and population 


America is attempting to adjust its 
standards of welfare to its 


$400 billion economy in an unpre 


human 


wave of welfare 


social 


cedented health, 
and insurance activity. A 
bolder attack on the unmet need for 
rehabilitation can now be made than 
has thus far been held feasible. The 
phenomenal expansion of surround 
ing programs dealing with disability 
is going to identify rehabilitation 
needs more completely, provide al 
lied services for a stepped up attack 
on disability and require closer co 
ordination than ever of rehabilita- 
and related efforts. All of 
these factors are going to pose de 
mands for a 


tion 


level of 
performance, for a degree of plan- 
ning, ingenuity 


volume and 
coordination and 
understanding that will challenge re- 
habilitation as it been 


has never 


challenged before. 


An Explosion 


what has 
been called a “population explosion.” 


We are experiencing 


We expected to have 153 million 
people in 1960. Last month the 
American population reached 170 
million. By 1960 we now expect to 
180 million. Life expectancy 
has been extended more since 1900 


reach 


(Cc ntinued 
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i — producers 
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4nd another agent has been won 


over by the aggressive leadership 
of the Pacific National Group 


PACIFIC NATIONAL 
INSURANCE GROUP 


RANCE COMPANY 
RANCE COMPANY 
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than in the two preceding millenia. 
ven at ages 65 and over, it appears 
that the death rate been cut 
between one-fifth and one-fourth in 
only the last fifteen years. Extended 
life however means that more people 
survive to meet up with chronic ill 
ness and accidents. If 
the wane; disability 
1975 the 
services needed because of 
disease 
more 
ing 


has 


death 1s 
is on the 


on 
rise, 
By number of doctor’s 
chronic 
is expected to increase by 
than 50% 
increase in 


The correspond- 
rehabilitation needs 
| will probably be even greater. 

Not many people are ready to face 
unflinchingly the full 
for rehabilitation. We 
tired of 





unmet need 


| 


may 
that at 


even 
rn hearing any 
g bee time at least two million people 
and each year 250,000 additional 
| people need rehabilitation to restore 
E improve — their 

actually 
| tions and they 


employability. 
These minimal indica- 


lessen the 


are 
shock by 
| considering rehabilitation in its vo- 
cational objective only. When we 
the 66,000 rehabilitations 
completed under the Federal-State 
last and the current 
expectation of rehabilitating 76,000 
people this year under the expanded 
program we the 
clusion that just to keep abreast of 
currently developing need we have 
to triple our present performance. 
But rehabilitation 
additional challenge 
significant than the Barden La- 
lollette Act or the 1954 amend- 
| ments to the Vocational Rehabilita- 
Act—to go be yond the 
| vocational goal of the uaa and 
| serve people not ines at 9 to 
employment but to help 
a higher self 
| Such a step is a necessary accom- 
the program to the 
needs of an aging popula- 
It would mean a vastly greater 
|involvement in care. It 
| would require a vast increase in per 


| consider 


program year 


cannot escape con- 


now faces an 


a step no less 


| tion present 
get 
them 
| achieve level of care, 
modation of 
current 
| tion. 
medical 


sonnel and a substantial increase in 
centers and facilities 

If we into 

“exploding 
1 

under a broadened pro 


thus proceed to take 
account the 
population” 
gram that 
bling fraction of needed care 
heing provided, 


needs of an 


and realize only a hum 
is now 
start 


ten 


have to 
linking about what may be a 


we 





fold expansion in rehabilitation. It 


is not hopelessly unrealistic to call 
for a multiplication in activity of this 
magnitude. Already under way are 
important efforts to increase 
cial support, to expand facilities, 
train personnel, establish demonstra 


finan- 


tions, investigate existing obstacles 
and conduct research, all of 
our capacity 
Economists 


which 
bound to increase 
rehabilitation. 


are 
for say 
that on the basis of past performance 
a gross national product of $500 bil- 
lion can be expected in 1965 and 
that “barring catastrophes by 1975 

e should be able to double our na- 
tional product and our standard of 
living.” 

Our country is in the midst of the 
expansion of health and 
welfare activity in its history. Em- 
ployer contributions to social insur- 
ance and related programs have in- 
creased from $1.9 billion in 1940 to 
almost $7 billion in 1955. Employee 
contributions have increased from 
$658 million to $5.2 billion. The 
most pronounced change of all has 
been in the development of private 
pension and welfare plans. A rough 
indication of its vigor may be 
in the nineteenfold increase in 
ployer contributions 
$5.3 


greatest 


seen 
em- 
1940 to 
billion in Emplovees 
shown a remarkable willing- 
ness to finance these benefits, both 
through direct contributions and by 
fi rere ing 


since 
1955. 


have 


collec- 
get the 


wage increases in 
tive bargaining in order to 


employers to contribute. 


112 Million Covered 


$3 billion is being spent 
annually in premiums for voluntary 
health insurance. The 
people covered has 
fold since 
lion. 


(ver 


number of 
increased ten 
1940 and is now 112 mil 
In six years the premiums have 
than trebled. Partly under 
the stimulus of collective bargaining, 
emplovers have accepted responsi- 
bilitv for a range of benefits and in- 
volving a financial commitment that 
would have been utterly 
able to those 
of the 
to similar 


more 


inconceiv- 


who witnessed some 


earlier resistance of industry 
The health in- 

now contrib 
ute goes far beyond the occupational 
environment. 


programs. 
surance to which they 
Coverage is provided 
not only for the emplovee but also 
for his dependents. The benefits 
beyond the aim of restoring a 
worker's utility in employment; in 


or 
QO 
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fact plans offering hospital and med 
ical care only on show of disability 
have generally been rejected in fa- 
vor of benefits paid on medical need | 
alone. The new principles — 
adopted and the willingness to sup- 
port a rising standard of health se 
curity have an inescapable bearing | 
on rehabilitation. 

In assessing whether America can | 
afford the rehabilitation that it} 
needs, it may be irrelevant to ob- 
serve that we spend over $14 billion | 
annually for alcoholic beverages, to- 
bacco and smoking supplies, far | 
more than is spent for health care. | 
While this may give some satisfac- | 
tion to our deeply engrained og: 
tanical traditions and mores, t is| 
irrelevant because of the ar 
different mode and motivation of 
such expenditures. It is not inap- 
propriate, however, to compare what 
Americans are spending for differ- 
ent forms of economic security and 
health services. The startling fact 
is that we spend more in premiums 
for one of the frills in group insur- 
ance—a virtually meritless benefit 
providing extra bonuses for acci- 
dental death although the loss is | 
no greater than in natural death, | 
and limited dismemberment benefits 
of little value—than 1s spent on the 
entire Iederal-State vocational re- 
habilitation program. This violates 
any reasonable order of priorities. 
It signifies that much more money 
can be allocated from insurance 
sources to rehabilitation-supporting 
benefits of merit; and that much 
more should be spent by the Federal 
and state governments to support 
one of the most meritorious of all 
of our social programs. 

\ realistic approach to expanding 
rehabilitation activity enough to 
make real assault on the backlog is 
through parallel efforts. The Fed- 
eral-State program must continue to 
be increased substantially. We now 
have to catch up with our earlier 
expectation of 100,000 rehabilita- 
tions in 1956 and 200,000 in 1959, 
The program’s sights should be 
raised at least to meet the currently 
developing case load. In addition, | 
health insurance should be made to | 
share the burden of medical ge 
tation means as far as possible. S| 
the medical costs of Prcbilitation | 
exceed the means of most nacnle | 
with extended or major disability, | 

| 


(Continued on the next page) 
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Will you be prepared 


to advise your client 


when he asks about 


Credit 
insurance 


Your client protects his capital invested in plants, inventories, and 
equipment. You can show him how to complete the cycle of protection 
from raw material to realized profit by protecting his capital invested 
in Accounts Receivable with Credit Insurance. 


American Credit Insurance has incorporated the basic knowledge you 
need to make your recommendations complete in a simple, 
easy-to-handle Broker’s File. To get your copy, write AMERICAN 
CrepiT INDEMNITY Company of New York, Dept. 31, 

300 St. Paul Place, Baltimore 2, Md. 


American 
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Rehabilitation—Continued 


the only alternative to meeting much 
of the cost through tax-supported 
programs is.through group efforts 
to share these costs and pay for them 
in advance by people when they are 
well. 

The time is ripe for such a de 
velopment, Health insurance is look 
ing for means to extend benefits and 
make them more significant. It is 
now generally conceded that the 
scope of prepayment must be broad 
ened, 


Could Be Done 


Prepayment of medical care, ex- 
tended considerably into long-term 
and major illness is now a practical 
possibility for much of the popula- 
tion. Plans are now under active 
consideration to extend the maxi 
mum duration of prepaid hospital 
care to two years. This can be ac 
complished at small additional cost 

for example to go from 120 to 
365 days costs only about $.05 
monthly for single subscribers and 
$.10 for families 


would go far in covering needed hos 


a two year period 


pitalization in rehabilitation cases. 
Out patient benefits are almost cer- 
tain to be added as a general feature 
of health insurance in the immedi- 
ate future, and it would encourage 
the further development of out- 
patient facilities. Physical therapy 
in the out-patient department and at 
home can be readily covered. Nurs- 
ing services and prosthetic devices 
are now provided under some cover- 
ages and are bound to be more 
broadly incorporated. These are 
steps that can be taken quickly and 
on a very large scale. They could 
also help direct the medical aspects 
of rehabilitation more closely into 
the mainstream of general medical 
care, 

Health insurance has been re- 
markably successful in raising funds. 
With most of the population now 
covered it must assume greater re 
sponsibility in meeting the real needs 
of its subscribers. And, this is an 
area of basic need eminently well 
suited for insurance. The inclusion 
of substantial funds out of volun 
tary insurance would free some of 
the funds of the Federal-State pro 
gram for needed expansion. It could 
help overcome some of the present 
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relief coloration in rehabilitation 
work and give it a more hopeful cast 

It is also likely that some employ 
ers and unions will want to devote 
additional funds to meaningful ex 
tensions of rehabilitation in indus 
tries where the need is especially 
great or resources available Phe 
United Mine Workers have made 
an outstanding contribution in the 
rehabilitation of some of the most 
severely disabled people in the coun 
try. Other unions have begun to 
make proposals in collective bar 
gaining to set up programs of sup 
plementary care that would work in 
close coordination with the State 
Bureau of Vocational Rehabilita 
tion to facilitate the return of in 
jured workers to employment, and 
provide special rehabilitation sery 
Ices, 

Another neglected resource in 
the community of programs is dis- 
ability insurance. There doesn't 
seem to be much controversy about 
the merits or feasibility for tem- 
porary disability insurance. But 
there is a close to total neglect of its 
use and significance for rehabilita 
tion, 


Information Generally Wasted 


Some 40 million employees, al 
most two-thirds of the labor forces, 
are now entitled to group insurance, 
sick leave, or other coverage 
against temporary loss of income 
due to disability. Probably no bet 
ter case-finding mechanism exists 
for disclosing rehabilitation needs 
among the employed than the re 
ports now filed whenever one of 
these employees has an accident or 
a disabling illness of more than a 
few days. Medical reports are ob 
tained throughout the illness. But 
this valuable information and con- 
tact with the employee is generally 
wasted. It is handled routinely 


a clerical matter directed at the 


narrow objective of determining 
eligibility for benefits and not even 
related to the insured’s hospital and 
medical needs although these are 
also covered by insurance. It would 
he easy to add a few questions that 
would identify rehabilitation needs, 
and incidentally remind the doctor 
of his responsibilities for rehabilita- 


tion. It would be possible to provide 


counseling services directed at re 
(Contir ad on the n ) 
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An Announcement of Interest 


feents and Brokers of Reinsurance 


New England 


Keinsurance Corporation 


Ince rp rated 1956 
Eric H. WALKER, President 


A REINSURANCE AGENCY BRINGING NEW ADMITTED 
REINSURANCE CAPACITY INV AMERICAN COMPANIES 


This agency has been organized to relieve 
the already strained admitted reinsurance 
market in the facultative risk as well as the 
treaty field. 

We will be happy to work with you on 
the general or unusual problems that are a 
part of your business and which we hope 
will be a part of ours too. 

OFFERING THE SERVICES OF A GROUP OF 
{MERICAN COMPANIES OF HIGHEST CHARACTER 
WITH CAPITAL AND SURPLUS 
IN EXCESS OF $250.000,000 

GC 
Advise us now of any difficulties 
you may have in your non-marine 
Reimsurance r0g) QMNECS. 


( 


New England Reinsurance Corporation 


Cable Address - NERCO, Boston, Mass. 





Rehabilitation 


Here 1S 


4 ‘ 
leled opportunity 


abilitation an unparal 
for demonstrating 


accomplished if insur 
rehabilita- 
] 


neecas eCa;riy 


nated 


tion 1s coordi- 


with surance and 
rehabilitation 

Long-term insurance 
been-; ‘ontroversial field. For 
r it can 


pos- 


sible impact on rehabilitation has 
been brought into the debate. The 
disability that wipes out all chances 
of further employment is easily the 
most malignant of all personal eco 
nomic disasters Labor has not been 
content to relegate the needs of 
these people to public assistance. 
\When insurance can be successfully 
provided this has been done by in 
dustry. this 


have 


Unions have believed 
that 


tried to pay for permanent disability 


so firmly at times they 


American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 


Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


pensions out of dues financed en 
tirely out of the workers’ own lim 


ited resources. 


Congress now has acted, and 


long-term disability msurance exists 
not only in private plans 
since 1875 


as it has 
but in the social security 
that 
compensation 


program. I believe just as 


workmen's contrib 
uted to the development of rehabili 
tation, so too will general disability 
insurance recognize its incomplete- 
ness and lead to a still further step 
toward an integrated disability in 
surance still does 


program which 


not exist. 


In such a program, temporary 
benefits are designed to 
maintain as high a standard of liv 


ing as is feasible 


disability 


for people who 
are merely interrupted in their work 
and needs remain 


whose substan- 


tially unchanged. From the incep- 
tion of disability rehabilitation needs 
should be identified and referrals 
made. While there is a reasonable 
expectation that the individual will 
be successfully rehabilitated and 
while certification is received from 
a qualified agency that he is indeed 
being rehabilitated, temporary dis 
ability benefits should be extended 
if necessary beyond the usual six 
month limit. This would keep the 
employee thinking of himself as tem- 
porarily rather permanently 
disabled. He would be receiving a 


than 


higher level of income than under 
permanent — disability 
which involve retirement 


programs 
from the 
labor force and accordingly curtail 
benefits severely. He would be sub- 
jected to positive incentives sup- 
porting rehabilitation. The cost of 
such benefits, including supplemen- 
tary rehabilitation would be modest 

no more in fact than is now spent 
for accidental death and dismember- 
ment benefits. Only where rehabili- 
tation fails would it be necessary to 
resort to referral for long-term or 
permanent disability benefits. Un- 
der rehabilita- 
tion shall have been in the picture 
from the beginning; it shall have 
been used to evaluate the disability 
as well as and shall 
thus serve to make disability insur- 
ance more feasible. 


these circumstances 


overcome it: 


The goals that we have been ex- 
amining can be achieved only with 
great community support and closest 
possible coordination. The support 
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of course is not only financial. Often 
it is easier to get funds to build a 
fine center than the necessary refer- 
rals to assure its proper use. Al- 
though there is a nationwide short 
age of centers, sometimes centers are 
built with little coordination 
as to conflict with each other. 


such 

Too 
often it is easier to restore a badly 
damaged person from the critical list 
to full employability than to get him 
placed in a suitable job. Thus far, 
rehabilitation is not receiving a de 
gree of support and understanding 
commensurate with its importance to 
the community. It is regarded as a 
meritorious but narrow-based ac 
tivity rather than a program of great 
potential 


promise for broad seg 


ments of the population. For its 
part, rehabilitation has not inter 
preted its work adequately to the 
community tapped available 
support. For example, 
state agencies often fail to look to 
labor and others in the community 


nor 


sources of 


for readily available help in getting 
adequate support. 

The most neglected aspect of re- 
habilitation, a matter almost com 
pletely ignored in its literature, is 
the not unimportant matter of fi 
nancing. We hear much about per- 
sonnel shortages but practically 
about whether we 
are paving adequate salaries to ex- 
pect anything else. 


Get the Job Done 

The community will finance an 
adequate program of rehabilitation. 
It may act in its own way. It may 
sweep aside some of the pet ideas 
and shibboleths of the field. The is- 
sue of how Federal and State financ- 
ing should be apportioned may be 
settled not on the doc- 
trinaire concepts of the role of local 
versus national government but by 


nothing is. said 


basis of 


the over-riding criterion of getting 
the job done. If the states assume 
their share, there will be no quarrel ; 
if not labor at least will insist that 
the Federal government assume re 
sponsibility to make up for the 
deficiencies. 

It should be made clear that a 
broadening of the goal of rehabilita 
tion beyond vocational utility does 
not mean abandoning the goal of 
placement. On the contrary, this 
work must be greatly strengthened. 
(ne of the most important economic 
facts of life of our times is the in 
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creasing importance of employment 


The most pronounced single change 
in the labor force in the past several 
decades amounts to a substantial de 


cline in opportunities for gainful 
1, 


self-employment, while industrial 


employment has become - steadily 
more important as a source of livelt 
hood. As the 


ment have been reduced, the rewards 


hazards of employ- 
increased and with the 
addition of important perqu 
and ancillary benefits, the gap is be 


11 
especially 


sites 


ing made ever greater for the person 
unable to share in employment 





Considerable progress has been 


made in preserving job rights for 
people who become handicapped 
after they are hired. There are con 
spicuous examples of persons whose 


conditions have been quite 


mendably accommodated. But when 


com 


a plant closes down or there is a 
slackening in the demand for labor, 
less edifying practices come to light 
which show that it is still not easy 
for people with grey hair, individ- 
uals who are over forty-five, and 
those with identifiable disabilities to 


eon a 
Continued on the next page 





Rehabilitation 


Studies 


re the hiring 
48) much 
Studies 

pped as a 
produc 
safer em 


ersimplify 


more 1 


penetratl 


re ported on 


he \mer 


1955 Congress on Industrial Health. 


Twenty-five out of hundred 
had a stated policy of ex 


one 
compames 

Il cardiacs, but actually 
were found in practice 
Moreover: ‘There 


between 


1 


them 

no ‘ar correlation 
previous experience with workmen's 
compensation claims and hiring poli 
threat 
workmen's 


cles ° it was the sense of 


of cardiac claims under 
compensation, rather than actual ex 
perience with these, which was the 
ereatest deterrent to cardiac hiring.” 

Unions have been accused of ob 
handicapped 
people, although the fact is that in 


structing the hiring of 


labor-m 


most inagement contracts 


the sole right to hire employees iS 
for the Often it 


TeS€ rved 
is asserted that the seniority provi- 


company. 
sions of collective bargaining would 
impose impossible situations if trans 
rer of a handicapped 
should 


unions, 


employee 
Numer 


one [ 


become necessary. 


ous including the 
work for, 


have collective bargaining 


clauses providing protective ar 
rangements for handicapped employ- 
ees. These clauses are still too often 
limited to the occupationally injured 
but thev are being extended to 
exempt handicapped employees re- 
gardless of origin of disability from 
routine 


displacement in the opera- 


tion of seniority provisions. They 
can be extended further to establish 
labor-management committees in the 


plants which will systematically re- 
view positions that can be held by 
people with handicaps and establish 
procedures for placement in such 
positions just begin 
nings, but they indicate labor’s will 


These are 
ingness to adjust even as_ highly 
prized a gain as seniority to accom 
modate the hiring of handicapped 
people. This willingness has been 
carried further in a comprehensive 
program developed by the American 
Federation of Labor which I am 
sure is fully concurred in by the now 
combined AFL-CIO. The program 
deals with employment, reemploy- 
transfer of the hand 


capped regardless of origin of dis 


ment and 


ability. 


Stormy and Uncertain 


Our period of history is bound to 
be regarded as a stormy and un- 
certain one, characterized by sweep- 
ing political, economic and_ social 
changes. Out of all this stress there 
is emerging a greater appreciation 
of the diginity and preciousness of 
life. A vast upgrading is taking 
place in the status of people. Just 
as the nineteenth century came to 
natural 
conservation — of 


preserve resources, so the 


human resources 
may become one of the keynotes of 
the twentieth. Rehabilitation, as an 
affirmation of human worth, has an 
important place in this vital move- 


ment of our age, 





how fast is PROMPT? 


“In our case it’s fast enough for many insurance agents 
to choose Norfolk and Dedham first as the company 
that pays claims promptly and fairly .. . a mighty 
important consideration in selecting any 

company. This important “promptness,” 

plus a complete range of modern coverages 

makes Norfolk and Dedham a wise 
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Insuring Dental Care Costs 


J. F. FOLLMANN, JR. 
Director of Information 
and Research 
Health Insurance Association 
of America 


INCE THE CONCLUSION of World 

War II, there has developed in- 
creasing talk of and interest in in- 
surance or prepayment against the 
Whether there 
is actually practical interest on the 
part of the public at large is perhaps 


costs of dental care. 


speculative. Generally, it seems, the 
interest in the development of risk- 
spreading mechanisms is localized, 
in the main, in specific circles such 
as certain labor unions, public health 
officials, and to some extent in cer- 
tain The 
American Association and 
local dental so- 
also displayed active 


phases of government. 
Dental 
state 


certain and 


cieties have 


interest. 


Due to Phenomena 


It would seem hardly necessary 
to hazard the guess that this increas- 
ing interest in insured or prepaid 
dental care flows from an observa- 
tion of the remarkable phenomena 
which has occurred in American life 
in recent years, the rapid develop- 
ment of insurance protection against 
the costs of other forms of medical 
care to the point where suddenly 112 
million persons have some protection 
against the costs of hospitalization 
of hos- 
pital income is derived directly from 
these sources. It is only natural that 
those with primary interests in den 
tal care should this de 
velopment, which has come about 
voluntarily and in the _ traditional 
spirit of American initiative and 
vitality, and speculate on its equal 
validity and applicability with re- 
spect to dental care. 


and where in excess of 50% 


observe 
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This interest in insured or pre- 
paid dental care has exemplified it- 
\s early as 1945 


1 
i 


self in many ways. 
the American Denta 


adopted 


\ssociation 
recommendati i 
perimental prepayment d 

on a non-profit basis. 

A.D.A,. took cognizance of tl 
fact that an individual who visits the 


the 


dentist regularly can budget the cost 
of his dental needs to some extent. 
It also recognized that insufficient 
factual avai 
upon which such plans coul 


£49 


information was 


veloped on a sound basis 


Illuminating Studies 


In the intervening vears many il 
luminating studies of the needs for 
and the incidence and costs of dental 


care have been made. <Actuarially 


they are not yet conclusive, however 
During these same years eight states 
enacted legislation enabling the in 
non-profit dental 
plans similar to Blue Shield, but 


corporation of 


only in one state are such plans 
; 


known to exist. Currently tl 
Public Health Service is investigat 


eU.S. 


ing the feasibility of prepaid dental 
The ade- 


1 


under the 


care on a broad scale 


quacy of dental care 
Medicare program for dependents 
f is also 
\ll of these 
important 
future trends in 


of active military personnel 
receiving consideration 
developments will have 
bearing on this 
respect. 

It might be well to pause briefly to 
get a glimpse of the costs of dental 
care and some indications of how 
these fall among various people. In 
1955 the total personal medical bill 
of the American people was stated in 
the Social Security Bulletin of De- 
cember 1956, as being $11,198,- 
000,000. Of this, 9.1% or $1,017,- 
000,000 is estimated as the personal 


costs of dental care. Other sources 


estimate the ‘ 
being 16° or national 


personal health * amounts 
I 


are comparable vy ir figures 
in| Norway and Gre Britain. 
Health Information Foundation esti- 
dental cost to the 
\merican family in 1953 to be $33. 


Obviously this, for a 


mates the average 


great many 


families, is not overburdening. As 


such it would hardly appear to be a 
fit subject for insurance or prepay- 


ment methods, sit 


: 
ice not only is the 


loss not of serious consequence but 
1 


it can be borne in the least costly 


manner by personal 


saving or 
budgeting. However, this is an 
average cost and it falls differently 
differen Thus this 

j showed that while 44% of 
\merican had 


R oge 
Tames 


no dental 
costs at all in 1953 and another 35% 
h ran from only $1 to 
$45, 10% experienced costs from 


$45 to $95, 6% from $95 to $195, 


families ha 


had costs whi 


and 4% of the families had dental 
costs in excess of $195. Again it is 
questionable if this presents a broad 
need for an insurance 
It is true that 

(C ontin 


mechanism. 
10% of the families 


ued on the next page) 


The evidence is not precise 





Dental Care 


experienced costs in excess of $95, 
but there is no indication that this 


is a vearly occurrence, nor is it clear 
how much of this was 


unnecessary 


medically, or the type of care which 


might be considered, at least in part, 


as luxury or cosmetic care. 


behind 
the interest in insurance or prepay- 


motivation 


= r 
Che primary 


ment plans against the costs of den 
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tal care appears essentially to be a 
sincere desire to improve the general 
level of dental the United 
States in the sense that more Amer- 
icans shall receive adequate and reg- 
ular care. Particularly it is desired 
that children, through the formative 


care in 


stage, shall receive good care, Con- 
sequently, attention is often focused 
on those persons with below aver 
age income, since there is evidence 
that these 
group, dental care is less frequent, 


among persons, as a 
at times limited to emergencies. In 
this respect the National Family 
Survey of Medical Costs and Volun- 
tary Health Insurance conducted by 
the Health Information Foundation 
in 1953, is cited in which it was dis- 
played that while 34% of the aver- 
age surveyed population sought 
dentist's services during the survey 
year, the percentage for those earn- 
$2000 17%, 
while the percentage for those with 
incomes over $7500 was 56%. Other 


ing under was only 


sources show generally similar rela- 
tionship. then 
made that if available facilities and 
funds are increased, the degree of 


care will increase accordingly, 


The assumption is 


However, the evidence is not al- 
ways consistent, despite the seem- 
ing reasonableness of the assump- 
tion. For example, a study of a 
small localized group of urban em- 
plovees, but covering a three-year 
period from 1949 to 1952, reports: 
“Unexpectedly, the men with in- 
comes over $60 or more per week 
dental 
care during the three year period 
than did men in the lower income 
bracket.” Another study, of six up- 
New York while 
showing that family utilization of 
dentists was 35% 
$1000, 61% for incomes ranging 
from $1000 to $2999, and 82.2% for 
over $3000, nonetheless 
that neither the availa- 
bility of dentists nor the financial 
ability to pay is a guarantee that 
people will receive needed dental 
care. Still other studies give similar, 


reported spending less for 


state counties, 


for incomes below 


incomes 
concludes 


while inconclusive, reason to cast at 
least some shade of doubt over this 
assumption as a broad generaliza- 
tion, 

It might be illuminating to con- 
duct more study into the relationship 
of educational levels to the use of 
medical and dental care. The urban 


employee study just referred to 
shows, for example, that whereas the 
average employee spent $96.07 for 
dental care over the three-year pe 
riod, those whose schooling which 
stopped at the eighth grade aver- 
aged only $45.18. The six New 
York county study similarly recog- 
nizes that the education of the home- 
maker is a strong factor affecting 
the use of dental care. Hence, where 
the mother had less than nine years 
of schooling, 33.6% of such families 
used the dentist: where the mother 
had college training the rate was 
69.10. Studies of 
show similar 
educational 


medical costs 


between 
amount 


correlation 
level and the 
spent for care. 

Granted the educational level can 
affect the level of income, Only one 
known study has attempted to relate 
the use of medical care to both in- 
come and educational level: a sur- 
vey of persons in Yonkers, N. Y. 
That study, interestingly, shows that 
where the educational level is me- 
dium or high, the incidence of the 
use of medical care is high even 
the the lowest 
bracket. Most certainly this is a 
confined study. It 


where income is in 
does, however, 
give indication of the need for fur- 
ther correlated data which might 
more clearly identify causes and ef- 
fects and hence point the way to the 
most effective solutions. 


Mistaken Assumption 


A related assumption which often 
is inherent in proposals for the de- 
velopment of insurance or prepay- 
ment plans is that these mechanisms 
would encourage, by removing what 
is conceived of as a financial barrier, 
the greater use of medical or dental 
care. However, the evidence for this 
is even less precise. For example, a 
recently released community study 
in Minnesota shows that the 
quency with which illnesses were 
treated was unrelated to coverage 
under insurance or prepayment 
plans or to the degree of such cover- 
age. In fact, from this study the 


fre- 


converse could be argued since 64% 


of wives without any insurance pro- 
tection had dental check-ups com- 
pared to only 44% of those having 
both Blue Cross-Blue Shield and 
the local Community Health Center 
prepayment plans. This study con- 
cludes : 
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“Membership . . . in a prepayment 
plan . . . appears to have little if 
any influence upon the extent to 
which an individual uses medical 
services and facilities. . . .”’ Other 
studies contain similar implications. 
One can only conclude that to date 





the case for neither side has been 
made with conviction. 

In this respect, George Bugbee of | 
Health Information Foundation has | 
stated : | 
“While lack of money has most | 
often been cited as the main deter-| 
rent to the public’s use of medical 
care, many other factors are equally 
important and solving the money 
problem alone will not settle the} 
difficulty by any means. A decade or | 
two ago, many of us thought that 
it was simply a matter of economics. 

. By increasing the facilities and 
making it easier for people to pay, 
they would get the care. But we 
know now that while this may be a} 
partial answer to the problem, it is 
a long way from the whole truth.” 

It is also of interest, in this same 

respect, to note the prefatory state-| 
ment appearing in a comprehensive | 
study of the costs of the National 
Health Service of Great Britain and | 
presented to Her Majesty in Jan- 
uary, 1956. The statement, by Sir | 
George Newman in “Health and 
Evolution,” 1931, reads: 
“Unlike other social movements of 
emancipation, that of personal and | 
communal health demands and re-| 
quires the assent and daily coopera- 
tion of those it would benefit. Health 
is not something which can be im-| 
posed by authority, it begins and | 
flourishes only as it is practiced. | 
There is nothing under the sun| 
more democratic, individualistic and | 
cooperative. It calls for continuous 
education, for increase rather than 
decrease of responsibility, for the 
vigilant and sensible application of 
the discoveries and verities of sci- 
ence.” 

Thus, there appears to be an ele- 
ment in the entire picture of finding 
it impossible to make the horse 
drink, even though he had been led 
to water. 

In attempting to determine 
whether insurance or prepaid den- 
tal care plans are feasible, it is nec- 
essary to face several questions 
squarely. Is there a public desire or 
demand for such plans, recognizing 
that care has to be paid for in some 
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manner and that the public right 
fully is interested in that method 
of payment which is least costly: 
If such plans or methods were more 
numerous than is presently the case, 
would there be the required broad 
public acceptance of them? Would 
such plans answer the tests of any 
sound insurance mechanism: that is 
would they confront a group of ex- 
posure units sufficiently alike and 
numerous to make predictable the 
loss over a period of time; could the 
loss be verifiable; would the loss be 
truly accidental compared with will- 
ful or certain? Would such plans 
provide the most expeditious man- 
ner of financing dental care, or is 
dental care better paid for by the 
individual through regular budget- 
ing from earning; recognizing that 
insurance is most effective when di- 
rected toward covering losses size- 
able enough to be really harmful to 
the insured and that the antithesis 
is often uneconomical ? 

The answers to these questions, if 
known, would appreciably aid in any 
needed development of insurance 
mechanisms for dental care. The 
paucity of well-rounded, useable in 
formation, however, leaves the an- 
swers in the realm of speculation. 

Perhaps the most informative and 
significant view of the subject to 
date is to be obtained by a review 
of the various types of insurance, 
prepayment, and third party pay- 
ment plans which have been tried 
in the last decade. Seventeen ap- 
proaches of various types have been 
reviewed for purposes here. It is to 
be noted that over half of these have 
come into being since 1954. In it- 
self this indicates that those plans 
which have survived (of seventeen 
attempts reviewed, seven are operat- 
ing with some apparent degree of 
success, four have clearly failed, and 
Six appear to be in a state of vary- 
ing degrees of dubious success or 
failure based upon the latest avail- 
able information) are for the most 
part, clearly experimental and _ in- 
conclusive. 

The attempts reviewed are cate- 
gorized in a general way as: 

( government plans, 
labor union welfare fund plans, 
cooperative plans, 
employee association plans, 
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(5) prepaid group practice plans, 
(6) non-profit service type plans, 
and 

(7) insurance company plans. 

It is recognized that there may well 
be other plans which should be in- 
cluded but which, after search, re- 
main unknown to the author. In re 
viewing these plans it is hoped it will 
be understood that complete and 
current information is difficult to 
obtain, as is data upon which to 
base more complete evaluations. 
There has been no desire to be other 
than objective in summarizing ex- 
periences, 

1. Government plans 

There are two known government 
plans of relevance here. The one 
was the Farm Security Administra- 
tion Program instituted by the Fed- 
eral government in 1935. The pro- 
gram is described as providing for 
dental care on a limited basis with 
covered persons paying part of ge 
cost, government subsidization ac- 
counting for other needed funds. It 
is reported that the funds proved to 
be insufficient. The entire program 
was discontinued in 1944. 

The other known government pro- 
gram is at the county level. In 1949 
Kitsap County, Washington devel- 
oped a plan of prepaid care for its 
welfare recipients. The plan is re- 
ported to be administered by a non- 
profit organization of local physi- 
cians with the state paying the local 
dental society a fee for each person 
on relief. This, of course, is not pre- 
payment in the customary sense in 
that the covered persons incur no 
cost, being indigent. 

2. Labor union welfare fund plans 
Several attempts at providing dental 
care have been made by the use of 
labor union welfare funds. Some of 
these contain prepayment features, 
others do not. In perhaps all in- 
stances, however, the welfare fund 
appears to exist as a subsidizing 
facility, or at least possibility, to sup- 
plement the dental care scheme. 
Therefore these attempts cannot be 
looked upon as clearly prepayment 
experiments. They are included 
here, however, since they serve to 
furnish, at the least, certain impor- 
tant related experience. 

The first of these was started by 
the Labor Health Institute of St. 
Louis in 1946 and while there seem 
to be some problems of dissatisfac- 
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part of participating 


union members, the attempt remains 


tion on the 


the oldest still in existence and oper- 
ations appear to be generally suc- 
cessful, although some overtaxing 
of funds seems to be indicated. This 
plan is part of a n 


ated 


iedical clinic oper- 
for union members. It is fi- 
nanced by funds contributed by em- 


1 


plovers, but certain cl 


Fil 





arges are 


levied upon the patient. Dental care 
is complete except for orthodontia. 

In 1952 the United Mine Work- 
ers, using union welfare funds, at- 
tempted to provide dental care as 
part of a medical care program. The 
attempt is reported as being found 
unworkable, however, and was sub- 
sequently abandoned. 

In 1954 the ILWU-PMA in 
California instituted a program for 
members’ children under age fifteen. 
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Dental care is complete except for 
orthodontia. The program is fi- 
nanced by union welfare funds ob- 
tained from employer contributions 
as a result of collective bargaining. 
Coverage is provided in two distinct 
ways. One is an open panel group 
indemnity plan with an insurance 
company acting 
fiduciary agent. 


as the paying or 

Under this ap- 
proach, care is paid for up to a 
yearly limit per child. The other 
approach is a closed panel group 
being reimbursed directly from the 
welfare fund. Each approach ap- 
pears to have advantages. This at- 
tempt is still recognized as experi- 
mental. 


Clearly Experimental 


In 1955 similar attempts were 
commenced by the ILWU-PMA in 
both Oregon and the State of Wash- 
ington. While each has points of 
from the California 
plan, the approach is, in the main, 
similar. Similarly, both are so new 
as to be looked upon as clearly ex- 
perimental. 

Another known attempt, by the 
Ios Angeles Culinary Workers, is 
reported. Under this approach, 
union funds are reported to be used 
to enter into a contract with a den- 
tist or dentists for complete care of 
members, 

A recent attempt at dental care 
was made in July, 1956 by the Mas- 
sachusetts Laborer’s Health and 
Welfare Construction Fund in 
agreement with the Massachusetts 
Dental Society. Dental care was to 
be complete except for orthodontia. 
An overwhelming demand for care 
is reported to have resulted after in- 
stitution of the plan and in October, 
1956, three months after its incep- 
tion, the plan was abandoned. 

3. Cooperative plans 

Two attempts at prepayment for 
dental care on a cooperative basis 
are known, both in the Seattle area. 
One is the Puget Sound Dental 
Health Co-op. It is not known 
when the Co-op was organized nor 
if it is still in existence. One re- 
porting indicated that the Co-op had 
difficulty holding a dentist to pro- 
vide the care. 


differences 


The other known cooperative is 
the Dental Care Co-op in Seattle, 
started in 1955 to provide complete 
dental care to its participants. How- 


Best’s Fire and Casualty News 





ever, as of April, 1955 no dentists 
were known to be participating in 
the program. Later reportings are, 
unfortunately, not available. 


PRODUCTION POINTS 


| A 4 
we AMERICAN 


INSURANCE COMPANIES 


4. Employee association plan 
Only 
known to provide for dental care on 
a prepayment basis, the consolidated 


one employee association is 


Edison Employees Mutual Aid So- 
ciety, Inc. Dental Care was insti- 
tuted in 1953 but limited to low in 
come employees only. Care is pro- 
vided by a panel of dentists. Both 
employer and employees contribute 
to the cost and charges are made for 
dentures. Latest reportings indi- 
cate that only two-thirds of the eligi- 
ble employees avail themselves of 
the benefit. 

5. Prepaid group practice plan 
Only one instance of dental care on 
a prepaid group practice basis is 
known, the Group Health Associa- 
tion, Inc. in Washington, D. C. This 
is a medical clinic started in 1949 
having some eight thousand sub- 
and twenty-one thousand 
two hundred and fifty participants 
covered. 


scribers 


Dental care was announced 
in 1956 with orthodontia and major 
surgery excluded, and care was ac- 
tually commenced August 1, 1956 
As ot April 1, 1957 five hundred 
participating subscribers and de- 
pendents were reported. Patients 
are required to have their mouths 
put in good condition before being 
eligible for the plan. This might ap- 
pear a deterrent or handicap in the 
enrollment of new subscribers. The 
plan is too recent to warrant any 
conclusions. 

6. Non-profit service type plans 
The laws of eight states have been 
ainended in recent years to permit 
the writing of dental care protection 
on a non-profit service type basis. 
Only two such plans are known to 
exist, however, both in the New 
York City area. In 1950 Group 
Health Dental Insurance, Ine. 1s re- 
ported to have announced a group 
plan for complete care, except or- 
thodontia, for persons with incomes 
less than $5000, and partial care for 
those with incomes in excess of that 
amount. Pre-existing conditions are 
not covered, in that the person’s 
mouth must be placed in good condi- 
tion before eligibility for member- 
ship. Coverage under the plan was 
not written until 1954. In Decem- 
ber, 1956 the plan was reported to 
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have expanded to cover treatment 
by “any dentist, anywhere’ on a 


scheduled, indemnity or reimburse 


ment basis. Meanwhile, an examina 


tion report by the Superintendent 
New York State 
1956 stated that “a 
underwriting 
sustained in the 


of Insurance of 
dated July 11, 
substantial 


le SS 


was 
interim period” 
(one year prior to examination) 
“This loss was occasioned by a pre 


mium volume which proved insuf- 


ficient to provide for the normal 
claim and operating expenses of a 
The re 
that ‘“‘the 


survived 


going insurer of this type.” 
port 
could not 


states further plan 
without 
other income in the form of loans re- 
ceived under New 
York Insurance The report 
then states that 


have 
Section 76. of 
Law.” 
“efforts to get more 
business were not productive as of 
this report.” 
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Dental Care 7. Insurance company plans insurance feature. The company 


Only one instance of true insurance considers the effort successful but 
other known non-profit serv of general dental care is known, One © still distinctly experimental 


ce type plan was organized in 1956 insurance company commenced pro In 1952 a Dental Care Mutual In 
| a 


1 
iJental 


Insuram lan, Inc. This viding such coverage on a group surance Company was formed in 
group enrollment plan is reported basis in 1949. The coverage 1s part Philadelphia but according to the 
to cover general dental care but not of medical care insurance and to Pennsylvania Insurance Depart 


lentures or orthodontia. Since this date has been written on several ment, abandoned by its organizers 


ration for only groups. It is broad coverage with- before operations were actually com 
no credible ex- out limitations, except orthodontia. menced. 

It does, however, contain a 50% co The role of an insurance company 
acting as a fiscal agent for a union 
welfare fund plan has _ previously 
been mentioned, 








Here it should be recognized that 
coverages written by insurance com- 
panies at present often contain a 
considerable amount of protection 








against certain of the more serious 
forms of dental care. Under major 
When an ancient Roman distinguished himself, a parade medical expense insurance it is cus 


was held in his honor. He rode through the streets tomarv to cover the costs of eave for 


accidental injury to teeth. Many 
types of accident insurance policies 
which include blanket medical ex 
pense coverage have provided simi 


in a chariot with a laurel wreath held over his head. 


lar coverage for many years. Reg 
ular or basic group hospital and 
surgical plans cover much or all of 
in-hospital dentistry. Major medical 
expense insurance also has covered 
certain forms of major oral surgery, 
as have other forms of medical care 
or surgical insurance. 


The Attempts Are Spotty 


Not too much can be concluded 
from these various experiments at 
prepaid or insured dental care. At 

Today—as representatives of the American =o the attempts are ea ane 
: : N x : erally, it might be concluded that to 

/ fe > ta rste * 5 < ) inga af Mi 

Agency Sy stem, BIG agents are perfc _— 8 date they, in the aggregate, have not 

distinguished service in their communities. We been stamped with success. How- 

salute you for the effective job you are doing. ever, the circumstances of such are 


so varied that no generalization is 
gtta, [ 


. CE" warranted. Study of each of the 
GR . <4 attempts and the circumstances sur 
OS WW : rounding it could, however, shed 
+ . ‘s ‘ _ 
. 9 g ert: acets » sub- 
y, eo Tito nh on certain facets of the sub 
ects, 
Each of the plans studied appear 


OSTON NSURANCE (ejrour to have some limitations of cover- 


age, as distinct from full coverage, 

a amuse roe es ella ATX and these, regardless of how desig 

BOSTON INSURANCE COMPANY nated or rationalized, are simply the 
OLD COLONY INSURANCE COMPANY 


application of sound insurance prin- 


re a ciples which would have to be ap- 
87 KILBY STREET, BOSTON, MASS. plied in some form or combination 


ik of forms in any approach to a col- 


lective scheme of payment for dental 
wee! fy : Re. care. One or more of the following 


staves) row fie 


P 
Lnsurance 





categorized limitations appear to 
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exist in each of the approaches pre- 
viously outlined : 

exclusion of orthodontia and cos- 
metic surgery from the coverage. 
Ixclusion from the coverage of the 
cost of dentures or, conversely, the 
establishment of charges for these. 
exclusion of pre-existing conditions 
or conversely, a requirement. that 
the mouth must be placed in good 
condition as a determinant of eligi 
bility for participation in the plan. 
The use of waiting periods, which 
can be a partial form of elimination 
of pre-existing conditions, 

The use of deductibles and co-insur- 
ance as such or, alternately, of 
charges for certain or all services. 
The use of aggregate amounts for 
the benefits under the plan. 
Limitation of the coverages to chil 
dren. 

A further limitation of many of 
these plans is that they are limited 
to a specific geographic area and 
perhaps even to care by specific den- 
tists within that area. With a highly 
mobile population such as we have 
developed in the United States, this 
would appear a limitation of conse 
quence, 

One is forced to speculate from 
these experiences whether the public 
presently has any real interest in 
this form of protection. The cause 
for abandonment or difficulty in cer- 
tain of the experiments mentioned 
gives reason to suspect that pres- 
ently this is a distinct problem. 
Granted the experiences to date 
hardly justify conclusions. On the 
other hand 


, when the necessary lim- 
itations of coverage are considered, 
and are coupled with the cost of 
such protection, the public might 
very well be displaying a preference 
to budget for such care from earn 
ings, 

No sketch of the status of insur 
ance against, or prepayment of, den- 
tal care would be complete without 
at least brief reference to the Na- 
tional Health Service of Great Brit 
ain. This scheme of government 
financed medical care, in operation 
since 1948, includes in the services 
dental care. At the inception of 
the scheme the only charges to the 
patient for dental care might be cate 
gorized as having been for unnec 
essary or luxury care and for costs 
resulting from carelessness, such as 
Demands made 


broken dentures. 
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Things every Insurance Buyer 


should know—No. 85 


A VALUABLE TIP 
TO PROPERTY OWNERS 


Home owners lose millions of dollars each year due to fires and 
personal injury lawsuits. These two recent cases point up 


dangers you may never have thought about before. 


Jack W. and his family went away for the weekend, acciden- 
tally leaving the side door of their house unlocked. A neigh- 
bor’s 9-year-old son entered, turned on a basement power 
saw and seriously injured himself, The child’s parents sued 
Jack WW: for negligence and won a settlement of $23,400. 


Jack had no personal liability insurance. 








Edward J. had bought his home eleven years ago for $12,900 
and insured it for that amount. Last year, he put it up for 
sale at $21,500. He was just about to close a deal when his 
house burned down. Edward J. collected only $12,900 for 


the loss of a house worth $21,500 in today’s market. He had 


failed to keep his insurance protection equal to the rising 


value of his home. 





A lawsuit or a fire could ruin you financially, if you have 
skimped on your insurance protection. So here’s our tip: see 
your independent insurance agent today and safeguard yourself 


and your family for tomorrow. 
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upon the NHS were heavy, how- 
ever, realisti- 
only a 
sonable proportion of the national 


and the government 


cally recognized that rea- 


income could be expended for med- 


ical care: As a consequence, addi 


tional charges to the patient have 


been from time to time. 
dental 


increased 


instituted 
In the field of 


charges were 


care, 
from the 
ones previously mentioned to in 
clude, in 1951 
tures 


,a charge for all den 


and, in 1952, charges tot 


practically all dental treatment, sub 


these 


Chis 
interpreted var 


ject to a maximum amount 
might be 
It might be looked upon as 
an indication that the accumulated 
dental needs of the British people 
were so great that they could not 


action 
iously. 


be completely financed on a govern- 
ment basis. However, the more all 
inclusive charges instituted 
and four after NHS 
commenced operation. It might also 
be interpreted that on a practically 
“for 


were 


three years 


free” basis, unnecessary de 





Dental Care 


mands are made upon the dental 
Here it is to be noted 


cost to NHS has dropped 


profession. 
that the 
appreciably since the charges were 
instituted. The theory of charges 
incidentally, is commensurate with 

heory of deductibles and co-in- 
employed by American in- 
surance companies in writing major 
medical expense insurance. 

It is also of interest to note what 
has happened to voluntary insurance 
in Great Britain institu- 
tion of the National Health Service, 


1 
Since the 


Starting with a concept that their 
services had been eliminated by the 
government scheme, it is surprising 
to find that these services have been 
growing in healthy manner. The 
Contributory Schemes, for example, 
which are similar to our Blue Cross, 
shifting at first to loss of time bene- 
fits when hospitalized and continu- 
ing certain dental care coverages, 
suddenly found that with the intro- 
duction of charges by the govern- 
ment they were flooded with dental 
claims. As a result many of 
had to curtail their dental care bene- 
fits and to introduce an extremely 


them 
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high coinsurance feature, waiting pe- 
riods, and fixed maximum amounts 
payable for dental care. 

This experience, both on the part 
of NHS and the voluntary ap- 
proaches, appears to clearly indicate 
the need, with respect to dental care, 
for requiring the patient to share in 
the costs of care in order to avoid 
over-utilization or unnecessary care, 
or care resulting from carelessness. 
It also indicates that dentures and 
orthodontia are an appreciable part 
of the costs of dental care. 


It seems clear that any scheme 
for spreading the cost of life’s un- 
predictable hazards, including the 
dental involves the 
principles of insurance regardless of 
what they might be called or what is 
said about them. Economic and so- 
cial forces come into play which can- 
not be avoided by either words or 
good intentions. A form of avoid- 
ance, of course, is entered into when 
general, and obstensibly unlimited, 
or certainly undesignated funds are 
used, such as the use of tax funds 
by government or, on a more lim- 
ited basis, welfare funds of labor 
unions. However, here the 
principles are not really absent, they 
are simply avoided for the time be- 
ing. The point can be reached, how- 
ever, where such avoidance can no 
longer continue. At that point the 
insurance principles emerge clearly 
again and have to be faced. The ex- 
perience of Great Britain’s National 
Health Service would seem to make 
this apparent, and particularly with 
respect to dental care. 


cost of care, 


also, 


Three obvious problems immedi- 
atelv present themselves from the 
standpoint of dental care as a proper 
subject for insurance or prepayment. 
One is that a portion of dental work 
is elective and at times a matter of 
cosmetics rather than medical neces- 
Much orthodontia is one ex- 
Another is that most 


sity. 
ample of this. 
dental care is not, or need not be, 
either sudden or sizeable in its oc- 
currence: that is, it occurs, or can 
occur, periodically, the cost of which 
is regular and not usually sizeable, 
and hence more subject to familv 
budgeting in most cases than to an 
insurance mechanism. The third is 
that 
needed, it 
which 


where costly work is 
is the result of needs 
have accumulated for a pe- 


riod of years prior to the inception 


often, 
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of the insurance protection and 
hence a pre-existing condition which 
is generally recognized as not being 
a fit subject for sound insurance 
practice. 

The desired goal is improved 
dental health for the American 
people as a whole. Accomplishment 
of this goal will probably have to be 
brought about by a combination of 
developments, all contributing to the 
desired end. Public education is 
needed to impress many people with 
the need for more constant care, as 
well as to produce a changed public 
attitude towards dental care; since 
essentially it is not a financial prob- 
lem which is a deterrent to improved 
dental health. In certain geographic 
areas improved facilities for dental 
care are probably needed. 

It might seem wise to develop any 
dental care scheme as part of an 
over-all medical scheme, rather than 
as a separate entity. It might well 
be that the answer, to the extent one 
as part of an insurance mechanism 
is needed or desired by the public, 
will be found in the inclusion of cer- 
tain dental care protection as part 
of major medical expense insurance 
Such an approach is not known to 
have been attempted as of this writ- 
ing. Some possibilities would seem 
to present themselves in this direc- 
tion, however, since it would seem 
that by this approach the more seri- 
ous and costly forms of dental care, 
being those which present hardships 
to many individuals and hence which 
become a fit subject for insurance, 
could be included with a medical 
program, leaving the more 
routine, less costly, anticipatory con- 
trollable, unnecessary, and luxury 
forms of care to be borne by the in- 
dividual as the least costly, most ex- 
peditious manner of handling such 
costs. Such an approach would have 
the added virtue of not segmenting 
dental 


care 


other 
for medical care, since to the indi- 
vidual pocketbook they become one 
total cost. Insurance or prepayment 
for general or comprehensive dental 
care on a broad scale does not ap- 
pear to be immediately on the hori 
zon and will probably await greater 
public demand. 


care costs trom costs 


Hence, it might be 
expected that progress will proceed 
in an orderly manner, starting first 
with coverage for oral surgery and 
other costly procedures on a sched 
uled basis. 
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care for the ac- 
cumulated needs, can present a prob- 
lem to 


Initial care, or 


novel as 
respects dental care; but means can 
probably be found to cope with this. 
Maintenance 
problems but 


insurers which is 


also presents 
which are not 
unique to dental care and, hence, 
which are subject to solution. Group 


care 


ones 


insurance coverage for the costs of 
dental care would appear to be feasi 
ble from an operational standpoint 
at such arises to 
purchase it. Individually sold dental 
insurance asa separate coverage, on 


time as a desire 


the other hand, may prove somewhat 


impractical because of both initial 


and continuing anti-selection 


Other or alternate approaches to 
an insurance or prepayment pro 
gram which might be taken include 
the development of post-payment 
plans for financing dental care, com 
mensurate with the installment buy 
ing mechanism which has come to 
play an increasing role in our per 
third party pay 
ments for care, these usually being 


sonal economy ; 


or in the 
provision of dental care on a direct 


by employers or unions; 


basis by emplover or labor unions. 
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**Red’”’ Barber, famous sportscaster and host on State Farm’s ‘'Red Barber’s Corner’’ (NBC TV, Friday 


nights), 
, 


Farm’s ‘‘Hank Weaver’s Corner’ 


chats coast to coast with Hank Weaver, popular West Coast sports personality and host on State 
ABC-TV Wednesday nights, seen in California, Oregon and Washington 


SAID MR. BARBER TO MR. WEAVER... 


RED: Hank, I understand that every month over 10,000,000 
people watch us on our State Farm TV sports shows. 
HANK: Right, Redhead! They tell me ‘‘Red Barber’s Corner’’ 
reaches over 2 million homes every Friday night—in over 

100 of the richest markets for auto insurance. 

RED: Yes, indeedy. And I hear ‘‘Hank Weaver’s Corner’’ is 
doing a championship job for State Farm in the important 
West Coast area. 

HANK: Right again, Mr. B. State Farm believes in giving 
agents everywhere strong TV support. 

RED: They sure cover all bases, Hank. In the 20 important 
markets that cannot carry our network shows, State Farm 


uses top-notch local TV personalities to help sell the State 
Farm name 


TATE FARM 


SS 


INSURANCE 
‘ 


HANK: It means State Farm is batting nearly 1,000 in the 
TV league . . . with over 90%, coverage of all TV homes 
in their operating area. 


RED: Brother, that’s teamwork! 


No wonder State Farm’s the leader in auto insurance .. . 
with more than 4,500,000 cars insured, and 4,000 new mem- 
bers signing up every day! 


The unique feature of State Farm’s national advertising 
is that every one of our agents—and they’re located most 
everywhere—can capitalize on it. Because each agent rep- 
resents only State Farm, he can tie in his own name to the 
advertising —and make company-sponsored TV and maga- 
zine ads pay off in hometown sales. 


For more information about any aspect of State Farm operations, 
simply write to: Director of Public Relations, State Farm 
Insurance Companies, Home Office: Bloomington, Illinois. 





insurance in 


the atomic age 


CHARLES J. HAUGH 
Vice President 
The Travelers Insurance Company 


r IS UNFORTUNATE that the first 
practical application of atomic 


energy was the atomic bomb. Crude 
as that may 
appear in the light of subsequent 
developments in the field of large 
destruction, — it 
engendered a very deep seated and 


first atom bomb now 


scale nevertheless 
widespread fear of atomic energy 
i do 
correcting this misapprehension, let 
me the the 


time application of atomic energy 


in any form. To my bit in 


Sav at outset peace 
does not involve explosives, and a 
nuclear reactor is not a bomb! 


Possible Hazards 


What, then, are the 
peculiar to this new source of en- 
what the 

The hazards are po 
tential injury to, or death of, per 


hazards 


ergy and are insurance 


problems ° 


sons arising out of radioactive and 
toxic exposure; and damage to, or 
result 

The 


insurance problems peculiar to the 


loss of use of, property as a 


of radioactive contamination, 
field of atomic energy are due pri 
marily to the 
trophe potentiality. 

Injury to persons exposed to ra 


phenomenal  catas- 


dioactive radiation is a hazard 
known to insurance for many years. 
Today, exposure to this hazard has 
increased substantially, but instances 
of actual injury have been negligible, 
Qn government — sponsored-and 
owned nuclear energy projects, no 
effort. or expense has been spared 
to safeguard the public and oper 
ating personnel from radiation in 
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jury, and the record of suel 


has been remarkably favorabl 


llowever, 


upon 


are now Cll 
gram of designing and ¢ 
reactors ot Varving 
very large capacity 


determine which are 


as commercial sources of 
number of public utilitie 


ulacturers have been ac 
field. Sites have been chosen 
has started 


preliminary work 


these 


How 
ever, organizations have 


asked for—in fact, insist upon 


hability protection for amounts far 
in excess of ] ] 
sought; and far in e r the 
capacity of the 


Phis 


limits of 


lMsurance 1 arket 
a 
demand for unprecedented 


liability insurance grows 
out of the possibility of an enorn ous 
catastrophic loss, Lest ther 

misunderstanding, may [| emph: 
that there 


the behef tl 


1s complete 
at alt] oug] a Catastro 


phic loss is possible, it is improbable 


What Could Occur 


What might happen in the remote 
event the improbable should occur, 
1e,, that a 


having been in operation for 


power reactor—after 
suf 
heiently long period of time 
to contain a large quantity of 
should out of 


its containment, and 


active waste 


vet 
g 

control, burst 
release a large amount of radioac 
tive fission products into the atmos 
phere? 


lo a great extent the ans 


wer depends upon 
the 


conditions, 


mete orological 


conditions at time 


favorable h 


muc 
radioactive material would be 
pated in the atmosphere 


most unfavorable 


conditions 


terial micl 
laterial might 
and advet vinds might 


ground gl 


carry it across valuable agricultural 
and urban areas. If this 


land into 


+ 


the loss mig! t by 


Such 


occurres tremen 


loss would Lit 

from radioactive itamina 
tion of property, which could render 
the property | 


aecon 
taminated—a 
] 


useless 

process \ cl could 
be long drawn « expensive, and, 
under prohibitive 
his improb 
able event should occur, the injury 


to persons 


relatively 
small as persons could be removed 
from the area before being severely 
exposed. 
That is 
picture. | 


cause it 


the gloomy 


mention it 


has a bearin 


templated action to exc 


basic property wsut 


ance coverages 


resulting from radioactive 
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A reactor is not a bomb 
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contamination Failure to do so, in 
the event of the unlikely occurrence 
just 


referred to, could result in 


losses ot astronomiica 


proportions 
and quite beyond the capacity of in 
surance to bear then 


let 


lems wl 


us consider first the prob- 


connection with 


the insurance of the 


ich arise 11 
owners and 
operators ot reactors and of those 
who design, nstruct 


supply mate- 


rial or equipment for, or install ma- 
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terial or equipment in reactors. All 
of these interests are concerned pri- 
marily with their liability insurance, 
To meet this problem, joint under 
writing syndicates have been created 

one by the capital stock insur- 
ance companies, and the other by the 
The 
stock company organization, known 
as the Nuclear Energy Liability In- 
surance 
liability 
million. 


mutual insurance companies. 


will have a 
insurance capacity of $50 
The mutual 


Associatic mn, 


company or- 
ganization, known as the Mutual 
Atomic Liability Under- 
writers, will have a liability insur- 
ance capacity of $10 million. These 
two 


Energy 


organizations then, 


will make available a total liability 


X gether, 


insurance capacity on any one re 
actor location of $60 million. 

It is important that there be no 
overlapping of liability coverages. 
Therefore, coverage for the nuclear 
energy liability hazard will be ex- 
cluded from other liability policies. 
A separate nuclear energy liability 
policy will afford coverage, not only 
to the reactor operator, but to all 
other persons who may be liable for 
a loss caused by the nuclear energy 
hazard, subject, of course, to the 
terms and conditions set forth in the 
policy. The policy forms and pre- 
mium charges will be the same for 
both the stock and mutual organiza- 
tions. Under the provisions of the 
contract, losses are defined so as to 
include all The 
amount of insurance specified in the 
policy is 


loss expense. 


an aggregate amount, 


which is 


g 
reduced automatically as 


losses arise. 


While the capacity of these two 
liability insurance organizations 1s 
far greater than anything the in- 
dustry heretofore called 
upon to afford, that capacity is 
still far from sufficient to meet the 
demands of industry. There is pend- 
the Congress, legislation 
which would require licensees of the 


has been 


ing in 


\tomic Energy Commission to fur- 
nish financial responsibilty for their 
nuclear energy liability in amounts 
to be determined by the Commis 
sion, but not in excess of the amount 
of available liability insurance. This 
would further provide 
that the Commission shall agree to 
indemnify hold the 
licensee and others, as their interest 
may appear, from public liability 


legislation 


harmless 


1 
and 


arising from nuclear incidents, which 
is in excess of the required amount 
of financial responsibility up to an 
aggregate amount of $500 million 
for all persons indemnified in con 
nection with a nuclear incident. It 
further provides for limiting to this 
amount the aggregate lability aris- 
ing from a single nuclear incident. 
The legislation referred to has been 
introduced in the Senate as S. 715 
and in the House as H.R. 1981. 

In addition to the facilities which 
the insurance industry has created 
to meet the liability insurance prob- 
lem in connection with nuclear en- 
ergy, mention should be made of 
the additional facilities which the 
industry has created to atford prop- 
erty insurance on such installations. 
The capital stock companies have 
organized the Nuclear Energy Prop- 
erty Insurance which 
will have a capacity of approxi 
mately $60 million, and the Mutual 
\tomic Energy Liability Under- 
writers has an additional capacity 
of $5 million for such purposes. The 
combined capacity of these two or- 
ganizations is adequate to equal the 
costs of those reactors which have 
been projected up to the present 
time. 


Association, 


All Risk 


The problems encountered in af- 
fording property insurance on nu- 
clear reactor installations 
markedly different from 
which arise in connection 


are 
those 
with li- 
ability insurance. The property in- 
surance facilities are not limited to 
the hazard peculiar to atomic en- 
ergy, but, instead, will combine into 
the forms of 
property insurance coverage appli- 
cable to such an installation. The 
policy, in effect, is the equivalent of 
an all-risk contract subject to spe- 
cific 


one contract several 


exclusions, which combines, 
among other things, fire, extended 
coverage, boiler and machinery, and 
radioactive decontamination cover- 
ages. 

As in the case of the liability 
coverages, the policy forms and 
rates for this property coverage will 
be the same for both the stock and 
mutual organizations, 

It has not been deemed necessary 
to create any special facilities for 
any of the other lines of insurance, 
and up to the present at least, I see 
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no reason for any change in this 
respect within the forseeable future. 
This does not mean that the installa- 
tion of nuclear reactors would not 
have any effect on any other form of 
insurance, but, rather, that its effect 
can be taken into consideration in 
the normal writing of business with- 
out the necessity of creating any 
special facilities. It might be of in- 
terest to consider briefly the etfect 
of nuclear energy on some of the 
more important lines. 

}iorkmen’s compensation: 

he employees of reactor operators 
are exposed to possible radiation 
injury. The experience to date, 
which covers a period of about ten 
vears, indicates remarkably few 
cases of radiation injury among 
employees. A continuation of the 
safety precautions, which have 
proved to be so effective, certainly 
can be expected to maintain this 
very favorable record. The potential 
catastrophe loss, as it affects the 
employees of the reactor, is no 


greater than exists in many other | 


industrial plants, since the actual 
number of employees on the prem- 
ises is relatively small. 

In the event of a catastrophe re- 





WHO'S TO BLAME? 


sulting in the bursting of the reactor | 


containment when atmospheric con- 


ditions were adverse, it 1s conceiv- | 


able that employees of other em- 
ployers in the area might be 
exposed. In the remote event this 
did occur resulting in losses under 
the workmen’s compensation poli- 
cies of those employers, one might 
expect subrogation against the re- 
actor operator and that, if success- 
ful, would come within the scope of 
the liability policy on the reactor and 


You can keep your clients out of plenty of serious 
trouble overseas by insuring their private auto- 
mobiles and business vehicles through AFIA. For 
then their protection carefully conforms to the 
varying and strange laws of the countries where 
they operate. 





Let your insureds and prospects know these 
facts. You'll find it the easiest and best way to 
enter the profitable field of foreign insurance. 


the governmental indemnification | 


contemplated by the federal legisla- 
tion previously mentioned. 
Liability insurance: 

As stated earlier, it is expected 
that liability contracts whether they 
be general liability, products liabil- 
ity, or other forms of liability insur- 
ance, will exclude the nuclear energy 
liability coverage at least to the 
extent such coverage has been se- 
cured from the special facilities 
created for this purpose. Such a 
course of action is essential since 
the individual companies, in creating 
those facilities, have already com 
mitted themselves in most instances 
te assuming and retaining a sub- 
stantially greater net amount of in- 
surance than is ordinarily retained, 

(Continued on the next page) 
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Atomic Age- nt The nuclear energy liability pol 
icy, as mentioned earlier, affords 
proper steps coverage only for that particular 
umulation hazard. The general lability haz 
ultiplicity§ ards will continue to be atforded 
fF which on nuclear reactors as on other risks 

in the customary manner, 

Property insurance: 

The coverage, with respect to re- 
actor installations, has been dis- 
cussed, Mention also has been made 
of the possibility of radioactive con 
tamination of other property in the 
event of a catastrophe. It 1s con- 
templated that such losses will be 
excluded under the basic policies of 
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property insurance applicable — to 
such risks. 
Personal insurance: 
The personal lines—life, accident, 
and health—at this time do not 
appear to be subject to any exces 
sive hazard necessitating extraor 
dinary consideration, 
VVarine insurance: 
Inland marine coverage, involving 
halbility for loss arising out of the 
transportation of nuclear fuel and 
waste fission products, falls within 
the scope of policies to be issued 
by the nuclear energy liability or 
ganizations described earlier. 
While reactors for ship propul- 
sion up to this time have been 
limited to naval vessels, it is evi- 
dent that their use in > merchant 
ships will soon pose additional 
problems. 


ATOMIC RISKS 


THE RATES PROPOSED by insurance 
company atomic risk pools are too 
high for small reactor operators 
Senator Anderson, a member of the 
Jomt Atomic Energy Committee, 
told an insurance meeting of the 
Aimerican Management Association 
recently. He expressed hope that 
they will be revised downward as 
soon as possible and that the pol- 
Icy provisions will be interpreted 
broadly. 

On a forecast that by 1980 nu 
clear power will account for better 
than 30% of the electricity gen 
erated in this country, Gordon Dean, 
senior vice president of General 
Dynamics Corporation and former 
chairman of the Atomic Energy 
Commission, told the annual meeting 
of the Health Insurance Association 
of America that it is of the utmost 
importance that we now begin train 
ing a young army of highly special- 
ized technicians needed to provide 
future safety and health controls 
for the growing nuclear industry. 

Speaking of present health con- 
trol conditions, Mr. Dean said that 
in the current state of the nuclear 
industry, reactor operating personnel 
are comparatively few in number, 
but are of the highest skill and train 
ing. Most are physicists and engi 


neers who are as familiar with the 
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the nuclear 
plant as they are with its operations 


theory and design of 
For such individuals, safety princi 
ples and correct procedure are sec 
ond nature, and are observed with 
a stringent attention to the most mi 


detail. Mr. that 


\tomic Energy Commission has 


nute Dean noted 
the 
reported only sixteen incidents of 
overexposure to radiation 


sulting in fatalities. 


two re 
On a compara 
tive basis with conventional power 
plant operations, he indicated that 
normal operation of nuclear reactors 


safety rules are 


are just as safe if 
observed. 

\ hearing on a claim for benefits 
1 was 
held by the Ohio Industrial Commis 
sion on May 10. 


because of a radiation injury 


The Commission 
administers the state fund which has 
a monopoly on workmen’s compen 
sation insurance in that state. The 
injured workman claimed that skin 
ulcers resulted from contact with 
radio-active material although the 
company denied this was the cause 
two other 
claims of disability from radio-active 
material pending in the state. Ohio 
law does not specifically define in 


of the ulcers. There are 


juries from radiation as an occupa- 
tional disease but a general phrase 
of the law covers diseases arising 
from exposure peculiar to a job. 

\t the first annual meeting of the 
Nuclear Energy Liability Insurance 
Association, held in May at the Wal 
dorf-Astoria Hotel, the Hartford 
\ccident and Indemnity Company, 
St. Paul Fire and Marine Insurance 
United 
Guaranty 


Company, and_ the 
Fidelity Company 


were re-elected to serve on the Gov- 


States 


and 


erning Committee for three vears. 
J. Dewey Dorsett, general man 
ager, Richard C. Wagner, assistant 
general manager and secretary, and 
James B. Donovan, general counsel, 
were re-elected to posts they have 
held since NELIA was organized. 
A bill to provide up to $500 mil 
lion of third liability 
the lederal govern- 
ment has been approved by the Joint 
Atomic Energy Committee. 


eXcess party 


insurance by 


Prop 
erty adjacent to and owned by the 
atomic plant would be covered for 
damage caused by an accident to the 
reactor 1f it was also covered by the 
commercial The ¢ 


endorsed the use. of 


insurance, om 


mittee also 


agency services where such are 


shown to be of value. 


For June, 1957 





7. YOU ARE seeking a substantially good 
company connection, appreciate 
that counts" and would like to see stream- 
lined advertising that "influences people 
and wins friends’ for agents 
representative will be 
upon you. 


The Royal Exchange was first to 
go definitely on record as an 
Agency Company. 


‘Royal Exchange 


Fire, Marine 


ROYAL EXCHANGE ASSURANCE 
PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


asualty, Fidelity & Surety 


"service 


field 


call 


our 
pleased to 


« Group 


111 John Street, New York 
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N. C. FUND OPPOSED 


EXPLAINING his association's Oppo 
to the 
judgment 


claim and 
that 

LL. M. Buchanan, president of 
North Carolina 
tual 


unsatisfied 
fund 


sition 
law in state, 
Che 
\ssociation of Mu- 
\gents, predicted 
there would be a misunderstanding 
about the S8& fee fact 
that the law, 
motorists in New Jersey 


Insurance 


Citing the 


under same type of 


filing claims 


against the lund have had 35% of 


claims denied, Buchanan said 


, 
the 


here 1s no reason to expect North 


Carolina motorists to have 


ferent 


anv dif 
He pointed out 
only about 65% of North Carolina 
motorists are insured and that the 
law has never been tried and prob 


experience. 


ably would not work where nearly 
one-third of the car owners do not 
The unin 
collect from the 
Fund even though they pay the $8 
fee since the the 
purpose of paving claims to insured 
collect 


another 


have insurance coverage. 


sured 35% cannot 


Fund is for sole 


motorists who cannot in an 


accident involving driver 


who has no insurance 





COMPLAINTS BY THE PUBLIC 


THE INSURANCE FIELD 
the fifth 


venerated 


most Ontacts Better Busi 
rom the pub 


1956, being headed by the 


ress Bureaus 1 
ne suTreaUus 


e appliance, 
raising helds 
26,147 in 
laints about 
companies 
isements of 
re terred to 
Better Busi- 
with 
the home 
vement field, 


Bureau mnpares 
$2,000 complaints in 


ne appliance 
the furniture 
eld and about 
phy field, 


STATE LEGISLATION 


for a full- 
time three-member Board of Insur- 
ommussioners with an 


ance ( execu- 


tive commission urance has 
passed tl vill probablv 


be the subject of a confe 


the Senate 


rence with 
Benefit provisions of workmen's 
comp nsation laws have been liberal- 
( olorado, Id il O, 


ized in Indiana, 


Massachusetts, Minnesota, 


Nel raska 


| lakota, 


Kansas, 


Montana 


Oklahoma, 
Utah, 
ind West Virginia thus 


with sin 


Sout! lennessee, 
ilar proposals 
and 
vetoed by 
New York 
but will be reconsidered at a special 
session scheduled fot June 10. The 
Maryland Legislature enacted 
a bill to establish a full-time Work- 


mens 


Florida 


Such a bill was 


in Californi 


Governor Harriman of 


1 
Nas 


Compensation Commission 


and New 


ing the creation of a 


lersev solons are consider 


1 


workmen’s com- 


pensation State 


ollowing recom 


] 
spe ( lal 10g 


ing the 


islative nittee study- 


uninsured ist problem, 
Pennsvlvania 
filed visjation which 


pronibit§ re 


Democratic 
have would 


gistration ot motor ve- 


without 
20 5,000, establ 


hic les 
$10 


nsural 


limits of 
unsatis- 


fied judgment fund, provide for im 
pounding uninsui following 
an accident and set up an assigned 


40 


Phe 
bills have been referred to the House 
Committee on Motor Vehicles 


risk plan tor undesirable risks 


:lsewhere, bills proposing com 
pulsory failed of enact 
ment in the legislatures of Arkansas, 
Indiana, Maryland, New 
Hampshire, North Dakota, Rhode 
Island, Washington and West Vir- 
ginia. Such proposals still 
pending at the time of this writing, 
in Connecticut, Louisiana, Maine, 
Nebraska, Oklahoma, 
Khode Island, and South Carolina. 
In North Carolina, although a sim- 
ilar measure has passed the House, 


insurance 


Cseorgia, 


were 


Missouri, 


the Senate seems to favor an unsatis- 
hed judgment fund and it is quite 
possible neither will become law this 
session. Compulsory auto insurance 
will be studied thoroughly in Michi- 
gan during the period before next 
vear's legislation session. 
Stronger motorists financial 
sponsibility laws have been enacted 
this Indiana, Kansas, Ne- 
vada and South Dakota. A bill has 
passed the California Assembly and 
been sent to the Senate which would 
that state’s 
financial responsibility jaw from 
$5/10/1,000 to $10/20/5,000; a leg- 


re- 


year in 


increase the limits of 


islative study in Rhode Island rec- 
ommended the same change. Con- 
necticut the 
limits to 
\ proposal] to double the 
limit requirements from $5/10,000 
to $10/20,000 has been introduced 
in North Carolina. Maryland has a 
new unsatisfied judgment fund law. 


would increase mini- 
mum auto bodily injury 


$40,000. 


\ variety of measures designed to 
combat highway accidents are being 
considered by the various state leg- 
islators. They include a bill to pro 
hibit any further increase in horse 
power or length of automobiles in- 
New 


Wisconsin bill to require seat belts 


troduced in Hampshire, a 
and a Michigan measure to establish 
education schools to which 
traffic 
A bill has been passed by the 
House and sent to the 
state Senate would prohibit persons 


under 


driver 


persistent violators can be 
sent. 


Connecticut 


eighteen driving uninsured 
the The Florida 
Legislature has passed a measure 


vehicles in state. 
which would require any person con- 
victed of drunken driving to give 
proof of financial responsibility. 
Although this 1s a heavy legisla 
tive year, new laws adversely affect- 


ing the accident and health insurance 
business have been at a minimum as 
compared with recent years, reports 
Berkely Cox, chairman of the legis- 
lative committee of the Health In 
Although the 
so-called Metcalf bills were not en- 
acted in New York, similar ones will 
no doubt be introduced next 
he noted, 


surance Association. 


year, 


The Rhode Island Association of 
Insurance Agents has summarized 
the insurance legislative picture in 
that state. A countersignature bill 
and one excluding alien government- 
owned or controlled insurance com- 
panies were passed and sent to the 
bill 
to make automobile insurance com- 
pulsory, one to prohibit use of in- 
surance as a premium for the pur- 
chase of property, a surplus lines 
bill, an unfair trade practices meas- 
ure, several controlled business bills 
and a measure to double the require- 
ments of the state’s financial respon- 
sibility law all died in committee. 


governor for his signature. A 


The Florida bill extending to out- 
insurance groups the tax 
benefits formerly given single com- 
panies which establish regional home 
offices in that state has been signed 
by the governor. The South Caro- 


of-state 


lina Senate has passed a bill estab- 
lishing $200,000 as the minimum 
financial strength of a new insurance 
company. In the stock 
company this would be divided into 
$100,000 capital and $100,000 sur- 
plus. 


case of a 


\ controversial Delaware bill 
would increase the tax on insurance 
premiums, with the revenue used to 
holster police pension funds. 


Standard Forms 


More THAN two hundred companies 
are now using its two uniform hos- 
pital insurance claim forms to sim- 
plify the processing of accident and 
sickness claims, according to a report 
published by The Health Insurance 
Council. Replacing a great variety 
of previous forms, the basic forms 
are standardized in language and 
format, and ask for a minimum of 
medical information. The two hun- 
dred companies account for over 
80% of the group and 50% of the 
individual and family coverage writ- 
ten. A free copy of the report is 
available from the Council at 60 John 
Street, New York 38, N. Y. 
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W. W. CLEMENT, 
Public Relations Manager 
American International Insurance 
Groups 


EN YEARS AGO there was a lot 
of talk going on about insur- 


ance. There had already been a lot 
of talk in Washington; now it was 
in the capitals of many states. The 
entire insurance business of the 
United States was in the deep throes 
of adjusting itself to the Supreme 
Court ruling that insurance is com- 
merce, and to the congressional de- 
Public Law 15. There 
was a lot of talk in Albany about 
interpretations of the New York 
Insurance Law and a lot of talk else- 
where about the effect those inter- 
pretations had had and might have 
on laws and on insurance in other 
jurisdictions. Non-life insurers 
were in the midst of appraising and 
opposing legalization of multiple- 
line underwriting. There was a lot 
of talk about insurance “in the pub- 
lic interest,’ but almost no one was 
talking to the public about its inter- 


cisions of 


For June, 1957 


let’s stop 


talking 


oO ourselves 


No one had ever 
the industry had 
neither the time nor the desire to do 


est in insurance. 
done so before: 
so then. 
Traditions and practices of the 
had and still 
on trial—and the industry faced 
that trial with Yet, 
insurance agents and organizations 


business been were 


few friends. 


through which they were vocal 
openly opposed the companies and 
their spokesmen. Brokers differed, 
through their organization, with de- 
cisions publicly taken by both com- 
panies and agents. The 
talked more and more loudly but 
still almost entirely to itself. Imag- 


ine the bewilderment such a picture 


business 


created in the minds of the general 
public which had little or no under- 
standing of the business and whose 
interest in its internal operation had 
been aroused only recently and then 
under circumstances most unfavor 
able to the industry. 

There is a point to going over this 
ten year old stuff. While it is true 
that the industry has accepted the 
idea of building good public rela- 


tions, it is not enough. The fact is, 
there was no choice of whether or 
not to accept the idea of public re 
lations; the only choice that can be 
made is whether our public relations 
works for us or against us. 

I like 


relations: 


this definition of public 


Public relations is the 


management 
function which evaluates public at- 
titudes, identifies the pt licies or pro- 
cedures of an individual or an organ- 
ization with the public interest, and 
executes a program of action to earn 
public understanding and 
ance. 

By that definition, it is clear that 
until the idea that has been accepted 
is converted into action, and action 


accept- 


in a measure commensurate with the 
1 


need, nothing has been 
plished. 

A number of fire and casualty 
accepted the idea 
of public relations as we have just 
defined it. 


were more of them and valuable as 


accom- 


compames have 
However, even if there 


individual programs are, no single 


(Continued on the next page) 
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Llow lal 
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evaluate or 1 riticize the 


iveness of those programs 7 


\re they 


mtention to 
individ 
f and individual or 
| It 


) 1 
as SUC 


be help 
ful to an appraisal of the situation, 


however, to. review purely 


11) a 


factual wav, activities classified as 


publi relations within our 


industry 


In 1944, a public relations pro- 


» 1 


» Nation 


Board of Fire 
recommendation 
tons CcoMm- 
its ©€xecuw 

for the 

re public re 
norandum pub 
the 


ined the fol 


Septemb 
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hie relations insures. the 


future of a stitution mn 


i proper and 
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adequate property and insurance 


future of its 
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& BROKERS 


program imsures. the 





DALE & COMPANY 
LIMITED 
COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS MONTREAL 
Offices at 


HALIFAX MONTREAL 


WINNIPEG 
EDMONTON 


TORONTO 
CALGARY 
VANCOUVER 
Associate Office 


Payne & Hardy, Ltd. Hamilton, Ont. 








MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 


630 Dorchester, W 
MONTREAL 


4 Fenchurch Ave. 
LONDON 











In both 
1s preferable 
The 


ness was too silent, too long 


buildings and its contents 
Instances, prevention 
to reconstruction. busi 
especially about certain fundamental 
factors of fire insurance, concerning 
which public interest 


has been 


aroused under unfavorable circum 
stances and without a sufficient back 
log of good Impressions to offset an 


attack.” 


Opinion Was Bad 
This 1944, An 


audit had just shown the business’ 


was written in 
reserves of good public opinion were 
embarrassingly, if not painfully low. 
The memorandum 


that the need of the industry called 


goes on to say 


for analysis of what people were 
thinking about it, and for plans to 
correct wrong impressions and to 
build good impressions for the fu- 
ture, for organizations to carry out 
these plans promptly, effectively and 
continually. Since that memoran- 
written, the National 
Board of Fire Underwriters has ex- 


dum was 
pended millions of advertising dol- 
lars subscribed by its company mem- 
bers to advance the cause of capital 
stock fire insurance — companies. 
Whether one regards these monies 
as being spent to achieve public un- 
derstanding of an industry or to 
acquire a greater public acceptance 
of a product, depends upon whether 
one regards as a breeder of public 
confidence and friendship, mass 
which talk 
a product, the 


media communications 
about the price of 
need for an adequate supply of the 
product, the merits of an industry's 
whether 
a sales pitch. 


distributorships or 
these 


one 
calls messages 

The annotations in the 1956 pub- 
lication to which I refer, also said 
that the staff of the National Board 
has prepared and circulated informa- 
tive material on a broad variety of 
subjects designed to promote under- 
standing, and that regional associa- 
tions, boards, bureaus and member 
companies have also put out mate 
rial in some of these categories, A 
notation also indicates an increasing 
willingness on the part of insurance 
people to appear as public speakers, 
to show films developed to illustrate 
and its 
Here the key to value 


the activities of the Board 
companies, 
is not classification of activity, for 


surely all of these are in the realm 


of public relations, but frequency and 
quality must be the criteria. Another 
activity called for in the 1944 pro 
gram, clearly of a public relations 
nature, form in a bi-monthly 
publication called ‘Fire Insurance 
and Trends.” Started in 
March, 1945, this paper now has a 
circulation of about 250,000 copies 
The 1944 
said that the insurance business had 
200,000 the popula- 
tion of the United States in the last 
census was 160,000,000. 
tistics are not recited in criticism 

National Board cannot do the job 


took 


acts 


per issue, memorandum 


stocklh« yiders 3 


These sta 


alone—but only to give some criter- 
ion by which to measure the efforts 


against the task. 


W. \W. CLEMENT 


The Association of Casualty & 
Surety Companies also has a public 
relations program and publishes a 
periodical 


thicker 


which is considerably 
and considerably fancier 
than is “Facts and Trends.” I un- 
derstand its circulation count is also 
Here again 
the criteria might be application and 
applicability ; how big is the audience 
and how deeply will it follow insur- 
ance men into studies of complicated 
techniques? Must they understand 
insurance methods and processes in 
detail in order to identify the indus 
trv s 


considerably smaller. 


theirs ? 

The development of satisfactory 
public relations for the entire gen 
eral insurance business cannot be 
achieved by any one group, however 


interests with 


sincere, working alone, or by any 
two or three or more groups work 
ing separately. That agents’ associa 
tions carry on and encourage public 


ntinued on page 139 
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We never forget — even for a 
minute — the problems of 
agency men. Why? Because 
Bituminous is run by former 
agency men. We know you want 
the cooperation of open-minded, 
forward-looking underwriting; 
claim adjustment that’s fast and fair; 
prompt payroll audits, and the 
kind of safety engineering that 
reduces accidents, helps keep the 
rate low and makes renewals easy. 
That's us. Get set 


with Bituminous and see. 


Write today for the Bituminous story. 


waa yrs 
CASUALTY CORPORATION 


secuRiT BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 


eat ROCK ISLAND, ILLINOIS 


Specialists in Workmen’s Compensation and Liability Lines 





0 years* of uninterrupted national advertising 


combined with 147 years of outstanding performance 


have made this famous trademark one of the 

independent insurance agent’s most productive sales aids 

“1957 marks the fiftieth consecutive year in which Hartford advertising has appeared in the Saturday Evening Post. 
Year in and year out you'll do well with the 


Hartford Vr ire Insurance pany Group 


np w York Unde 
oo “4 mnity Company 
ice Compan 
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An unique telephone stand from the 
Berger Division of Republic Steel Corpora- 
tion featuring graceful styling and an 
attractive range of colors, lends a living 
room atmosphere to the working office. 
Standing 29 inches high (adjustable to 3012 
inches), 17%, inches wide and 30 inches 
deep, it contains a concealed reference 
tray, under the linoleum work-surface, for 
additional writing space, as well as a 
full-sized standard file in the bottom 
drawer which is equipped with a lock. 
There is space for a supply of directories 
in the top drawer which holds the tele- 
phone. 
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Advanced Calculator 
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office efficiency 


ADJUSTABLE PARTITIONS 


Budgex partitions, by G.R. Products, Inc., 
feature a sound retarding core of acousti- 
cal spun glass, flush surfaces and baked 
enamel finish. Offered in three popular 
heights—42” flush, 42” plus 12” glass and 
42” plus 24” glass—they are made in a 
variety of standard lengths and in stand- 
ard eye-ease colors. Claimed to be easy 
to install and to adjust to form any size, 
they are particularly adaptable to insur- 
ance home offices where the need for full 
use of space is required. They also lend 
themselves for use of adjusters and others 
as interviewing rooms. 


TYPEWRITER SHELF 


A new insertable unit for adding a type- 
writer shelf to any of its steel desks has 
been introduced by the Yawman and Erbe 
Mfg. Company. This model features a 
large shelf area (1942” by 1742”) and a 
supporting leg attachment which may be 
inserted in any one of three positions, pro- 
viding complete rigidity and freedom from 
vibration. Flexible for use in either desk 
pedestal by means of a simple sliding 
adjusment, the unit is available in Drift- 
wood Tan, Surf Green and Neutra-Tone 
Gray. 


PRO-FILE 


The Pro-File, by Yawman and Erbe 
Manufacturing Company, replaces the con- 
ventional file drawer with a_ rocking 
compartment and introduces side-system 
filing. The compartment swings down, ex- 
posing its entire contents on an open-faced 
shelf, and the increased visibility and ac- 
cessibility of this immediate and complete 
opening is claimed to speed filing and 
finding and to provide quicker, easier ref- 
erence. The shallow cabinet, plus the short 
compartment projection (one-quarter the 
distance of the standard drawer) makes 
the file adaptable to many otherwise un- 
suitable areas and its stability permits 
stacking with complete safety. Available 
in legal and letter sizes, with a variety of 
compartment arrangements and index sys- 
tems, the files are finished in driftwood tan, 
surf green or neutra-tone gray. Styled 
hardware consists of combined spring 
latch, pull and label holder. 


mae 
ADVANCED CALCULATOR 


Monroe Calculating Machine Company 
Incorporated’s latest machine, the 88-N, 
is a more advanced version of its duplex 
calculator. Two new features are “‘selec- 
tive automatic division,” making it possible 
to divide from the accumulating dials as 
well as from the lower result dials, and 
three-factor multiplication which enables 
the unit to enter the result of an addition, 
subtraction or multiplication as an auto- 
matic multiplier without setting keys. In 
addition, the system's automatic dividend 
operates for both dials, and accumulative 
and negative multiplication operations are 
fully automatic. 
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the exciting design in office furniture is being done with wood 


By nature, wood is warm, friendly, quiet, individual—and looks 
at home in any color arrangement. Capitalizing on these known 
assets, today’s designers have created wood office furniture with 
the spirit of tomorrow. The new wood designs satisfy wide ranges 
of aesthetic and functional requirements. Whether replacing old 
desks and chairs, or equipping new space, let your office furniture 
dealer demonstrate why it’s “better business to do it with wood.” 


BETTER OFFICES FOR BETTER BUSINESS B ee WITH FRIENDLY Wood 


























OOD OFFICE FURNITURE INSTITUTE 
730 11th STREET N.W., WASHINGTON 5, D.C. 


In the interest of better use of wood office furniture the following companies have contributed to the/prepafati¢n/of this théssaze: Alma Desk Co., High Point, N.C. - Boling Chair Co., Siler City, 
N. C. - Gregson Mfg. Co., Liberty, N. C. - Hoosier Desk Company, Jasper, Ind. - Imperial Desk Cophpanys Bvaris¥iflef Ind. - Indiana Chair Company, Jasper, Ind Indiana Desk Company, 
Jasper, Ind. - Jasper Chair Company, Jasper, Ind. - Jasper Desk Company, Jasper, Ind. - Jasper/Office Fytnituré Co ny, Jasper, Ind. - Jasper Seating Company, Jasper, Ind. - The Leopold 
Company, Burlington, Iowa - The B. L. Marble Chair Company, Bedford, Ohio - Myrtle Desk Company, Hig Pojng, N.C. - Nucraft Furniture Company, Grand Rapids, Mich. - The Taylor 
Chair Company, Bedford, Ohio - Thomas Furniture Company, High Point, N.C. - Associate Members: Aft Wobdwerl, Ltd., Montreal, Quebec - Biltrite Furniture Mfg. Inc., Terrebonne, Quebec 
Canadian Office Furn. & School Furn., Ltd. (Preston Furn. Co., Ltd.) Preston, Ontario Héndergon/ Firyitdre Etd., St. Lambert, Quebec - Standard Desk Mfgrs., Ltd., Montreal, Quebec 
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This photograph shows one of the important early processes used to 
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Berkshire Life’s 
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ERKSHIRE 


LIFE INSURANCE COMPANY 


recently issued its 105th Annual Report to 


its policyowners. It is an interpretation of 
the company’s development and growth, re- 
flecting a pattern of progress achieved by a 
team of insurance leaders. The report was 
skillfully prepared by a creative group to 
project that interesting picture. We are happy 
to be a member of their creative team .. . the 


report was printed on Rising Paper. 
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printer 


paper 





make Rising Paper...fine paper at its best! 
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Berkshire Life Insurance Co. 
Charles E. Ferree, Jr., Director of 
Sales Promotion & Advertising 


Jules L. Klein Advertising 
Marvin Koenigsberg 
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RISING PAPER COMPANY, HOUSATONIC, MASSACHUSETTS. makers OF RISING PARCHMENT (100% RAG BOND) 
RISING BOND (25% RA * RISING OPAQUE BOND (25% RAG) * LINE MARQUE WRITING (25% RAG) * NO. 1 INDEX (100% RAG) 
HILLSDALE WEDDING AND BRISTOL (25% RAG) ® WINSTED WEDDING AND BRISTOL * PLATINUM PLATE AND BRISTOL (25% RAG) 





The Internal Auditor 


and Electronics 


CHARLES E. GRODY 
General Auditor 
New York Life Insurance Company 


HE GIANT SIZE of some of the 
if ln data processing ma- 
chines and their present cost place 
them beyond the normal require- 
ments of most business organiza- 
tions. But their use is spreading. 
They have already proven them- 
selves in government and military in- 
stallations where processing of huge 
volumes of statistics or 
data is required. An indication of 
the increasing recognition being 
given to this phase of business and 
industry is the number of large scale 
business organizations that are now 
actually utilizing such systems or 
have placed orders for them. 


scientific 


Needs Ingenuity 


The traditional responsibilities of 
the internal auditor have been the 
safeguarding of the assets of the 
organization and the preservation 
of its income. These are still his 
responsibilities. However, the in- 
creasing complexity and vastness of 
modern business organizations, as 
well as the technological develop- 
ments in business methods, have 
added many facets to the auditor’s 
responsibilities. Because of the 
massive volume of repetitive trans- 
actions processed through the elec- 
tronic data processing machine and 
the disappearance of certain visible 
audit trails, the auditor will have to 
show more ingenuity than ever be- 
fore. But this hardware will not 
eliminate the auditor. As an effec- 
tive part of management, which to- 
day must rely upon 
ports and analyses 


numerous re- 
prepared by 
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various departments throughout the 
organization, he will continue to ex- 
amine and interpret basic evidence, 
constantly review and appraise the 
company’s system of internal con- 
trol, and furnish management with 
an independent appraisal of certain 
of the company’s policies and prac- 
tices. Thus, there will be a contin- 
uing need for auditors, more so than 
ever before. 

To properly discharge these re- 
sponsibilities, the internal auditor 
must have certain attributes and 
must be so established within his 
own organization that he has the 
degree of independence sufficient to 
permit independent appraisal and 
reporting. 

In my company, the independence 
of the general auditor has been es- 
tablished by the provisions in the 
Board of Director’s Rules and Regu- 
lations which provide that : 

“The general auditor is respon- 
sible directly to the Board of Direc- 
tors through the auditing committee, 
and has been given the authority 
and duty to make audits, examina- 
tions and inspections of the financial 
operations and affairs of the com- 
pany on his own initiative, and to 
report to the auditing committee on 
such audits, examinations and _ in- 
spections as may be made by him 
and to file copies of reports with 
the chairman of the board and the 
president.” 


Ideal Set-Up 


Although the auditor’s position is 
not the same in all organizations, 
in my opinion the ideal set-up for an 
auditor is for him to report to the 
Board of Directors either directly or 
through an auditing committee of 


the Board. Such an arrangement 
emphasizes his independent status 
and enables him to perform his du- 
ties more effectively. A_ parallel 
might be drawn between the position 
of the auditor in my company and 
the recommendation of the Hoover 
Commission that the United States 
General Accounting Office be di- 
vided into two separate units, one 
of which will be under the direction 
of the comptroller general, and the 
other an independent unit under the 
supervision of a general auditor who 
will report directly to Congress. 


Inherent Attributes 


The ideal auditor should be well 
educated in the fundamentals of his 
profession including such subjects 
as accounting, auditing, commercial 
law, finance, economics and the lib- 
eral arts. At the time, he 
should those attributes 
which might be classified as inher- 
ent—approach, appraisal, under- 
standing, determination, diplomacy, 
initiative, imagination, independ- 
ence, thoughtfulness, thorough- 
ness, tact, originality, objectivity, 
and organization and reporting abil- 
ity. I say this to emphasize that a 
good auditor is both a technician 
and a salesman, with perhaps, im- 
agination and initiative being the 
most important requisites. 

Very rare indeed are those indi- 
viduals who possess an abundance of 
all of these qualities. In practice the 
need of them in one functioning unit 
is usually met by the work of the 
entire group, collectively. 

Some of the foregoing qualifica- 
tions apply as well to a systems and 
procedures analyst. It is my per- 
sonal feeling that there should be 

(Continued on the next page) 
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booklets 


P273—Tape Recorder in Business 


manual 
used in 
factories, 
and in personnel, sales, advertising and pub- 
lic relations departments. Methods and pro- 
cedures are outlined, including suggestions 
on how to reduce branch staffs, keep writing 
to a minimum and simplify note taking. 
Each of the seven highly informative and 
two-color illustrated chapters contain a num- 
ber of subdivisions explaining in detail how 
the executive 


This forty-one page 
tells how tape 
management 


pocket size 
recorders can be 
communications, in 


salesman or manager can 


benefit by using magnetic tape recording. 


P274—The Punched Tape Story 


Of particular importance to those who 
contemplate the integration of their office 
systems, here is a colorful twenty-four-page 
booklet utilizing simplified cartoon-type 
illustrations to present a quick and complete 
interpretation of the automatic writing ma- 
chine. It shows how language 
punched paper tape is created for integrat- 
ing other business equipment or used to 
actuate the same or other writing machines 
to produce documents, completely auto- 
matically, at one hundred words per minute. 


common 


P275—Hiring Manual-Clerical 


Based on research in over 1500 companies 
in the past ten years, a new and simplified 
program for hiring employees is explained in 
this text. Although containing only 16 pages 
of reading material, it covers instructions for 
relating a company's job titles to the 24 
job-test fields, supplying an index of over 
800 common job titles. Full instructions are 
included for giving, scoring, interpreting the 
aptitude, intelligence, personality and biog- 
raphy tests, within the company, by its own 
staff. The manual also contains 2 bulletins 
which discuss interviewing, and how to com- 
bine the test and results to hire 
the best applicant, or transfer or promote 
the best present worker in the company. A 
sample of the manual including specimen 
test forms and summary worksheets is avail- 
able to staff 
member: 


interview 


management or _ personnel 
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Internal Auditor—Cor 


more interchanging of personnel, 
generally, between systems and pro 
cedures departments and auditing 
departments for their mutual bene- 
fit. 

Of particular interest to auditors 
has been the development and appli- 
cation of electronic data processing 
equipment in business, because of 
the effect this equipment will have 
on the physical form of basic busi- 
and the 
which are subject to review by in- 
ternal This — electronic 
equipment undoubtedly is one of the 


ness records procedures 


auditors. 


most far-reaching developments 
which have taken place in recent 
years. 

My company has installed and is 
operating an electronic data process- 
We 
are a fair-sized organization, with 
over $6 billion with 
approximately $17 billion of insur- 
ance in force for approximately five 


ing system in its home office. 


in assets and 


Each work 
ing day we invest over $2% million 
We have 


and two 


million policy owners. 
in the nation’s economy. 
two hundred field 
hundred correspondents located 
throughout the country. Six thou- 
sand agents and eighty-eight hun- 
dred employees comprise our man- 
power. 


offices 


Also, we hold in excess of 
one hundred fifty thousand mort- 
and several 
housing projects, and have numer- 


gages, own operate 
ous equity investments. This gives 
idea of the volume of the 
transactions necessary in such an 
But our auditing staff 
comprises only fifty people, includ- 
ing several stenographic emplovees. 

The electronic equipment takes in 
its stride the verification of data on 
records of newly issued policies. It 
has that it 
one 


some 


organization. 


shown with 
more than thousand 
different The 
system has already proven itself by 
calculating the premium rates and 
monetary values for an entirely new 
term 
months ahead of schedule. 


can 
hundred 


classes of 


cope 


policies. 


series of insurance _ plans, 
It has enabled us to render more 
service to a greater number of policy 
owners and has helped us to broaden 
the scope of sound insurance pro 
tection. 
While machines 


are truly awe-inspiring, like any new 


these electronic 


and radical development their appli- 


cation involves the possibility of 
great advantages and certain disad- 
vantages. The principal advantages, 
of course, center around the ability 
of the equipment to handle transac 
tions at speeds that are incompre 
This 


speed can be utilized in many ways: 


hensible except to engineers. 


to produce records more rapidly ; to 
develop more records; and to make 
various comparisons with assigned 
norms so that unusual transactions 
may be highlighted. Coupled with 
these direct advantages are the bene- 
fits that come with the appraisal and 
revision of systems and related con 
trols preliminary to machine instal 
lation. 
Possible 


around over-reliance upon machine 


disadvantages —centet 
results as a substitute for judgment. 
and use of the marvelous speed of 
the machines to produce stifling vol 
umes of reports and records. Of 
direct interest to the internal auditor 
is the possible substitution of ma 
chine “memory” devices for imme- 
diate accounting with the 
result that there may be apparent 
gaps in the audit “trail.” 

From the beginning of the devel- 
opment of these machines, and es- 
pecially since the installation of the 
electronic data processing system in 


rect yrds, 


my company, there has been intense 
interest on my part as to the exact 
manner in which the audit function 
would be affected when an electronic 
machine is the intermediary between 
original records and final results in 
such forms as payroll checks, operat- 
ing reports and accounting records. 
Would gap in the se 
quence of recording and control that 


there be a 


may be traversed only by those who 
are expert in the mystic field of 
programming, magnetic tapes and 
magnetic cores? Or, were these ma- 
chines to be regarded more or less 
as high-speed tabulating machines 
that would do the same things other 
machines had done, with the prin- 
cipal differences those of speed and 
the mystery of 
tion? 


electronic opera- 

It is inconceivable to plunge into 
a field in which such revolutionary 
changes are forecast, without first 
considering the magnitude of the 
which would be 
lor instance: 


problems 
fronted. 


con- 


1. Will changes be necessary in au 


diting techniques to cope with the 
pct ; 
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no need for a darkened room areas! 


At last, you can be sure of sharp, black and white photo- 
copies every time ...even under direct, bright light 
conditions. You can be sure of complete photocopying 
safety for any and every type of original. You can be 
sure all colors and pen and pencilings will be repro- aincone ee 
duced. And, you can be sure of getting the copies you 
want, when you want them most, and the way you 
want them. 
See for yourself, right in your office, a demonstration 
of TRANSCoPY and daylight processing. 








Internal Auditor—from page 56 
installation of electronic data proc- 
essing equipmen 

2. How can the auditor employ the 
capabilities of electronic data proc- 
essing equipment tor purposes ot! 
record verification 

3. What problems will be presented 
by the staffing or restaffing of the 
auditing department ¢ 

4. What staff training 
the auditor 


programs 
must institute to cope 
with this new type of equipment? 

5. How much time must the auditor 
spend on the details of 


electronics ? 


technical 


1 will take these questions indi- 
vidually and attempt to offer specific 
answers where possible, and furnish 
certain what we 
have done at the New York Life: 
1. Certainly, the techniques of the 


information as to 


auditor must be changed to meet the 
challenge of electronic data process- 
ing. The thinking of the auditor 
must be sufficiently flexible to recog- 
nize that his techniques cannot re- 
main static. Dynamic thinking and 
greater ingenuity must be displayed 
to a more marked degree than ever 
before if the auditor is to maintain 
his position as an important aid to 
management. 

2. It is apparent that the scope of 
the auditor’s work will be broadened 
considerably with the introduction 
of electronic data processing equip- 
ment. Additional tests and analyses, 
which previously were impractical 
because of the volume involved, may 
now become practical and permit 
more complete verification. It is in 
this area that a general knowledge 
of machine programming becomes 
an essential part of the auditor’s 
technique. Such training, coupled 
with the auditor’s required under- 
standing of his company’s opera- 
tions, will enable him to serve a 
valuable role in interpreting, con- 
solidating and streamlining the var- 
ious functional programs 


Staff Problems 


3. In line with the increasing tech- 


nological problems brought about by 
office automation, the auditing staff 
at the New York Life has been aug- 
mented by the employment of indi- 


viduals possessing skills of a more 
technical and specialized nature. As 
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the scope of the auditor’s work ex- 
pands through the use of electronic 
data processing media, it is probable 
that the abilities of such individuals 
will be required in order that he may 
carry out his assigned duties. 

I feel that the auditor’s staff 
should be a training ground to which 
management may turn in seeking 
qualified personnel to fill responsible 
positions in other areas of the com- 
pany. To avoid depletion of the staff 
as a result of such a policy, it will be 
essential that all members be suff- 
ciently versatile and trained, and 
that acceptable applicants have the 
potential qualifications to satisfy the 
requirements of management. 
+. Staff training programs are es- 
sential in any auditing department. 
The installation of electronic data 
processing machines creates the 
need for another component in the 
established training program. This 
additional training, as I see it, must 
the fundamentals of ma- 
chine operations, programming and 
a thorough appreciation of the 
equipment’s capabilities and poten- 
tialities. 


embrace 


The equipment manufac- 
turers provide certain basic training 
courses which we _ have supple- 
mented by departmental sponsored 
educational programs. 

5. The amount of time the auditor 
must spend on the technical details 
of electronics will vary in each com- 
pany according to the size of the 
company, the extent and scope of 
its electronic installation, and the 
responsibilities of the auditor in the 
company. 


Controls 


The controls associated with the 
electronic system itself usually com- 
prise the controls built into the ma- 
chines by the manufacturers and 
those built into the programs by the 
programmers. However, this does 
not relieve the auditor of the respon- 
sibility for evaluating the internal 
control outside of the immediate 
area of the electronic data process- 
ing machine. 

Using the questionnaire technique 
commonly employed by many audi- 
tors, and applying his knowledge of 
electronic data processing machine 
operations, he may, for example, de- 
velop the following internal control 
questionnaire : 


A. Organization 

1. Does the plan of organization 
provide for the segregation of the 
following responsibilities : 

a) Authorization and executive re- 
view 

b) Accounting and machine proc- 
essing 

c) Custodianship of funds and dis- 
tribution 


B. Conversion 

1. Will master file data be obtained 
from sources of proven accuracy ¢ 
2. Does the company plan a period 
of parallel operation? 

3. During the period of conversion, 
will the two systems be compatible 
as to company policy and accounting 
data ? 


C. Machine Operation 

1. Inpat: 

a) Does the system provide for 
checking prior to conversion to mag- 
netic tape, of the completeness and 
accuracy of input data? 

2. Machine Processing : 

a) Will tape storage and tape iden- 
tification routines 
neous processing ? 


preclude erro- 


b) Will the various computer pro- 
grams provide for appropriate self- 
checking instructions ? 

3. Output: 

a) Will the conversion of informa- 
tion from tape-to-card or tape-to- 
printed forms be checked by items 
count and/or control totals? 

b) Will printed records and reports 
provide an adequate audit trail? 

The auditor must be aware of the 
different types of controls that can 
be built inte a data processing pro- 
gram and should take steps, partic- 
ularly at the time of conversion to 
an electronic system, to see that the 
programmer is making full use of 
the types of checks available to him. 
These controls, or some of them, 
are desirable in virtually all pro- 
grams in spite of the inherent degree 
of reliability of the machines them- 
selves. 

The internal auditor must care- 
fully review the internal control as- 
pects of each electronic installation 
with which he may have to deal, and 
organize his approach to insure that 
he thoroughly understands the es- 
sentials of controls which exist, or 
the weaknesses, if any. He must 
satisfy himself, also, that the con- 
version process has been accurate. 
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Specific questions may also be 
asked with respect to specific work 
areas, such as premium billing. A 
few of these questions may be: 


1. Are the policy numbers of all 
premium notices accounted for at 
the computer center ? 


2. Are the premium notices sum- 


marized and totals thereof furnished 
to the accounting department by the 
computer center ? 


3. Is a complete, visible record of 
all changes in master tape informa- 
tion automatically produced by the 
computer ¢ 

4. Is the detail of the master file, 
particularly premium rates, checked 
from time to time by someone out- 
side the data processing department ? 
5. Are all exceptions to master file 
premium rates reported to an out- 
side group for follow-up as to pro- 
priety ? 

6. Is the number of transactions in 
a batch, as reported by the agency 
offices, checked to see that all pre- 
mium notices have been sent? 

In many respects, the art of elec- 
tronic data processing is in its in- 
fancy. The only general conclusion 
that can be offered is that electronic 
machines hold the possibility of bet- 
ter control and more effective opera- 
tion than had heretofore been pos- 
sible. 

As I visualize it, the role of the 
internal auditor in this new era is 
one of paramount responsibility. I 
make this statement not to enhance 
the importance of my own position, 
but rather because I recognize that 
lack of vision on the part of the in- 
ternal auditor can be a severe ob- 
stacle in the path of progress. If 
the auditor refuses to recognize that 
certain controls are no longer nec- 
essary or possible, he can seriously 
hamper the effectiveness of any sug- 
gested new procedure. On the other 
hand, if the internal auditor is alert 
to the capabilities of this new equip- 
ment, and dynamic enough in his 
thinking to realize that certain 
changes are necessary, he can serve 
a valuable role in the installation of 
the new procedures. With his re- 
quired broad knowledge of his com- 
pany’s operations and basic policies, 
he can provide necessary informa- 
tion to effect an integration of simi- 
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lar functions, and he can greatly 
facilitate the smooth 
produced by the 
processing machines to the areas 
where it may be effec 
tively. 

Therefore, it apparent 
that the position of the internal au- 
ditor in this electronic era is dual 
in nature. 


flow of data 
electronic data 


used most 


becomes 


First, he must 
pared to provide advice and assist 
the new 
procedures based upon the use of 


electronic 


be pre 


ance in establishment of 


data processing equip- 


ment: and, second, he must revise 


his own techniques and approaches 


in order that he may effectively re- 
view and appraise the data produced 
under these new procedures 

In order to fulfill the first role in 
this dual position, the auditor must 
make a number of decisions which 
can only be reached after intensive 
The ques- 
tion of the extent and form of visual 


records 


research and analysis. 


retained is 
one which will have far-reaching 
In this area, 
onsiderable attention must be given 
to the problems of internal controls 
in an era in which the dependence 
upon human effort is decreased and 


which must be 


consequences, same 
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quickly, they enable management to 
make better decisions. Electronic 
processing of problems containing 
hundreds of variables gives manage 
ment immediate information needed 
for decisions. Such problems were 
considered hopelessly complex only 
a few vears ago. 
Ilectronic data processing is 
making my own company a better 
place to work. It is taking over 
many repetitive and time consuming 
tasks thereby releasing people for 
more creative and interesting work 
By 


within the company. encourag 


ing creative activity, the electronic 
data processing machine is gener 
ating greater opportunities for ca 
reers vital to the American economy. 

As I see it, 


achieved in 


the degree of success 
the installation of 
electronic data processing system is 
The talents 
and abilities and special training of 
individuals must be utilized 
in concert, and if these individuals 


an 
based upon coc DI eration 
many 


recognize their responsibilities and 
are eager to do their part, success 
is assured and the rewards will be 


great. 





TAPE WINDER 


AN 
language tape, for use in integrated 
data 


ELECTRIC WINDER for common 


processing, communications, 
and 
variable 


computers, similar areas fea 


tures speed and _ tension, 


uniform “right-side” winding, 
stalled torque principle, safety fus 
ing, no interference signal, springs 
or clutches and low power consump 


tion 


\ slave to 
adjusts 


any tape source, It 
automatically to output 
speeds from zero to two hundred 
forty lines per second at the core 
and is instantly adjustable to ten 
sions required, from one-half inch 
\ccord 
ing to the manufacturer, Whiteford 
laboratory, the unit can operate un 


ounce to fifteen inch ounces 


attended for long periods without 


] 


risk to itself, data, or other equip 


ment, making it useful for off-hours 


tape accumulation. It starts, stops, 
intermittently 


at the command of the output with 


winds slow, fast or 


out supervision or adjustment. It 


winds from any angle or direction, 
permitting unlimited choice of posi 
tioning without adjustment. Also 
featured is instant tape threading, 
and instant “push-button” 
moval or 


reel re 


replacement. Reels are 
available in eight and twelve inch 
sizes; the latter will accommodate a 
one thousand foot roll of tape, either 


chad or chadless. 


ELECTRONIC INSTALLATION 


THE ANTICIPATED installation of 


a Univac II large-scale electronic 


data-processing system, developed 


by Remington Rand Division of 
Sperry Rand Corporation, has been 
announced by New England Mutual 
Life 
planned that this system will con 
solidate large volume routine proc- 


Insurance Company. It 1s 


essing of work including premium 
billing and accounting, dividend 
calculating and accounting, policy 
valuation and commission payments 

Mr. O. Kelly Anderson, president 
of the stated: “An 
emplovee training program is being 
established for the 
We prefer to teach programming 


company, has 


Univae system. 
and other computer operations to 
people who are experienced in life 
insurance rather than teach life in- 
surance to experienced program 
mers 

that electronics 
provide the only method by which 
our company can keep pace with its 
rapidly operations. <A 
two-year survey, including several 


“We are certain 


expanding 


months of time study, indicates that 
a large-scale electronic data-proc- 
essing system is not only economi 
cally justified but essential.” 
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SIMULTANEOUS PosTING Of several records by this National ‘'31"’ saves time, assures accuracy. 


“Our Sational System 
saves us (9000 a year... 


pays for itself every 11 months!” 


—Bulkley & Horton Brokerage Corp., Brooklyn, N. Y. 


“Five years ago rising clerical costs 
and increased business volume led us 
to investigate mechanized account- 
ing,” writes George W. Irwin, Vice- 
President of Bulkley & Horton 
Brokerage Corp. “‘We installed a Na- 
tional System, and our records prove 
this was one of the wisest business 
decisions we ever made! 

“Most of the posting is entirely 
automatic on our ‘Class 31.’ It posts 
the assured’s ledgers, statements, in- 
voices, commission extensions, and 
policy registers all simultaneously. It 


also handles our cash receipts, return 
premiums, and accounts receivable. 
This system is faster, more accurate, 
and allows us far more time to service 
our accounts—and write additional 
lines! 

‘“‘As a result of this control and 
efficiency, our National System saves 
us at least $7,500 a year—and pays 
for itself every 11 months!” 


Latoge Powe 


Vice-President 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


for your insurance 


GEORGE w. Irwin, Vice-President of Bulkley 
& Horton Brokerage Corp. 


A National System can provide the 
same time- and money-saving benefits 
broke rage. Na- 
tionals quickly return their cost through 
savings, then continue these savings as 
extra profit. Call your nearby National 
represe ntative today. He’s listed in the 
yellow pages of your phone book. 
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ACCOUNTING MACHINES 
ADDING MACHINES ~ CASH REGISTERS 
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is steady—no blotting or “‘starving.”” Ink won’t 
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een ene 


times as long as ordinary ball points—more than six 


months’ normal office writing for only 69¢. 

Think how much this can save you in convenience 
and low, low maintenance costs! 

This amazing Wordathon Refill Cartridge comes in 
your choice of red, blue or black ink . . . fine or me- 
dium ball sizes. Try the new Esterbrook Recorder 
desk ball point soon. $2.95 at list for the complete 
set. Recorder de luxe, $3.95. 
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responsibility accounting 


EARL SODER 
Arthur Anderson & Company 
Omaha, Nebraska 


ESPONSIBILITY ACCOUNTING 
bre reporting of expenses by 
responsibility areas—may firm up an 
accounting system to become an ef- 
fective cost control device. 

Responsibility accounting is not 
new to accounting generally. It has 
been attracting wide attention in 
recent years and has become firmly 
established in other industries. 
However, it has had only limited 
application in this industry, and in 
that sense is a relatively new ap- 
proach to insurance accounting. 


Two Underlying Reasons 


Why is this type of accounting 
appropriate for insurance compa- 
nies? There are at least two basic 
underlying reasons. First, the ac- 
counting systems of most companies 
have been designed to meet the re- 
quirements of reporting to regulatory 
authorities, which do not emphasize 
cost control. The reporting require- 
ments include a prescribed classi- 
fication of accounts which was 
designed primarily for regulatory 
purposes. The emphasis of regula- 
tion is and has been on balance sheet 
solvency, and relatively little atten- 
tion has been given to the income 
statement. Obviously, accounting 
systems designed primarily to meet 
these requirements have been some- 
what deficient in providing manage- 
ment with the data necessary for 
good cost control. 

Secondly, insurance companies, 
like everyone else, are caught in the 
“cost squeeze.” With the upward 
trend of costs in recent years, the 
industry has become more and more 
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aware of the importance of adequate 
cost control, and has given a great 
deal of thought and effort to the 
development of supplemental cost 
systems, and some companies have 
developed good ones. However, none 
ot the methods has caught on as a 
pattern for the industy and there 
remains a great demand for an ade- 
quate, yet simple, system of 
control. 


cost 


Responsibility accounting is an 
extremely common-sense method of 
tor 
management control over operations. 
As the name implies, it involves the 
reporting of expenditures in line 
with the responsibility areas of each 
company. Cost control is empha- 
sized through the identification of 
expenditures with the areas (hence, 
supervisors) responsible for making 
expenditures. Such reports enable 
all levels of management to appraise 
the results of their operating pro- 
grams and to fix responsibility for 
either efficient or inefficient opera- 
tions. 


accounting designed primarily 


It is a cost control system, 
not a cost accounting system. 

This system of reporting is gen- 
erally co-ordinated with budgetary 
controls, and a budgetary system is 
usually recommended as a corollary 
to responsibility accounting. How- 
ever, the principles of responsibility 
accounting are oftentimes also used 
effectively in nonbudgetary systems. 
Comparisons of reported results of 
operations, if desired in nonbudget- 
ary operations, could be made against 
the figures of the previous month, 
comparable month last year, or 
other comparable measure of per- 
formance. 

To illustrate a typical responsibil- 
ity accounting system I will use a 
hypothetical life insurance company, 
but the principles are identical 


whether a company is a life, health 
and accident, casualty, or combina 
tion company. 

A few comments about the as- 
sumed operating procedures of the 
company may aid understanding. 
The company is presumed to be of 
national scope operating through a 
general agency type of field organ- 
ization. The general agencies are 
primarily sales offices, but also per- 
form premium collection and policy 
service functions. The commission 
structure is designed to compensate 
the general agents for all operating 
expenses which they incur. The 
home office does the final underwrit- 
ing of all applications and issues, all 
policies, riders, or endorsements. 


Meaningful Figure 


The company keeps its books on 
an accrual basis instead of the gen- 
erally-used cash basis. Reserve esti- 
mates are furnished by the actuary 
for monthly statement purposes. 
This method of accounting enables 
the company to produce a monthly 
operating statement which shows a 
meaningful net income figure. Its 
balance sheet the financial 
position on a going-concern basis 
rather than the “liquidation” basis 
followed in reports to the insurance 
departments. 

Since this concept of accounting 
involves reporting by responsibility 
areas, it follows that the backbone 
of any responsibility system is an 
organization where the levels of re- 
sponsibility have been clearly defined 
and costs are accumulated for each 
section level, thus achieving effective 
cost control. 

The company operates through 
seven division heads reporting di- 


shows 


(Continued on the next page) 
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un- 


re sident ot 


1dgetary 


con 
as a 
performance. 
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ase, a State- 


ment prepared by the supervisor 


poli vy issue section 


; S 
In Charge 
(which is a first level of supervi- 


sion) containing a summary of 
which this su- 
pervisor is to be held directly re- 

he costs would 
been budgeted previously by 


would 


certain expenses lor 


sponsible shown 
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him and this 
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report compare 
the budgeted 
\ detailed listing of the items 
included 


costs 
expense 
ne super- 


At this point it mav be 


emphasize two otf the 


well to 
most impor 
from the 
First, the 
responsibility 
reports are only those for which the 
supervisors are directly responsible. 


stem 


tant features of this s\ 


cost control standpoint 


costs included in the 


These reports contain no overhead 
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allocations or other accounting ad 
justments over which the supervi- 
have no control. In j 


sors many of 
the presently existing cost systems, 
burden, 
, overwhelm the supervi- 
sors, with the result that such re- 
ports lose much of their value for 


accounting allocations for 


taxes; ic. 


operating purposes. 
the 


coincides 


classification of 
with natural 
divisions of work which may be de 


Secondly, 


expenses 


scribed in terms which are meaning 
ful to the operating people. This is 
an important feature of cost control, 
and one made possible by the flexi- 
ility of this system, that the super- 
visors may have their expenses re- 
ported in any way that they best 
understand them. 


Emphasize Areas 


Departmental reports emphasize 


the operating results of each re 


sponsibility area and de-emphasize 
accounting or bookkeeping techni 
calities. The operating man does not 
have to understand accounting nor 
the entire classification of accounts. 
Grouping of functions is employed 
to give the supervisor a quick over- 
all picture of operations and permits 
a ready tie-in to subsequent reports. 

The costs of the policy issue sec- 
tion then carried forward to- 
gether with the totals of other first 
level operating sections for which the 
chief underwriter (a second-level 
supervisor) is Like 
functions in the lower levels of re- 
porting, the expenses of the chief 
underwriter’s office would also be 
supported by a detailed statement. 
In all likelihood, the chief under- 
writer would to look at the 
reports of each of the sections re- 
sponsible to him in addition to his 
own report. 


are 


responsible. 


want 


Then the totals of the report of 
the underwriter are carried 
forward to the third level of report- 
ing—the vice-president in charge of 
the division—along 
with the total expenses Of the chief 
underwriter’s section and other sec- 


chief 


underwriting 


tions for which the vice-president 
is responsible. 

The cost of the vice-president’s 
office is set forth in total and, when 
combined with the costs of the other 
areas of responsibility, comprises the 
total costs for which the vice-presi- 


dent is held accountable. As at the 
lower level the vice-president prob 
ably would like to see the reports 
supporting this summary. Finally, 
the totals of this report are carried 
forward to the fourth level of report 
ing—the president. This level of 
reporting represents a summary of 
divisional expenses. 

At the last, the total expenses for 
which the vice-president in charge 
of underwriting is held responsible 
is brought up to this top level of 
reporting together with the expenses 
of the president’s office and the other 
fourth-level This 
statement concisely summarizes for 


division heads. 
top executives the performance of 
the entire company with respect to 
costs, by comparing actual expenses 
against budget by responsibility 
areas. 

Up to this point, the reports have 
included only the controllable ex 
penses of the operating divisions of 
the company. These costs must now 
be combined with other noncontrol 
lable and 
arrive at the statement of operations. 


costs income items to 


Noncontrollables 


The controllable expenses of the 
operating divisions which were de- 
tailed in the responsibility reports 
included on this statement in 
total. Income, policy benefits, com- 


are 


missions and taxes represent non- 
controllable items which are not a 
direct responsibility of any particu- 
lar operating division of the com- 
pany but are the collective responsi- 
bility of the top management. 

Up to this point, this hypothetical 
case has been concerned only with 
the reporting of costs by responsi- 
bility, and little attention has been 
given to the accounting that is re- 
quired for insurance department 
convention blank requirements. Al- 
though the system emphasizes cost 
control, normal insurance depart- 
ment reports are prepared as a by- 
product. 

The information required for 
insurance department reporting in- 
solves utilization of our basic data 
to provide, first, classification of 
expenses as prescribed by the 
National Association of Insurance 
Commissioners, and, second, alloca- 
tions of expenses to investments and 

(Continued on page 72) 
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to ordinary and group lines of busi 
tin you get 
Mechanically, in order to accom- 
plish the required reporting, each 
disbursement is identified by four b f 
levels of classification; namely, op- a 0 ni u S 0 
erating division or section, function, 
line of business, and N.A.I.C. ex- s R 
pense account. The division or sec- b 
tion codes and the function codes p er impre « Sion ed 
are used to develop the responsibil- 
ity reports. A “reshuffling’’ of the 
items according to line of business 
and N.A.I.C. expense account is | from 
required in preparing reports for 
insurance department purposes. In 
actual operation the steps involving 
insurance department reporting | a L 0 V E R a 0 N q 
would be performed only on an| 
annual or quarterly basis, as neces- 
sary to meet reporting requirements. 


ieieenen letterhead and policy paper 


In summary, the advantages of 
responsibility accounting are: 





¥ ; ; When you’re looking for impressive appearance— 
1. Simple, concise cost reports which “ 


can be easily understood by op-| as you do in letterhead and policy paper—take 
erating people. a good look at visibly better PLOVER Bonp. 


Ready identification of responsi- | 
bility for expenditures by indi- 
viduals. 


From carefully selected raw materials to the 
beautiful Qualitex finish, the manufacture of 
Regie PLOVER BOonb is rigidly controlled to a quality 

Simplified budgeting and im- ; ; ‘ 

Win. | standard that’s readily apparent. Yet, you can 
proved budgetary control by the | cibly | “ies ROS RS, ; 
reporting and budgeting of costs use visibly better PLOVER Bonb for just a few 
by natural divisions of work. | cents more a day than ordinary paper. 

The three features add up to an . ; : 
effective, workable system of report- Every pound is processed in 99 gallons of the 
ing for managerial cost control pur- world’s purest paper-making water... the 
poses. water of Whiting Springs. So perfectly distilled 

by nature, it needs no harsh chemical 

Adapted from an article in “The Interpreter,” | > a é : 
published by the Insurance Accounting and treatments which deteriorate delicate cellulose 

itistica ssociation., 

fibers. PLOVER Bonb is whiter, brighter, 
stronger... naturally. 
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GUY FERGASON 


Organization—lIts Growth and Development 


[{ ANY PERSONS, otherwise adept 
/# at business transactions, do not 
understand the modern conception 


Not un- 
to realize 


ot a business organization. 
they tail 


organization structure 


derstanding it, 
that the 


be and usually 1s the 


can 
cause of fric- 


Functional Composite 


Think of the organization as the 
composite of personnel, desks, ma- 
and other 
equipment so arranged as to permit 
other 


chines, systems, files, 
it to function. In 
these factors 
: 

chines and 


words, all 
methods, ma- 
used 
in a business, large or small, so that 
their 


(men, 
management) are 
arrangement causes them to 
function in proper relationship. 

If any one factor becomes over- 
balanced, the organization § suffers. 
Suppose too many persons and not 
result 


Suppose too 


enough machines are used 
is high clerical cost 
many machines and insufficient per- 
| result is complex- 
Even if the proper 
halance is obtained between person- 


are used 


sonne 
ity of svstem. 
nel and machines, methods must be 
efficient and management must be 
skilled in keeping the proper bal- 
ance 


Principles of Organization 

\ principle is a 
more or less 

idity by use; 


guide, nothing 
It has proved its val- 
hence, principles of 
organization are guides to organiza- 
tion, and like all principles, their use 
brings reward, but their abuse does 


not spell doom, at least not imme- 
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diately. Some of the practical or- 
ganization principles are: 

1. Centralize similar functions to the 
fullest extent so as to concentrate 
volume in order to use mechanical 
aids in their accomplishment. 

2. Decentralize authority and re- 
sponsibility so that there is a greater 
delegation into the organization. 
3. Train the supervisors to accept 
and discharge delegated responsibili- 
ties. 

4. Reward on the basis of perform- 
ance and not on the basis of time 
progression. 

5. Let each person know to whom 
he is responsible, for what he is re- 
sponsible and the exact extent of 
his authority—definiteness of re- 
sponsibility. 

6. Prevent split functional respon- 
sibilities if possible, and if they can- 
not be prevented, let one person 
in the group be delegated as leader. 
7. Prevent one person being respon- 
sible to more than one person if pos- 
sible because “no man can serve two 
masters” in a manner satisfactory to 
both. 

8. Keep the organization (1.e., per- 
sonnel) informed as to the policies, 
activities, expectations and results. 
Informed personnel become the best 
personnel. 

9. Develop the organization from 
within by internal promotion (and 
training ). 

10. The best job security is an in- 
telligent, hard working management 
which sets the example of diligence 
and efficiency. 


These principles of organization 
are practical guides to better rela 
tionships and understandings in a 
company. Their recognition and use 
will bring rewards in efficiency and 
improved morale. 


Centralization 


The office can learn from the fac- 
tory to the extent that centralization 
of functions can and should be prac- 
tical to the fullest extent. 
ample, typing—as long as the typing 
load is spread out in various depart- 
ments, each having a variable and 
often uncontrolled volume of work, 
it becomes practically impossible to 
provide proper equipment and 
skilled personnel. We have been in 
many organizations where there will 
be two or three typists who have a 
combination of duties in addition to 
typing, the combination being neces- 


For ex- 


sary because none of the typists has 
a full day’s work. If all typing was 
centralized in one person, an electric 
typewriter could be used; a skilled 
typist could be employed; and the 
work better organized. Overloads 
of typing could be done by another 
who assisted when the need arose or 
it could be farmed out to a “letter 
shop” as volume warranted. 
Management should decide if out- 
side assistance is necessary; other- 
wise the employees will get in the 
habit of relying on assistance any 
time they may fall behind in their 
work. Assistance can become a 
“crutch” upon which the employee 
leans—or it can be a legitimate aid 
in accomplishing work loads and in 
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Now...changing a ribbon is so clean and 


easy you can do it with white gloves on. 


It’s a snap! Lift out the old Twin-Pak... 


New Royal Twin-Pak ribbon 
comes rolled in two cases. 
Nothing to wind! Nothing to thread! 


drop in the new. No more smudgy fingers! 


ROYAL announces a brilliant new typewriter! 


Exclusive features include Twin-Pak, the clean and easy ribbon changer 


that takes the dirty work out of office typing 


Never before has a standard office type- 
writer offered you such brilliant typing 
speed and letter-perfect results. 

New Twin-Pak makes ribbon chang- 
ing sO easy, you’re assured of always 
getting a sharp, clean impression. Hap- 
pier secretary, too. 

And Royal’s new “brilliant action” 
keeps her fingers flying relaxed all day 
long... because the touch is a good deal 
lighter... tailored to each finger. 


Fact is, just about everything goes 


faster, quieter and a good deal easier 
with this brilliant new Royal. 

And those fashion-styled Royal-tone 
colors help to brighten up your office, 
cut down on tiring eye-glare. Your 
choice of Cameo Pink, Sea Blue, Willow 
Green, Sandstone or Pearl Gray. 

INTERESTED ? 
Discover how this brilliant new Royal 
will improve your typing production. 
And a girl’s morale. Call your Royal 
Representative for a free office trial. 


QYAJ 


standard typewriter 


Product of Royal McBee Corporation, world’s largest manufacturer of typewriters 








Are your chances 
against cancer 
any better today? 


The answer’s yes... IF! 
Formerly, we could cure one | 
out of every 4 cancer patients. | 
Today, it’s one out of 3. So... | 
why the big IF? Because the odds | 
against cancer depend on you! | 
Only you can keep alert for any of | 
the 7 danger signals, and see your 
doctor about even the tiniest | 
“maybe.” Only you can give us | 
the money we need to keep re- | 
search going full speed. Remem- 
ber, time is everything with 
cancer. So don’t 


wait! 
doctor for a_ health 
checkup. And send a check 
to the American Cancer 
Society—today ! Send your gift 
to “Cancer” in care of your 
local Post Office. 

American Cancer Society ! 


See 
your 
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reducing the pressures of variable 
work volume. 

Stenographic work can be cen- 
tralized by the use of dictating equip- 
ment and centralized transcription. 
This not only reduces the cost of 
letter writing, but it will improve the 
letter service, provided it is properly 
installed. Clerical work can be cen- 
tralized to a high degree if manage- 
ment is willing to study the work, 
survey the methods and train the 


personnel. 

A by-product of centralization, 
used as an organization principle, is 
specialization. Specialization is 
nothing more than the definite as- 
signment of tasks to one or more 
persons in order to establish ac- 
countability for performance. As 
long as the work to be done is “up 
for grabs” so that anyone who has 
the momentary inclination takes 
over the assignment, management 
has abdicated its obligations of di- 
rection and has turned this respon- 
sibility over to the employees. We 
know that specialization has its lim- 
its in small organizations as com- 
pared to large ones. The volume of 
work to be done in a small company 
is such that several tasks have to be 
concentrated in one person in order 
to provide one full time job. Special- 
ization can be broadened to include 
more than one task. 

Purchasing, for example, even 
though it may require but one hour 
a week for performance, should be 
centralized in one person rather 
than to have several persons doing 
the buying of office supplies. Filing 
should be done by one person—i.e., 
putting materials into the file. If 
anyone is permitted to file, there can 
be no control over filing nor ac- 
countability for mistakes of filing. 
And thus it goes to almost every 
function in the office. 

Management screams about busi- 
ness pressure. Management devel- 
ops cardiac conditions because of 
hyper-tension. Why? One reason 
is that management has not, and in 
many cases will not, delegate. 

Management must analyze its 
own job and determine which of its 
responsibilities should be retained 
and which should be passed on to 
others. Delegation is a management 
technique whereby management 
spreads itself over many activities, 


letting others execute, retaining the 
elements of control and evaluation. 

Delegation cannot be a mere pass- 
ing of duty without all that goes 
with it. If duties are delegated and 
responsibility is retained—employ- 
ees become servants whose sole duty 
is to do what they are told. If dele- 
gation is accomplished without con- 
trol, accomplishment becomes a mat- 
ter of whim, fancy and chance. 

Control is exercised through (1) 
supervision, and (2) system. Su- 
pervision interprets, answers ques- 
tions of procedure, leads, interro- 
gates and inspects. Systems provide 
uniformity of accomplishment. Or- 
dinarily one must be trained in the 
work before delegation can be at- 
tempted. Training is the imparta- 
tion of skills—skills in work and 
skills in human relations. 

Work skills are easiest to teach 
and easiest to learn. Management 
skills are more difficult to pin down 
and put across because of one factor 

‘1.e., “attitude.” An employee’s 
attitude is the qualifying factor in 
learning management techniques. 
Some want authority—others want 
to dominate—others want prestige, 
while others seek privileges. None 
of these motives will produce sound 
management if the rewards of man- 
agement are assumed to be these 
areas. Authority must be present 
and equal to responsibility, but is 
seldom used. Authority is defined 
as the “power to command.” Man- 
agement persuades and leads—it 
does not command. Prestige and 
privilege are the by-products of 
management status, coming to those 
who earn and merit them. 

If an organization is to be any- 
thing, it must be definite. We recall 
situations in which the employees 
actually did not know what they 
were to do. The “old fashioned” 
conception of management was that 
an employee who had ambition 
would always be busy because he 
would see things to be done and 
would use initiative in doing them 
without being told. Today’s busi- 
ness 1s so complex that even small 
companies cannot afford to have em- 
ployees running loose “using their 
initiative and judgment.” 

Today, we have to set up the sys- 
tem, determine the procedure, de- 
fine the method, and allocate the 
work so that each person carries 
his fair share of the load. Employees 

(Continued on page 7!) 





The MONRO-MATIC® 8N CALCULATOR 


Either as a single machine serving several workers or as a utility calculator for every desk in every department, 


this handsome Monroe 8N saves you money. For each insurance problem from simple dividend to complex 
actuarial calculation, the Monro-Matic 8N offers figure automation ... automatic shortcuts, where you 
want them, when you need them. 

Premium, reserve and statistical calculations; interpolation and insurance formula work are done easier, more 
efficiently with the hardworking Monroe 8N. A dozen automatic advancements work together to give your 
company a new ratio between what you get and what you pay for in fast figure production. 

So whether you need a hundred calculators or one, your soundest investment is the rugged Monroe 8N ... 
designed years ahead for years of efficient service. 

Call your Man from Monroe today for a free demonstration. He’s listed in the Yellow 

Pages of your telephone book under “‘Adding and Calculating 

Machines’. The MONROE Calculating Machine Company, Inc. Tol © 

General Offices: Orange, New Jersey. 


/ / 
Branches throughout the world. See the MAN from MON RO E 


Retrospective Rating Formula » This common casualty formula often causes trouble on +) for CALCULATING 
ordinary calculators due to an elusive decimal point. But there’s no decimal dilemma OG ABOING 

with the Monro-Matic 8N. Every decimal point is properly placed automatically, ACCOUNTING 

without a bit of operator effort. And further, the 8N is the only calculator which DATA PROCESSING MACHINES 
performs the entire problem from beginning to answer without a single 

re-entry of intermediate products! 





Making 


man the 


master of 


pa perwork 


Big agency or small, the daily flood of paperwork 

threatens to swamp every desk. Does your office have complete, 
accurate and up-to-date accounting control to keep 

paperwork tides within constructive channels? Many an agent 

or broker relies on his local Underwood systems man for advice 
and assistance. Perhaps he can also help you to simplify paperwork 
procedures and speed up everyday accounting operations 

with savings in time that you need for the bigger problems 

of production and profit. Call him at the Underwood Showroom 
(see Yellow Pages), or write to Underwood Corporation, 


One Park Avenue, New York 16, New York. 


Underwood” 


master-control systems 


Sundstrand and Elliott Fisher 
accounting systems for accounts receiv- 
able, accounts current, age analysis and 


production records. 
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who have strong personalities (more 
with than 
leadership) and a clever way of per 


associated domination 






suasion (more associated with high 






pressuring than salesmanship) can 
pass the buck to others, sidestep a 
fair load of the work, and fool man 
agement without being caught. 

If the 
analyzed, management can see how 
the time is spent. Here, for example, 
is a typical “time-allocation” sched 






work-load distribution is 


ule taken in a “five-man” office and 

































Work Schedule—40 hours per week 


Coffee break—15 minutes, 

This example illustrates the lack 
of definite assignment and shows 
that each employee “accepts” task 
assignments on the basis of avail- 


did computational work dic- 
tated—and had 


assignments. 


two 


four miscellaneous 


work load and task assignment 


would be rearranged to a more defi 
nite pattern: 








morning and 


Under ordinary circumstances, the 


(bviously one would question the | 


work 


hecause quite often this is a cover-up 


‘miscellaneous” category of 


for idle time. One would also ques- 
tion the productivity of each em- 
\ll 


range the work so that each person 
> 


plovee. we have done is rear- 
is now more responsible for one type 
of task assignment. Being responsi- 
ble for one type of work there is a 
hetter opportunity to the 
results of that direction. 
employee “A,” who is 


measure 
effort in 
now doing 


all the typing, can be provided with 


afternoon—2!' hours per week. 





to take on a greater work load or 
else do her typing in less time and 
The 


comptometer operator is doing all 


absorb some of the other tasks. 


it took the others to individually 
make the calculations, some being 


made by long hand arithmetic. The 


accountant now has full responsibil- 
ity for all bookkeeping, 


statements, 


ability. Two persons did typing the calculating work and being an 
three did filing—three did clerical expert machine operator, she will be <kiainde 
work—three did accounting—all five able to do the work in less time than 
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office aids 





Visit or call your Stationery or 
Office Supply House Today! 





If not available locally, 
send for any Sengbusch Office 
Aid on 30 Days FREE Trial. 
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3067 SENGBUSCH BUILDING 
MILWAUKEE 3, WISCONSIN 
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hased on the actual time spent in an electric machine—she will be able These Sengbusch desk items 
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Organization—from page 7! 


etc. Machine bookkeeping could re 
duce his time by at least 25%. 


Reduce Personnel 


\fter a thorough study of the of 
fice, the method of work accomplish 
ment, the application of machines 
to such tasks as required simplifica 
tion, the task distribution 
duced to the following 


Was re 


Task 
Typing 
Filing 
Clerical .. 
Accounting 


Computation 
Dictation 


Total 
Coffee break 


Grand total 
Work Schedule 
Coffee break 


40 hours per week. 


Typing load was reduced 10% by 
elimination of non-essentials. 
[Typing time was reduced 20% by 
use of better equipment. 

Filing load was reduced by the use 
of ‘60 day “office 
memos” which reduced letter writing 
and filing. (A article 
deal with filing. ) 
Miscellaneous 


drawer” and 


future will 


work was analyzed 


and ten hours were assigned to 


“clerical” classification and six and 


one-half hours were eliminated. 
Accounting was streamlined so that 
the accountant could handle the 
books and all correspondence, which 
also was surveyed and reduced. 
As a result, four employees are 
doing the work, whereas five em- 
ployees were previously required 
a reduction of 20%. 

Job security is high in the list of 
“concerns” which worry employees. 
Social legislation will never produce 


security of the job—private plans 





Total 
hrs. /Week 
27 
21 
44 
28 
20% 
Ql, 


150 
10 


160 


15 minutes, morning and afternoon—2!' hours per week 





will 
misfortune 


and private initiative cushion 
the and dis- 


aster, and will provide for contin- 


effects of 


gencies. The best job security rests 
with such an 
outstanding job that business success 
is assured and that the employees 


have (1) the feeling of security due 


management—to do 


to the success of the business, and 
(2) that they (employees ) will share 
in that success according to their 
individual contribution. 





HOT STUFF 


\N AUTOMATIC COFFEEMAKER, the 
E-Z Way Model 62, which is com- 
pletely adjustable for temperature, 
coffee strength and cup size, has been 
introduced by Steel Products Com- 
pany. Having a liquid concentrate 
capacity of three quarts, making 
from 450 to 600 cups of coffee for 
each complete fill, it dispenses one 
cup of coffee at a time by means of a 
push-button. A 
leases hot 


button re- 
tea or 


Sect ynd 


water for soup. 
Made of stainless steel, and measur 
ing 2614” high x 16” wide x 20% 
deep, it has a standard wattage of 
1500, with 115 or 230 volts, 60 


cycle; higher elements are available. 


” 


Wher 
Ve 
INDEXING SYSTEM 


INDEX CODING produced directly on 
l6mm_ microfilm, announced by 
Recordak Corporation, answers a 
time-saving need in business offices 
when reference is made to microfilm 
records. 

Kodamatic indexing, as it is called, 
is produced by two lines exposed 
in-between the document images. As 
the film is advanced through a con- 
stant-focus film reader, the lines 
change into one of ninety-nine dif- 
ferent code positions as_predeter- 
mined by index coding. The index- 
ing is read while the film is moving. 

The position of each code line on 
the film is established by two control 
dials, each numbered from 0 to 9, 
located alongside the feeding throat 
of the microfilmer. When set at 
specific numbers, the dials activate 
tiny lights which expose the code on 
the film. (Alphabetical scales are 
also available.) Each of the two 
lines is confined to one side of the 
film, a thinner line down the center 
of the film separating them—which 
also serves as a guide to match the 
indexing scale on the reader screen. 
When viewing film, the operator 
simply watches the lines move across 
the code scale until they fall into the 
correct index position for a specific 
document. 


MERGER 


CAPPEL, MaCDONALD AND COMPANY, 
sales incentive firm, has purchased 
Belnap and Thompson; the two 
firms continuing to function inde- 
pendently. A. E.  Ostholthoff, 
former assistant to the president of 
Cappel-MacDonald, has been ap 
pointed president of Belnap and 
Thompson, succeeding its founder, 
Roy Belnap, who will continue to 
serve as its consultant. 
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Made for 
each 


other! 


R &S Automobile policies are as sleek and well engineered as today’s fine 
cars — our exclusive “SHORT WRITE”® policy for instance is as easy to 
process as using power steering and the time “SHORT WRITE’® saves is like 


getting 40 miles to the gallon! 


Sample policies and prices on request to Dept. B] — no obligation. 


RECORDING & STATISTICAL CORPORATION 


“Insurance printing specialists since 1911” 
100 SIXTH AVENUE, NEW YORK 13, N. Y. 


PLANTS: DANVILLE, ILL., BOSTON, MASS. AND TORONTO © CHICAGO SALES OFFICE: 223 W. JACKSON BLVD. HArrison 7-7357 








OFFICE EQUIPMENT DIRECTORY 


Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


106. Time Stamp 
MACHINES, REPRODUCING 


FILING CABINETS 
. Card File 
Fibre Board 
Insulated 
. Metal 
Micro 
Mobile Storage Systems 
Open Shelf File 
. Portable 
. Rotary 
Stenci 
Tabulating Card 
Visible 
. Wooden 
FILING SUPPLIES 
129. Cards 
|. Fasteners 
12. Folders 
. Index Tabs 
. Supports 


MACHINES, ACCOUNTING 
15. Adding 
16. Billing 
17. Bookkeeping 
18. Calculating 
109. Payroll 
145. Punched Tape Equipment 
19. Tabulating 


Ww 
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MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 

. Mail Openers 

23. Postal Meters 

24. :Postal Scales 

118. Sorters 


2? 
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25. 
26. 
LT 
28. 
29. 
136. 
30. 
31. 


Composing 

Direct Copying 
Duplicating 
Micro-filming 
Mimeograph Slip Sheet 
Typewriter, Automatic 
Typewriter, Electric 
Typewriter, Manual 


MACHINES, MISCELLANEOUS 
Addressing 

Checkwriting 

Dictating 
Intercommunication 
Paper Folding 

Stapling and Fastening 


3a. 
35. 
34. 
7a. 
139. 
36. 


OFFICE ACCESSORIES 
38. 
. Bulletin Boards 
. Cash Boxes 
. Chair Cushions 
. Currency Trays 
. Desk Lamps 
. Desk Pads 
. Desk Trays 
. Drawer Trays 
. Moisteners 
. Name Plates 
. Pen & Ink Sets 
. Waste Baskets 


OFFICE FURNITURE 


Ash Trays & Stands 


. Air Conditioners 
. Bookcases 


. Bookstands 
. Cabinets 


. Chairs 


. Costumers 

. Desks 

. Fluorescent Lighting 
. Incandescent Lighting 
. Matched Suites 

. Safes 


9. Stands, Typewriter 


. Stools 
. Tables 
. Wardrobes 


9. Card Index 


. Duplicator 

. Envelopes 

. Labels 

. Letterhead 

. Policy 

. Ledger 

. Photocopying 


124. Thin (Copy) 


102. 


Visual Policy Jacket: 


SUPPLIES, GENERAL 


. Business Forms 

. Duplicating Supplies 
. Erasers (Specialized) 
. Loose Leaf Systems 
. Marking Devices 

. Paper Perforators 

. Pens 

. Pencils 

. Staple Removers 


SUPPLIES, TYPEWRITER 


83. 
85. 
86. 
87. 
88. 


Copyholders 
Justifier 

Line Indicator 
Pads 

Ribbons & Carbons 


TELEPHONE ACCESSORIES 


90. 
Th: 
92. 
94. 
75. 


LOSS 


140. 
aT. 
63. 
98. 

Piz. 

107. 

138. 

128. 

125. 

141. 


Cord Cover 
Holder 

Index 
Silencer 


Stands 


PREVENTION 

Burglary Alarms 

Fire Extinguishers 

Fire Protection Service 
First Aid Kits 

Floor Polish (Non-Slip) 
Recording Door Lock 
Safety Equipment 
Salvage Services 
Truck Alarm Systems 
Watchman's Clocks 


SERVICES 


62. 
i2y.. 
64. 
5, 
65. 
66. 
146. 


Accounting System 
Filing Systems 
Office Planning 
Photocopying 
Record System 
Sales Incentives 
Sound Reproduction 


MISCELLANEOUS 


131. 
132. 
116. 
103. 
130. 
ire 
104. 

7¥. 
114. 
100. 
126. 
101. 


Accident Diagramming 
Advertising Blotters 
Advertising Specialties 
Birthday Cards 
Building Evaluation 
Display Material 
Greeting Cards 
Leather Goods 

Policy Wallets 
Promotional Gifts 
Endorse & Cancel Calculators 
Silencer for Dictating 
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THE NEW 1957 INSURANCE ALMANAC 


1100 PAGES OF WHO, 
WHAT, WHEN and WHERE 
— IN INSURANCE — 


COMPANIES: Officers, directors, lines writ- 
ten, territory covered—Fire, Casualty, A & H, 
Life. Stock, Mutual, Reciprocal, Lloyds. In- 
surance and Management Groups. 


ASSOCIATIONS: National, state, and local 
insurance organizations, including buyers, 
and fire, casualty and life underwriters. 
Who's Who in them. When and where they 
meet. Committees, etc. 


THE STATE: Insurance supervising officials. 
their deputies and assistants. When Legisla- 
tive sessions sit. State requirements for 
agents and brokers. 


DATES: Dates and places of important in- 


surance conventions. Legal holidays. 


DIRECTORIES: Listings of leading agents 
and brokers: actuaries, adjusters. 


THE PRESS: Complete lists of insurance 
journals and company house organs. Names 
of editors and publishers. Purposes, fields 
covered, 


MAIL THIS 
COUPON TODAY 


For June, 1957 


| 116 John Street, New York 38, N. Y. 


How good is your insurance memory? Your business . . 


. more 
than most .. 


. depends on your ability to put your finger on 
important facts at a moment's notice. But chances are, your 
memory is no better than your reference books. 


THE INSURANCE ALMANAC ean serve as your “insurance 
memory”. Here, in one large volume, you'll have most of the 


facts you need right at your fingertips. 


For instance, you'll find detailed information to answer your 
prospects questions about companies and agencies. You'll find 
names, facts, and other pertinent data concerning 2,000 com- 
panies. The Almanac tells you what lines they write, what 
territories they cover. And these are just a few of The Almanac’s 
valuable features. 


This famous, fact-filled 1100-page book is the most widely used 
reference work in the business—and the lowest priced! Glance 
at the partial list of subjects it covers on the left . . 


. then don’t 
delay .. 


. send for your copy at once. It’s still just $5.00! 
“IF YOU DON'T KNOW, LOOK IN 
THE INSURANCE ALMANAC!" 


(READY JULY 1, 1957) 





WHO’S WHO IN INSURANCE: This standard volume contains 
the biographical sketches, home and office addresses and posi- 
tions of more than 4,000 leading insurance officials, agents, etc. 


A valuable companion to THE INSURANCE ALMANAC. $5.00. 





THE WEEKLY UNDERWRITER ORDER 


FORM 
Dept. B 
Please send: 


THE 1957 INSURANCE ALMANAC 
My $5.00 is enclosed. [ Bill me later 


WHO’S WHO IN INSURANCE 
My $5.00 is enclosed. [ Bill me later 


Name 


Address 








REINSURANCE 


IN YOUR AREA 


one of our Regional 
Offices is conveniently 
close to you. 


Pick up your telephone 
and in minutes you're 
“in business" with an 
authorized, reliable 
Employers underwriter. 


Multiple Lines. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MO. 


Insurance Exchange Bldg. 


NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES 
107 William Street 175 West Jackson 100 Bush Street 1139 W. 6th Street 
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IMPORTANCE 


OF 


PEOPLE 


EDMUND V. SCHENKE 
President 
Insurance Advertising Conference * 


DVERTISING is finally making 
A>. grade in the business of sell- 
ing our brand of insurance. Both 
agents and companies are looking to 
it to fight an activity which is “old 
hat” in but is a 
challenge which is somewhat new in 
ours. 


most businesses 


Vigorous and Progressive 


Competition, in one way or an- 
other, must always be with us, sim- 
ply because it is the only source of 
vitamins which will keep our busi- 
ness healthy. It is the principal 
means through which the weak and 
incompetent will fall by sheer ne- 
cessity. It is the only means by 
which a business can be kept vigor- 
ous and progressive. 

Competition can only be harmful 
if we are afraid of it—and if we 
are afraid, then we are admitting 
that our competitor is perhaps better 


"Mr. Schenke is advertising and 


publicity 
manager of the Roval-Globe 


Insurance Group. 
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than we are—or that he may have 
something better than we have. 

To be honest about it, we have to 
admit that our competition is doing 
a top-flight and powerful job of 
telling and selling their brand of in- 
But for the first time in 
the history of our business, we are 


surance. 


seeing genuine and determined ac- 
tivity, collectively, in the area of 
telling and selling our brand of in 
surance—both nationally and locally. 

This means one thing—we are 
recognizing the importance of 
people—because we are now telling 
people who we are—what we are 
and what we can do for them. Of 
course, this has been done by some 
of the companies and agents for a 
number of years—but they were too 
few to supply the frequency so nec- 
essary to create the proper impres- 
sions, or necessary impact, on the 
minds of people. 

Accomplishing what we now set 
out to do is by no means an easy 
job. It is going to come high in 
both money and effort. Advertising 
alone is not the simple and com- 
plete magic many individuals think 
it to be. It is not just a case of 


’ 


it is also the 
common de 
nominator to which it all applies 
And that common 
people—just plain everyday people. 
Here is an area which | believe has 
been overlooked—an area which has 
been taken for granted because we 
felt that people should normally un- 
derstand the need and value of our 
services. 

Knowing people is the art of ad- 
vertising—and that is the only rea- 
son advertising is so helpful in the 
job of selling. That is why we have 
advertising agencies. By the same 
token, those who sell to the public 
must also understand people, be- 
cause only when one understands 
those things which motivate people 
can he hope to have them come to 
him instead of to a competitor. 

Unfortunately, we haven't tried 
very hard to understand people in 
relation to our product. 


“ya gotta advertise” 
understanding of the 


denominator is 


How well 
have we informed people of the pur- 
poses of insurance—the need of pro- 
tecting their accumulated values 
against loss—and the fact that the 
need to safeguard their financial se- 

(Cc ntinued 


\ , 
on the next page} 
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A STOCK COMPANY 
INDEPENDENT MULTIPLE 
LINE STOCK INSURER 


COMPETITIVE INDEPENDENT 
INSURANCE FACILITIES 


BROAD FORM 
AUTOMOBILE POLICIES 


MOBILE HOME INSURANCE 
GENERAL CASUALTY LINES 
FIRE 


LICENSED IN 
38 STATES AND HAWAII 


ASSETS OVER $8,500,000 


OPENING FOR PROGRESSIVE, 
INDEPENDENT AGENTS 


e 
nite DEPT. B 


PREFERRED 


INSURANCE 
COMPANY 


GRAND RAPIDS 1, 
MICHIGAN 


Importance—Contin 


curity will always exist. Have we 
made them sufficiently 


this 


aware of all 
and aware that the only safe 
guard they can get is what we can 
give them. 

People don't think of these things 
themselves 


have to be told. 


If this were not so, would it be so 


they 


difficult to sell people many of our 
forms of necessary protection? And 
more particularly, would we have a 
situation where we know that people 
are so ignorant about their accumu- 
lated unaware of 
what their loss could mean to them 

that we 


values—and_ so 
have to put on a cam 
paign of insurance-to-value to make 
them realize what 


they actually 


have ? 


Just Plain People 


l am afraid we have overlooked 
the fact that our prospects are just 
plain people who are constantly ex 
posed to the hundreds of tempting, 
temporary pleasures which are so 
appealing to their immediate senses 
and instincts. This of course makes 
our job harder. We know the dif- 
ficulty in competing for the avail- 
able, expendable dollar so easily at- 
tracted by 
force of 


use the 
physical appeal in their 
selling techniques. Imagine a wife, 
or a young married couple, saving 


those who can 


“Gee, | wish I could have a compre 
hensive personal liability policy, or 
a homeowners policy for Christ- 
mas!” 

that 
many of these negative attitudes, to 


There is no question but 


a great degree, stem from a definite 
lack of education, understanding 
and appreciation on the part of the 
public for our product and services. 
The value and advantages of precon- 
ditioning people through energetic 
exposure to education and informa- 
tion have not been too much a part 
of our activities, 

We are now in a period where 
new thoughts and new approaches 
are being studied and applied more 
so than ever before. I have a few 
suggestions to offer. They are sug 
reader to 
consider in the light that they might 
he helpful in erasing some negative 
thinking on the part of our market. 


gestions which [ ask the 


lor as long as | can remember, 
it has been generally accepted that 


our product is an intangible—not a 
tangible. I do not agree. 

\Vebster defines the word ‘Tang 
ble” as “capable of being possessed 
or realized; real.” Jia 
person’s home or property is de 
stroyed, | 


evident : 


do not know of anything 
“evident” or ‘real’ than hav- 
ing the money with which to rebuild 
or replace. 


more 


“Capable of being pos- 
sessed or realized?” If you possess 
something, and lose it—it’s gone! 
And when it is gone, there is cer 
tainly no possession, and probably 
no capability of further possession. 
But, if insurance is a specific fund, 
set aside for use when you need it, 
then you will always be “capable 
Frankly, | don't 
know of anything more tangible, real 
or evident than that. It’s a 
tangible. Also, 

a person get a specific fund, 
equal to the limits of his policy, set 
aside 


of possession.” 


very 
substantial where 


Call 


needs it 
and at the price he pays for in 


surance ¢ 


for his use when he 


taken license 
Mr. Webster’s definition—but 
for our purposes in educating people 


to Sséeé 


I may have some 


with 


insurance as they do other 
that li- 
cense to secure a better acceptance 
of our pr xluct. 


commodities, we can use 


Another suggestion having to do 
with many of our 
philosophy a 
my agent—he 
about.” 


insureds is the 
that up to 
what it’s all 
That and similar remarks, 
quite flattering but I be- 
lieve them to be quite dangerous. 
individual 
nizes the value of insurance 


leave all 
knows 


may be 


Here is an who recog- 
but by 
his own statement (which the agent 
probably promoted) he is admitting 
that he nothing 


\nd not knowing what he 


about it. 
should 


about our brand of insurance, he is 


kn IWS 


a prime prospect for competition, 
particularly the kind we have today. 
Where will the agent stand if this 
competition tells the insured, “We 
can give you the same thing for less 
money.” This “get-it-for-less”” phi- 
losophy — is national 
and it is a powerful appeal. 


becoming a 
slogan 

Conversely, if this type of good 
account were told what he is getting 
for his money—-why he is getting 
it—-what it will do for him—if he 
is helped to understand what he is 
hbuying—then he can better judge 
the value of agency services as com- 
pared with a competitive offer. At 
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the very least, the agent is decreas- 
ing the threat of losing business 
and so preventing himself from be 
ing placed in the defensive position 
of belatedly explaining his brand of 
product and service. 

Many changes are taking place in 
our business. Many will agree and 
many will disagree with these 
changes. That is not the important 
thing—the important aspect of this 
whole picture is that we are on the 
move and, to me, the future of our 
business is just as rosy as it can 
be—and | feel that | have reason 
to be optimistic. 

Our product and services satisfy 
two of the most instinctive needs of 
the human race—self-preservation 
and security. And no one can deny 
that our mass market is becoming 
more security-conscious than ever 
before. 

Insurance is becoming more of a 
specialized field than ever before, 
simply because of changing de- 
mands, and because the public is 
taking more interest in our services. 
Everyone in the business must be- 
come better qualified to meet and 
satisfy both demand and interest 
and those who do not will fall by the 
wayside. 


Reasons for Optimism 


Our market is equally as large as 
that of other major commodities- 
with a need just as continuous—and 
that market will increase and im- 
prove as the years pass. The statis- 
tics are familiar and they show a 
trend which supports an optimistic 
future look: 

@ In 1900 we were a country of 
only 76 million people. Since the 
close of World War II, population 
has increased at a rate of about two 
and one-half million a year. By 
1960 we will have a country of 176 
million people. By 1975 we should 
reach 206,600,000 people. 

@ As compared to 47 million house- 
holds in 1956, there are expected to 
be 56 million households in 10 years. 
@ National income was only about 
$79 billion in 1940. It reached 303 
billion in 1955, and an estimated 
324 billion in 1956. The projected 
economy for 1965 is $570 billion. 

Let us look at some of the patterns 
which are taking shape in our efforts 
to take our story to the people of this 
tremendous market. 

(Continued on the next page) 
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Importance 
The companies, through the Na 
tional Board, tional radio 


and T\ spot announce 


Marcl } to 


msurance-to 


lent cam 
promote 
Only 


ill Wwe hope for 
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its success ¢ 


and better campaigns. These 


] 1 
nessaves alone to the public 


cannot 


lo the whole jol because only the 


sell the insured or 


agent can 


pect. He 


pros- 
the 
the available mate- 


must get behind 
campaign with all 
rial of the National Board, and that 
that 


ve just as 


of the companies, and prove 
this type of plasi | 
successful in our business as it 1s 
busine 


tor other 


In addition to this company spon 


Assi p= 
‘ 


ciation of Insurance Agents is fairly 


SOTe 


1 campaign, the ational 


well along with similar plans for a 
coordinated r campaign. 
iting | know 


the NAIA 


planning. But | am hopeful that 
two things will be recognized and 
considered in this two-pronged ef- 
fort to reach and influence people- 

1. Education, information and 
awareness of need are prime essen- 
tials. It is the job of national adver- 
tising to carry these essentials to 
as many people as possible. Na- 
tional advertising is the job for the 
companies, be it collectively or indi- 
vidually. We will see more of this 
type of exposure as time goes on. 

2. All selling is local. While na- 
tional advertising influences people 
in Tucson, Arizona and Peoria, IIli- 
nois just as much as it influences 
people in Butfalo, New York or 
Springfield, Massachusetts it doesn’t 
actually sell a single policy in 
Tucson, Peoria, Buffalo or Spring- 
field. It does, however, precondi- 
tion people through education, in- 
formation and awareness so that an 
agent in one of these cities has a 


The 


better chance of selling them. 


job of actual selling belongs to him. 
It is his job to tie-in his office or 
name as the source through which 
people can satisfy their needs which 
national advertising made them 
aware of. 

The local advertising which 
agents, countrywide, are doing in- 
dividually and collectively through 
their local boards is meeting with 
considerable success from all indi- 
cations. Many state associations are 
also engaged in advertising. 

| appeal to every agent to imple- 
ment in every way he possibly can, 
the radio and TV_ insurance-to- 
value campaign now running on be- 
half of all of us. Order, and use, 
the material available. Where pos- 
sible investigate the feasibility of 
spot announcements over local radio 
stations. 

We are on the move. Whether 
we continue moving or not depends 
on that extra effort in what we do 
today—not tomorrow. 





CANCER 


COVERAGE MAY BE ADDED TO 
PEERLESS SPECIFIC DISEASE POLICY* 


n to coverage for Polio * Spinal 


Cancer Rider — when treatment originates prior 
to insured’s 60th birthday (not to exceed $1,000 
when treatment originates after age 60), covers 
payments for hospital, physician, licensed 
nurses, patient transportation and iron lung 
rental per individual. After waiting period (6 days, 
except for Cancer, 90 days), policy pays expenses 
from Ist day that disease manifests itself 


Meningitis + Diphtheria » Scarlet Fever « 

Smallpox * Rabies * Typhus * Tetanus * and 

Trichinosis 9 of mankind’s most expensive 
Plus Optional Cancer Coverage 


annual premium, including new Optional 
Cancer Rider, only $10 Individual, $15 Husband 
and Wife, $20 Entire Family .. . for benefits not 
exceed $10,000 on the Specific Disease 
Policy and not to exceed $2,000 under Optional 


*Pol 


Write for full details today! Make this popular, 
modern policy your #1 business getter! 


y No. PAH 165-2-R, Available in States where filed and approved. Optional Cancer Rider PAH-791 


PEERLESS 


Suurance ) 


KEENE. NEW HAMPSHIRE 
A MULTIPLE LINE COMPANY 


Beat’s Fire and Casualty News 





HE DATA on motorists’ vision, 
pe you consider all their 
implications, represent a shocking 
situation. They mean that there is 
literally murder in the eyes of many 
of the motorists on our streets and 
highways today. 


Inadequacy Known 


There is a general recognition of 
the inadequacy of most of our pres- 
ent vision testing and re-testing pro- 
cedures incident to the issuance of 
licenses to automobile drivers, and 
these are some remedial steps that 
can be taken: 

1. Modernization and _ standardiza- 
tion of vision testing procedures 
from state to state. 

2. Acceleration of driver vision re- 
search to establish new and higher 
standards for driver licensing. 

3. In the meantime, upgrading of all 
driver vision to meet existing stand- 
ards of the states which are most 
exacting in their qualifications. 

4. A nationwide educational cam- 
paign seeking corrective legislation 
in the individual states. 

5. Voluntary eye examinations by 
all autoists taking to the highways 
this spring and summer. 

While vision research is acceler- 
ated, while educational and legisla- 
tive work progress, there is one step 
every automobile driver in the na- 
tion can take. He can virtually guar- 
antee that his vision not only meets 
the minimum required by the laws 
of his state or any other state—but 
is corrected upward to the maximum 
that professional eye care can pro- 
vide to meet the needs of today’s 
high-powered cars and crowded 
highways. He can visit his eye care 
specialist—optometrist or ophthal- 
mologist—and get professional eye 
care and advice before taking to the 
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Faulty Vision . . . Sudden Death 


road this spring and summer. He 
should do it today. Tomorrow may 
be too late. 

The 1956 record shows nearly 
40,000 traffic fatalities, 1,400,000 in- 
juries, and an economic loss of some 
434 billion dollars. If poor vision 
accounted for only 5% of the na- 
tion’s annual traffic toll, and this 
factor could be eliminated, it would 





DRIVER VISION TESTS 


In general use in twenty-one states 
and two provinces of Canada, and 
for specialized uses in seven other 
states, tests developed by the Key- 
stone View Company measure for 
usable vision, considered the impor- 
tant factor. 

The following tests are included in 
the series: 
1. Vertical balance—checks for possi- 
ble eye fatigue and for bent eye- 
glass frames. 
2. Lateral balance—indicates posture 
of eyes. Significant especially in 
testing drivers who must drive for 
long periods of time. 
3. Fusion—important in evaluating and 
supplementing lateral balance test. 
Applicant who lacks fusion maintains 
single vision of objects only through 
straining. 
4. Usable vision—these tests deter- 
mine how much acuity the applicant 
has in each eye while the other eye 
is open and seeing. 











mean a saving of 2,000 lives, 70,000 
injuries and, $237,500,000 a year. 

Among the wide variations from 
state to state on just what visual 
ability should be required of auto- 
ists, are the following: 

The acuity standard ranges from 
20/30 to 20/70—even to no vision 
test at all. Only eighteen states test 
for depth perception, and thirty-nine 
for color blindness, Only ten states 
test for visual field—how much one 
can see to the sides while looking 
straight ahead—and among these 
ten, the range is from ninty degrees 


to one hundred fifty degrees. Con 
sider how important this is when 
children run out into the street and 
vehicles dart out at intersections. 

Also, with the exception of a few 
states, there is no re-examination of 
drivers as to their vision or 
factors important in driving 


other 
and 
it is a physical fact that vision almost 
always deteriorates with age, and 
needs more advanced correction as 
the years go by. Regardless of this, 
once a licensed driver, always a h 
censed driver—with rare exceptions 
no matter how much 
deteriorated. 


his vision has 


No Real Test 


The vast majority of the nation’s 
drivers have been licensed to take 
the wheel of our modern high-pow- 
ered automobiles with no really 
scientific test of their ability to see 
well enough to meet today’s hazard- 
ous driving conditions. Unless state 
laws are changed, the bulk of these 
drivers will never be re-tested to 
determine whether their vision has 
dropped off from the unscientific 
standard they met to get their li 
censes originally, 

The Safety Committee 
of the National Research Council 
has stated: 


Research 


“It seems probable that more con- 
tinuous attention is required of the 
motor driver than of the 
operator of any other type of trans- 
portation, including the airplane 
Visual demands on the autoist, us- 
ually far exceed those on the plane 


vehicle 


pilot. Very seldom, at five thousand 
feet, do vehicles pass within inches 
of each other at approximately the 
same speed—a situation that is com- 
monplace on ou 
ways.” 


(C i sn the 


streets and high- 





Faulty Vision—Con 


Paramount in vsical equip 


ment demanded for iv's driving 


are the driver's eve is the one 


faculty without which he cannot pos 


sibly handle an automobile Lack 
ng almost am her, the driver is 


able to pilot a car, but no one has 


vet designed nobile which 
can be handled by a driver who can- 


not see. Every turn of the steering 
wheel, every application of the brake 


Or gas pedal has determined 
by the driver's v1 


that 


is estimated 
90% of driv 


decisions are 


based on sig] t 


SAFETY AWARDS 


HARDWARI 


trathe satety 


activities won tl \lfred P. Sloan 


Radio-T\ 


effort to help curd trafty 


1956. In their 
accidents, 
Hardware utuals used newspaper 


advertising to carry 


traffic safety more than 

eighteen million mericans AS a 
- 

publi 


messages 


were 
timed for 


| to the major 
motorists just 


out- 


holidays, < 
before tl holiday 
ings 


@ For the third year in succession 
the MFA Mutual Insurance Com- 
pany has won the National Safety 
the 
Public Interest Award for Excep- 
tional 


Council's top safety award 
Service to Safety. The com 
pany carried on a year long safety 
campaign in cooperation with news- 
papers, magazines, radio and televi 
\ctivities included 
work with youth groups, safety or- 


sion stations. 
ganizations, highway patrols, civic 
clubs in state-wide safety campaigns 
Traffic safety films 
MEA Mutual were 
used in thirty-eight states and six 
The distribution 
ot thousands of red flags, free, to 


and meetings. 
pr duced by 


foreign countries. 


farmers for use on slow moving 
farm equipment on the highways and 
roads was one of the outstanding 
safety contributions. 

@ Allstate Insurance Company will 
receive a Certificate of Outstanding 
\chievement for its extensive pub- 
lic relations program in support of 
traffic safety and driver education 
‘nited States and 
1956. Among 


vears to 


in the Canada 


efforts 


| 
A 
during 1955 


the award reduce 
the terrible traffic toll were: grants 
to colleges totaling $243,000 which 
helped qualify 3,000 teachers as high 


during 


school driver training instructors; 
public education program featuring 
leaflets, release of safe driving tips 


distribution of accident prevention 





ASSETS 
Bonds 
Stocks . 
Cash in Banl and Offices 
Agents’ Balance 

F.H.A. Mortgage 

Home Office 


Total 
RESERVES AND SURPLUS 


Claim Re 
Unearned 


serve 

Premiums 
Commission 

Tax Reserve 
Miscellaneou 

Voluntary Res 

Capital 

Surplus ; 
Surplus to Policyholders 


Total 





CONSOLIDATED 


FINANCIAL STATEMENT 


Accrued Interest and Miscellaneous Funds . 


Admitted Assets 


Liabilities 


ANCHOR CASUALTY COMPANY 


SAINT PAUL, MINNESOTA 


LY 
QUEEN CITY INSURANCE acorn AK 


SIOUX FALLS, SOUTH DAKOTA 


533,249 

694,528 

629,191 

964.711 

12,036 

; 570,250 
047,525 


5,451,490 
402,986 
(459,621 

55,639 


364,002 
523,290 


3,645,952 


. $16,451,490 








in news stories, public service ad- 
vertising, and publication of vital 
life information in_ the 
company’s policyholder magazine ; 
grants-in-aid to many organizations 
working to improve traffic engineer- 


saving 


ing, enforcement and education ; and 
enrollment of individual citizens in 
the Allstate Safety Crusade, each 
heing pledged to drive safely and 
to do everything possible to encour- 
age safety in his own home and com- 
munity. 

@ How a city cut its fire losses more 
than ten-fold and national 
awards in the process was outlined 


won 


by Jack R. DeHaven, vice president 
of Employers Mutuals of Wausau, 
Wis., who said, “It requires a leader- 
ship nucleus, and combined action 
by civic clubs and other key groups 
of a community.” DeHaven, whe 
heads the Emplovers Mutual Fire 
Insurance Company, was chairman 
committee efforts in 
Wausau have repeatedly won fire 
prevention awards for that city of 
32,000, including first-place citations 
from the U. S. Wisconsin 
Chambers of Commerce and 
the National Fire Protection 
ciation, 


of a whose 


and 
from 


Asso 


TO TEST VAULT DOOR 


RESISTANCE OF A 
nuclear blast 


BANK VAULT to a 
will be tested at the 
U.S. Atomic Energy Commission’s 
Nevada test site this spring, in coop- 
eration with the Federal Civil De- 
fense Administration, according to 
Edwin H. Mosler, Jr., president of 
the Mosler Safe Company. The test, 
to investigate the level of resistance 
of materials and 
nuclear blast at close range, was in 


structures to a 


response, Mosler said, to the concern 
on the part of banks and insurance 
companies over protection of vital 
records and valuables. 

The structure to be tested con- 
sists of a specially-engineered, steel- 
lined reinforced concrete vault sealed 
by a reinforced 10-inch thick ‘‘Cen- 
tury” vault door. Mosler said the 
test of this equipment “will subject 
the structure to the effects of heat 
and blast pressures at close range, 
and is designed to provide the basis 
for developing effective, predictable 
protection against a nuclear explo- 


sion.” 
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... When you write Truck and Bus Insurance the easy MARKEL way 


Profits roll right along when you sell Markel. There are no annoying 
details or bothersome follow-through to slow you down. 

You simply present the easily understandable Markel 
“save-through-safety program ...and Markel does all the rest. 


No technical experience is necessary. Every truck and bus operator 
is a prospect... and every prospect knows Markel. 
The sky's the limit when you start selling Markel. 
And you can start —_—_——_—_/ om eee ee 
=. — . — MARKEL SERVICE, INC 
g > og ) } > : 
right — by ” nding s . Richmond, Va., Dept: BN-6 
your FREE 


“how-to-do-it” kit. 


MAR a4 E. L SERVICE, INC. 


Look for this | “ELIMINATES TAE CAUSE TO ELIMINATE THE ACCIDENT" 
symbol of safety IA HOME OFFICE: Richmond, Virginia « Exclusive Underwriters for the 
on America’s AMERICAN FIDELITY & CASUALTY COMPANY, INC. The largest stock 


trucks and buses company in the world specializing in motor carriage coverages. 


Gentlemen: Yes, I am interested in selling 
this kind of coverage. Without obligation, 
send me at once all the details on Markel 
Service and the 12-Point Plan to Profits. 


NAME 
PLEASE PRINT) 
ADDRESS 


' 


|, a | ee 
A NN 





BEFORE YOU GO 


front door until 
sure you've taken care 


DoNn’T SHUT THAT 
you've made 
ot the 
that summer vz 


1. If 


checked and serviced 
> 


following before leaving on 


driving, ave your car 
Stop milk, daily paper, and other 
deliveries (attracts burglars) 

3. Attend to bills 

+. Arrange for forwarding or col 
lection of mail 
5. Plan to have la 


6. Arrange for care of pets. 


wn mowed. 


Store garden equipment, light 
porch and lawn furniture. 
8. Inspect kitchen and refrigerator 
for perishable goods 
9, Check all 
stove. 
10. Let local police 


faucets, lights, and 
know when you 
are leaving 

11. Leave itinerary with someone, in 
case of an emergency 

iz Low k all windows and doors. 


—Centralizer 
Mutual Ins. Co 


BUILD-IN SAFETY 


remodel, don’t 
That’s 
Safety 
a new 
an old 


WHEN YOU BUILD or 


forget to blueprint safety. 


National 


Council to anyone planning 


the advice of the 


home or the remodeling of 
one, 

Council, now engaged in a 
the preven- 
tion of falls, points out that planning 
at the blueprint reduce 

which accounted for 
or about half—of the acci- 
year. 


building 


ar-iong Campaign to! 


Stage Can 
such mishaps, 
13.100 
dental home deaths last 
Here is a checklist for 
out fall hazards 

light 


e (ood at top and bottom of 


stairs, 


angle for stairs and uni 


] 1 
@® nonskid sid 


84 


the 


losses 


eo 8 @®86e8.6Uh)3SGC;+~hwm—h—~—C M HWhUC(C OHOmUC OOUhChCU!S 


e stair landings instead of winders 
and angle treads, 

e light switches at top and bottom 
of stairs and entrance and exit of 
rooms, 

e hand rails on every stairway, 

e stair balusters and 
together, 


strong close 


e sidewalks drain off 


water, 


sloped to 


e entrance overhang to keep snow 
and ice off stoop. 


FLASHER CONE 


THE AVAILABILITY OF a new traffic 
cone safety flashing device designed 
to extend marker visibility to night 
time detection and replace presently 
used oil-burning lamps, has been 
announced by the Belltron Manufac- 
turing Company. 

This flashing device has an all 
metal body, plated and baked en- 
ameled to resist corrosion. It meas- 
thirteen inches from top to 
bottom, and fits snugly into open 
top of traffic cone. The light extends 
two inches beyond the top of the 
cone and is plainly visible in the 
darkness at four hundred feet. Bi- 
metallic flashing element is incor- 
porated within the bulb and flicks 
on and off in two second intervals, 
with operating current supplied by 
four standard flashlight batteries. 


ures 


The entire unit is welded except 
for switch assembly, and because 
the case acts as a ground, operation 
is not interfered with during incle- 
ment weather. A red, 
amber, white or green lens is offered, 


choice of 


UNSAFE SPEED 


THERE ARE STILL MANY well-inten- 
tioned people around who maintain 
that speed isn’t the real traffic killer. 
It’s drunken driving, slow driving, 
passing on hills, or whatever their 
pet peeve may be. 

In so arguing they lose sight of 
the fact that if speed isn’t the direct 
cause of a crash it is nearly always 
a heavy contributor, working hand- 
in-hand with other unsafe driving 
practices. Ifa drunken driver speeds 
and comes to grief, do we blame it 
on speed or alcohol? The same goes 
in the case of a driver increasing his 
speed to pass improperly, and in 
many other cases. 

It is as simple as this: Each added 
mile of speed per hour makes a crash 
more likely, as it lengthens stopping 
distances and lessens the driver’s 
control over the vehicle. Each added 
mile per hour makes a crash more 
severe if it comes. Each and every 
crash occurs because someone 
couldn't stop his car in time to avoid 
i, 


Virginia Traffic Safety News 
as quoted in Royal-Liverpool Group’s 
Safety Information 


SOME KISS 


A PENNSYLVANIA CourRT ruled just 
recently that a kiss barred a young 
lass from collecting damages for the 
injuries she suffered in an auto ac- 
cident. 

The court rejected the young 
lady’s request for a damage settle- 
ment against the driver of the car 
in which she was riding. He had 
testified that she kissed him while 
they were riding and he kissed her 
back, losing control of his car which 
crashed into a pole. The court de- 
scribed her 
negligence.” 


kiss as 


“contributory 


Vacationland’s Agency Bulletin 
Maine Ass'n Ins. Agents 
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monthly fire 
losses 


IRE LOSSES IN THE UNITED STATES 
} pooh April amounted to $85,- 
994,000, it is estimated by the Na- 
tional Board of Fire Underwriters. 
This was an increase of 1.6% over 
losses of $84,624,000 reported for 
April, 1956 and a decrease of 17.8% 
from losses of $104,565,000 reported 
for March, 1957. 

These estimated insured losses in- 
clude an allowance for uninsured 
and unreported losses. 


1955 1956 

71,789,000 87,681,000 

70,828,000 74,770,000 

61,614,000 68,752,000 

Ae 71,103,000 74,930,000 
September . 65,970,000 70,118,000 
October .... 58,778,000 81,121,000 
November . 68,784,000 80,481,000 
December .. 89,212,000 96,485,000 
March .... 89,315,000 104,565,000 

1956 1957 

January .... 96,972,000 115,272,000 
February ... 84,041,000 95,569.000 
89,315,000 104,565,000 

84,624,000 85,994,000 


Totals ... $913,030,000 $1,035,738,000 


Losses by Years 
1949 $667,536,000 1953 $903,400,000 
1950 688,460,000 1954 870,984,000 
1951 731,405,000 1955 885,218,000 
1952 784,953,000 1956 989,290,000 


motor vehicle 
deaths 


1955 1956 
January 2810 2,990 
February 2,319 2,720 
March . 2,602 2,920 


Total Three 
8,630 
2.930 
3,170 
3,290 
Judy ; 3,570 
\ugust oe 3,610 
September 3,446 3,710 
October is 3,460 
November 5 3,690 
December 3,940 


Total ......... 38,426 40,000 
Estimates provided by the National 
Safety Council. 


accidental 
deaths 


Two Months 

1957 1956 Change 
ALL TYPES .. 14300 14500 —1% 
Motor Vehicle... 5,400 5680 —5% 
Work 2,200 2,200 0 
Other Public... 2,000 1,900 +5% 
Home 5,100 5,100 0 
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every month 





ideas 
that 


pay off 


in 


loss prevention! 





FOR YOUR CLIENTS . ..a subscription to SAFETY MAIN- 
TENANCE is a monthly reminder of 
your constant interest . . . a source 
of tested safety muthods and pro- 
cedures which will speed production 
and cut costs. 


FOR YOURSELF . . . SM is a channel of proven aids to 
loss prevention . . . a means of estab- 
lishing sound safety programs in 
plants where you have a stake. Your 
own imprint and safety message can 
reach your clients each month. 


Write for special discount rates. 


Single subscriptions: 
$4.00 a year 
$6.00 for two years 


SAFETY MAINTENANCE 
AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


another publication of 


ALFR 


FS FULTON STREET, NEW YORK F8, AL ¥. 











rate — 


— ehanges 


RATES CHANGED FIRE RATES REVISED 


workmen's com REVISED FIRE RATES filed by the 

lability New York Fire Insurance Rating 

New 9 Organization became effective May 

col 15. Rates for various occupancy 

\\ 1 classes are increased, decreased, or 

anual rate remain the same with the overall 

7%. Rates change averaging a net increase of 

anufacturing = approximately 3% 
nstruction and 
Lor for all 


in Vir LIABILITY RATE CHANGE 
tive on the 
ions result in| REVISED FARMER'S comprehensive 
reduction of — personal liability rates filed in Con 
nufacturing necticut by the Mutual Insurance 
for con ating Bureau became etfective May 
nd those for : The revised rate fot basic 
raised about AS. . coverage for all territories 


an increase of $5 











Our annual comparative analysis of 108 of the country’s 


leading insurance companies is now available. 





A copy will be sent to you upon request. 


pecialize in and offer our facilities for the 


hase and Sale of insurance COMPANY SIOCRS. 


Blyth & Co., Inc. 


14 Wall Street New York 5, N. Y. 
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AUTO RATE CHANGES 


\S PART OF A COUNTRYWIDE pro 
gram to adjust rates according to 
recent automobile insurance exper 
ence, the National Bureau of Cas- 
ualty Underwriters and the National 
\utomobile Underwriters Associa 
tion have announced changes in auto 
liability and material damage rates 
in Arkansas and Michigan effective 
\pril 17. \lso etfective the same 
lay revised auto liability rates were 
announced by the Mutual Insurance 
Rating Bureau for Illinois, Indiana, 
Oregon and Pennsylvania. 

Revised private passenger auto- 
bile lability rates filed by the 
\L.L.R.B. in Arizona, Colorado, Ne- 
vada, New Mexico and Utah became 
effective April 24. The revisions, 
which vary by classification and 


it 


territory, result in average increases 
of approximately 10% in Arizona, 
9% in Colorado, 15% in Nevada 
and New Mexico, and 8% in Utah. 

Revised automobile lability and 
physical damage rates filed by the 
N.B.C.U. and the N.A.U.A. respec- 
tively, became effective in New Mex- 
ico on May 1. The liability rates 
were increased for all car classifica- 
tions in varving amounts. The revi- 
sions in the physical damage rates 
were generally upward. 

ffective the same day, the Mu- 
tual Bureau revised its private pas- 
senger automobile liability rates in 
North Dakota, South Dakota and 
Wyoming. The revisions result in 
an average increase of approxi- 
mately 15% in North Dakota and 
12% in South Dakota and a reduc- 
tion of about 1% in Wyoming. 


CARGO WAR RISK RATES 


\IEMBERS OF THE American Cargo 
War Risk Reinsurance [Exchange 
have reduced their cargo war risk 
rates on voyages between the United 
States and Israel and between the 
U.S. and Egypt from $.25 to $.125 
per $100. Rates for shipments be- 
tween this country and the various 
parts of the world via the Suez Canal 
are quoted at $.125 per $100, said 
to be a nominal rate. Rates for sim 
ilar voyages but via the Cape of 
Good Hope, unchanged from the 
previous schedule, range from $.0375 
to $.10 per $100 of insurance. 


Best’s Fire and Casualty News 





WHEATON BRASS WORKS 


UNION, N. J. 


f.. 
uP thy 


protects. 
its property 


gets better 


FIRE and BURGLAR 


protection and 


SAVES *7,500 A YEAR... 


Wheaton Brass, manufacturers of equipment for 
the petroleum industry, might be hurt seriously 
by a fire or burglary. The management according- 
ly chose ADT Automatic Protection Services to 


safeguard property, profits and employees’ jobs. 


The building, a model for plants of its type. is 
euarded by a combination of ADT Central Sta- 
tion Sprinkler Supervisory and Waterflow Alarm, 
Aero Automatic Fire Alarm, Heating Supervisory 
and Burglar Alarm Services. 


Mr. Wheaton’s statement, above, convincingly 
attests the great value of ADT Services in giving 
businessmen peace of mind based on knowledge 


that their properties have the best protection. 
Controlled Companies of 


AMERICAN DISTRICT Ma we show you what ADT can do tov you? 
TELEGRAPH COMPANY 


+ Whether your premises are old or new, sprin- 

A NATIONWIDE CRPAMEATIO klered or unsprinklered, an ADT specialist will 

Executive Office : 4 : 

155 Sixth Avenue, New York 13, N. Y. be glad to show how combinations of automatic 

services can protect your property. Call our local 

sales office if we are listed in your phone book; 
or write to our Executive Office. 





OUR Future IS HERE 


U 
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Viewed from any angle, the new San Francisco Home Office building 
of Fireman’s Fund Insurance Company and its affiliates, typifies the 
progressive spirit that has marked the company’s almost century-long 
history of outstanding service to producers. 

When completed, the modern split-level aluminum and glass struc- 
ture...equivalent to a 20-story building on a typical downtown site... 
will be the focal point for The Fund’s continuing nationwide efforts 
to further the aims and aspirations of the American Agency System. 


Pusura nee Companies 





FIREMAN’'S FUND INSURANCE COMPANY 
FIREMAN’'S FUND INDEMNITY COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
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GLANTS 


from other fields 


Pointers on Persuasion 


By James N. Mosel, 
Professor 
George Washington University 
Consultant on Industrial Psychology 


FFECTIVE PERSUASION iS an im- 
et part of the businessman’s 
daily job. It is called many things: 
advertising, publicity, labor  rela- 
tions, selling, civic activity, propa- 
ganda. But whether the purpose is 
to get customers to buy your goods 
or governments to reduce taxes, the 
basic goal is to convince people. 
Appeal and Theme 

Effective persuasion is divided 
into two parts; the appeal and the 
theme. 

The appeal is the reward or grati- 
fication of goal which you try to 
get the targets of your persuasion to 
anticipate. This may be security, 
personal betterment, recognition, 
higher profits or anything else with 
which the audience can identify itself. 

The theme is the course of action 
you recommend for gaining this grat- 
ification. This may be buying your 
product, using your service, accept 
ing your idea, etc. 

The man who hopes to gain fol- 
lowers for his product, his service 
or his ideas must, therefore, ask him- 
self: “What does this audience want 
and why is my suggestion the best 
possible way to attain it?” 


Ten Steps 


Here are ten steps to keep in 
mind when you attempt to answer 
that question : 

1. Remember that your audience will 
resist change. People tend to expose 
themselves to information which is 
consistent with their prior attitudes 
and to avoid exposure to information 
which is opposed to these attitudes. 

Reinforcing existing favorable 
opinion is, of course, worthwhile. It 
strengthens resistance against coun- 
terarguments and prevents defection 
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among your present followers. But 
it is not persuasion. 

Research shows that few people 
are truly undecided. They almost 
always have at least an unconscious 
leaning one the other. 
They read and listen selectively to 
strengthen this leaning. 


Way or 


People who 
are truly undecided usually handle 
the conflict by either losing interest 
or deferring as long as possible the 
task of making a decision. 

2. Shape your message to fit the 
attitudes of your audience. If your 
message conflicts with the attitudes 
and beliefs of your audience, they 
will distort your meaning so as to 
support, rather than to contradict, 
their present thinking. If this is not 
possible, they will reject your mes- 
sage. This means that, among those 
whom you wish to persuade, your 
message may reinforce the very atti- 
tudes you wish to change. 


Shape to Fit 


To avoid this type of resistance, 

you must shape your message to fit 
in with the other related attitudes 
and beliefs of your audience. One 
technique which sometimes helps is 
to state explicitly at the outset that 
you agree with your audience. Ex- 
perimental studies have demon- 
strated this method is effective in 
changing attitudes even when the 
subsequent part of the message is in 
disagreement. 
3. Try to gratify the needs of your 
audience. Your message will be more 
readily accepted if the attitudes it 
recommends gratify your audience 
in some way. Opinions are held 
because it is rewarding to do so; 
they have value in coping with prob- 
lems ; they satisfy certain needs. 


Provide Outlets 


Many attitudes are held because 
they enable us to believe what we 
want to believe attitudes may 


also provide outlets for feelings of 
hostility and aggression. If you are 
frustrated or angered by someone, 
it is useful to believe that the person 
is probably bad. 

Furthermore, attitudes serve to 

simplify and economize our actions, 
they release us from having to evalu- 
ate individual cases. Finally, atti- 
tudes are gratifying in that they may 
explain situations which do not ex- 
plain themselves. 
4. Try to clarify ambiguous situa- 
tions. will be more 
readily accepted if it gives meaning 
to situations which do not explain 
themselves. 


Your message 


Packaged Solutions 


Many issues with which we must 
deal are not susceptible to direct 
examination and the gathering of 
explanatory facts. Occasionally, for 
some reason, we feel that our tradi 
tional way of viewing an issue is no 
longer valid. Under these circum 
stances we become receptive to pack 
aged solutions and explanations from 
other sources. The 


salesman with 
the most satisfying i 


package is in 
the best position to make the sale 
5. Be sure you are viewed as a cred 
ible source. Your audience’s image 
of you has an important effect upon 
the acceptance of your message. You 
must be viewed both as an expert on 
the issue and as trustworthy. 

Your credibility depends largely 
on (a) whether your audience be 
lieves you are capable of making 
valid statements on the issue, and 
(b) whether your intentions can be 
relied upon. Thus it is often neces- 
sary to engage first in a preliminary 
campaign to establish your credibil- 
ity. 

But bear in mind that merely giv- 
ing the facts or the truth is not 
enough to establish credibility. What 
is real is what people define as real; 
a fact, regardless of its actual truth 
or falsity, must be viewed as true by 
your audience. In general, people 
will accept as true those assertions 
which fit their preconceived notions, 
or which can and will be verified by 
them. 

6. Draw 
audiences. 


the conclusion for most 
While research on this 
point is still tentative, there is reason 
to believe this principle holds espe- 
cially when your audience is less 
" (Continued on 


next paqe) 
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In the world of today, when it is 
customary to shout one’s wares 
from the highest rooftops in the 
loudest voices, we would like to 
state (with quiet confidence) the fol- 


lowing facts about Fire Association. 


Experience Factor (140 years) 
Unquestioned Financial Strength 
Ability to Write Sizable Lines 
Well Trained Field Force 


Complete Claims Facilities 


If the above facts make insurance- 
sense to you, they may also explain 
why 25% of our agents have been 


with us 25 years, or longer. 


Fzre Association 
Insurance Group 


INSURANCE COMPANIES OF PHILADELPHIA e FIRE ASSOCIATION 
@ RELIANCE 
@ EUREKA 








Pointers on Persuasion—Continued 


intelligent or not deeply interested 
in the topic. On the other hand, if 
the audience is suspicious of your 
intentions, it appears better not to 
spell out your conclusion explicitly. 
7. Sometimes it’s better to give both 
sides. You should include arguments 
opposed to the position that you rec- 
ommend if your message is directed 
to better educated people or those 
who initially oppose your stand. 
This two-sided approach is also bet- 
ter if your audience is subsequently 
exposed to counterarguments. 
However, if you are attempting to 
reinforce attitudes which are already 
leaning in your favor, the two-sided 
argument may raise doubts. One 
caution: If the two-sided approach 
is used, you must be sure to include 
all important negative arguments 
which are likely to occur to your 


| audience, Otherwise your intentions 


appear suspicious and your message 
tends to lose its authenticity. 

8S. Refute arguments against you 1f 
you can do so convincingly. Other- 
wise it is better to leave the opposing 
argument unrefuted and follow it im 
mediately with an undeniably posi- 
tive argument in your favor. Un 
refuted arguments handled in: this 
way should be placed relatively early 
in your message. Highly convincing 
refutations are most effective when 
coming late. 

9. Help discount attacks on you 
position by anticipating them. If 
there are weaknesses in your position 
which an opponent may later use 
against you, you must let your au 
dience anticipate these attacks and 
give them a basis for discounting 
them. 

10. Use “opinion leaders.” The 
major impact of your message comes 
not from direct exposure, but as 
relayed informally through intermed- 
iaries called opinion leaders. 

Opinion leaders are persons who 
are especially interested in the issues 
you talk about and thus expose them 
selves to messages about these issues. 
They then pass on what they learn 
to other people. 

Most of the time they will do much 
more than simply relay ; they also in- 
fluence. In this way they supplement 
your message, either by reinforcing 
or nullifying it. 


Condensed from ‘“Nation’s Business,” 1615 
H. St., N.W., Washington, D. C. 
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A piers OF SUCCESSFUL SELLING IDEAS 


LUNG, PARADE 


Danger or Opportunity? 


ONE OF MY FRIENDS, who learned 
the Chinese language as an informa- 


tion World War II 


fascinating as a 


during 

still 
pointed out something inter- 
which he thought 


officer 
and tinds it 
hobby, 
esting salesmen 
could use. 
he told me, “‘write 
with charac- 
these ‘danger’ 
and the other means ‘opportunity.’ 
“Tt depends on which thought you 
bring to 


“The Chinese,” 
two 


the word Crisis, 


ters. One of means 


bear how you react to a 
crisis when it comes up in your life. 
and in this 
you shy away from it, avoid it. 
Or it could opportunity, in 
which case you grasp it and make 


the most of it. Do you see how this 


It could mean danger, 
case 


mean 


salesmen to whom 
you write each month, about whom 
you write so much?” 

[ said | did 


the point, 


applies to those 


| think you will see 
too, 

One sales manager friend tells his 
men: “Be glad you have problems 
in your life. They’re what earn you 
most of your money. A salesman 
with no crises, earns little money; a 
faces both 


salesman who 


lot.” 


earns a 


When You Need A Lift 


WHENEVER THE SALESMEN Of a cer- 
tain organization | know get down 
in the dumps, as salesmen are al- 
ways doing, their un- 
man, not 
I am going to 
Here 
questions 


boss, a wise, 


derstanding says: “] 


going to talk to you. 


am 


ask you to talk to yourself. 
take this and answer the 
it asks.”’ 

The 
and reads these 
earning all the 
Am I grooming my- 


“This” is a questionnaire. 
takes it 
Am | 


money | want? 


salesman 
questions : 
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{RECUSTEREO? 


self for an — = later ? 
Do | talk and think < 
after hours ? 

Am | 


(One 


bout my job 
Number 
\m | taking 
[ try 
about it every day? 


striving to be the 
man on the force ? 
my job seriously enough? Am 
ing to learn more 
Am I constantly 
trying to improve 
day? Am | 


takes a 


and consciously 


myself every 
firm 


sood 
~ 


about 


aware that my 


sincere interest in a 
Am I reading enough 
salesmanship ? 


man ? 
Do I deserve to suc 
ceed ? 

Usually | 
evening with that questionnaire 
found all the lift he | 


when a man spends an 


1 
nes 


needed 


The Penalty of Leadership 


HE WENT INTO 
year 


THE BUSINESS a 


ago. Because he is talented, 
because he is willing to pay the suc- 
price of 
study, he 
bay tree. 
And now he is being talked about, 
sniped at by envious salesmen of his 
and other 
mean and snide 
him and his success. 
And word of this 
drifted back to his ears and he 
happy and he brought the tl 
me and asked my advice. 
“It’s the natural 
the world, what is hi: 
I told him. paying 
the price, the penalty of leadership.” 


cess work, 


applicati mn, 


has thrived like the green 


finding 
about 


firms, who are 


things to say 


attack has 
is un 
ing to 
most thing in 
ippening to 
you,’ “You are 

I explained that whenever anyone 
raises his head above the 
level, 


common 

envious 
their 
anyone 


snipers set to work; 


who can’t achieve in 
right 
from achieving 

“Whether the leadership be vested 
in a man or in a product 
and envy are 


art, in literature, in 


pet yple 


own and would keep 


else 


, emulation 
ever at work... In 


music, in in- 


by Chas. B. Roth 


dustry, 


ment are 
vard is 
cogil 
traction, wrote 
F. MacManus 1 
a brilliant essay call 
of leadership.” 
MacManus 
against the Ameri 
tler, 


against 


itod 
Cited 


against the mu 
Fulton wil 
ste amshi Ip. 

“The leader is assai 
ider, and the 
merely added 

‘ailing to 


idership. | 


the follower seeks 


to aeprecia 


] 


and to destroy but only 


more the 
he strives to st 
MacManus. 
‘The only way you can avoid | 
ing talked 
remain 


conhrm 
once superior 7 
which 


cluded 


ipplant, 


about 

mediocre, } . 

| told the young salesman 

‘And you don’t want that 
“Certainly not.” 


“Then go ahead 


success, 


P do vou?” 


are. You are doing all right.” 








HE’S ALMOST CERTAIN TO SEE 
NEW YORK LIFE ADVERTISING! 


People in every age bracket, on every social and 
economic level are exposed to New York Life’s 
power-packed advertising program throughout 
the year. 


A continuous schedule of hard-working ads in 
national media appears before more than three- 
quarters of a billion readers annually! This in- 
cludes ads in magazines like Life, Look, Saturday 
Evening Post, Ladies’ Home Journal, Better 
Homes and Gardens, Time and Sunday Magazine 
Sections—to mention just a few. 


New York Life’s saturation advertising program 
is a vital factor in telling insurance prospects 
about the Company’s complete line of insurance 
products. It helps pre-sell your clients on buying 
New York Life policies from you! 








LOOK FOR SALES-STIMULATING 
NEW YORK LIFE ADS LIKE THESE... 











Brokerage Division 


, syle New York Life 


Insurance Company 


Life Insurance * Group Insurance * Accident & Sickness Insurance + Employee Pension Plans 





where theres life! 


IRA Db. KEITER, 


USINESS INTERRUPTION” insur- 
|; is a type of coverage we all 
agree should be carried by our pol- 
icy holders and ourselves. We nat- 
urally think in terms of business 
interruption by reason of sustain- 
ing a loss to property, be it a fire 
loss, a loss covered under extended 
coverage, or under a boiler and 
policy. Admittedly a 
severe loss can be sustained by such 


machinery 


damage to physical property, with 
the resulting loss of profit. 


Even More Serious 


However, consider these interest- 
ing facts: 
The danger of a business being dis- 
rupted, sustaining serious 
losses, by reason of the death of a 
key executive or valued employee 
is fourteen times as great 
danger of a fire loss—at the execu- 
tive’s or key employee's age 45. 
It is seventeen times as great at age 
50. 
It is twenty-three times as great at 
age 55. 

While the great majority of build- 
ings never burn, and the bulk of in- 
sured goods is never damaged by 
fire, about one out of every three 
men dies in the working period of 
life, with a consequent loss to his 


and 


as the 


business. 

“Judged by the number of times it 
happens, within the working period 
of life, and within a given total of 
risks, the striking power of death is 
thirty times as great as the striking 
power of fire,” says Dr. Huebner. 

Losses suffered by reason of the 
management assets 
(key men and /or valued employees ) 
are likely to be far more permanent 
and disastrous in their effect. 

A plant destroyed by fire can be 
rebuilt. The new building will be 
an improvement over the old one, 
more efficient, more sound, and will 
represent the latest in engineering 
developments. By being more use- 
ful, the new building is thereby 


destruction of 
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Broker 


more valuable than the old building 

This would not be 
a replacement for a deceased key 
Experience and time will be 
needed before he the 
valuable asset to the business which 


the case with 


man, 


can become 


the key man, with his experience 


and training was. 

All 
cover themselves against the loss of 
their physical assets and they should 
be just as particular about insur- 
ing the far more important “human 
in the business. 

Life insurance cannot replace the 
mind which has been lost to the busi- 
but—life 
business 


businesses, in most. cases, 


assets” 


ness, when death strikes 
insurance the 
for the ‘“‘cash value” of the services 
that will be lost those 
human values can be measured. 


indemnifies 
insofar as 


Now, it might be said that though 
the chances of death of a key man 
are greater than damage to physical 
property, the reason the physical 
damage must be carried is because of 
the bank’s interest, mortgagewise. 

Consider the bank’s interest and 
attitude toward which 
through carrying key man insurance 
provides cash for the following: 

1. To keep the business running. 
2. To assure the creditors their 
loans are safe. 

3. To assure the customers that the 
business will continue operation. 


business 


4. To cover the mistakes and errors 
that the successor will 
make until he learns the things the 
deceased knew from experience. 


deceased’s 


5. To cover the losses involved in 
a less capable successor’s mistaken 
decisions. 

6. To cover the special expense of 
finding, securing and training a new 
man to take the deceased’s place. 
much interested in 
a loan to a business taking 


How more 
making 
these additional precautions, a bank 
would be, is quite apparent 
However, with no such insurance 
to offset the loss of a key man, there 
may be a serious interruption in the 


1872 Western Ave. 


Albany, N. Y. 


How of business profits when the key 


business inter 


death, 


man dies—actually 


ruption by reason of rather 
than fire. 

Insureds are more prone to think 
of business interruption by fire and 
other hazards than they are, the 
equally important hazard, namely, 
business interruption by death. 

Ask all of your current “business 
interruption” clients and prospects, 
“Suppose I could add an endorse 
ment to this policy to provide that 
in the event of business interruption 
the death of 
you would continue 


by one more hazard 
a key employee 
to receive your profit as well as 
cash to hire another qualified key 
man, would you be interested ? 

As with all previous ideas dis- 
cussed in this column, what’s good 
for our policyholders is good for 
us. Have you considered this idea 
as a means of “continuing your own 
agency” ? 


GREAT SALES VEHICLE 
SELLING LIFE INSURANCE through 
general lines men provides one of the 
greatest sales vehicles in the busi- 
ness, John Weaver, executive vice 
president for United States Life, 
told the Life \gency 
Management Association’s Agency 
Conference in Chicago. 

He listed many “advantages en- 
joyed by general insurance men” 
one of which he described as “the 
close personal relationship the gen- 
eral insurance man develops with 
his clients.” 

He suggested that life companies 
can add to the general insurance 
man’s portolio and “help him do a 
complete and even better job for 
his customers,” and added, “the big 
job in selling life insurance is find 


Insurance 


making friends with 

them and gaining their acceptance. 

The general insurance man in his 

community has already done this job 
so why not use him?” 


ing prospects, 
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sold 


‘anvass 


inds with Polieyholders 


BRUCE D. MARSHALL 
McLaurin Agency, Detroit 
Aetna Life 


CC Id 


somebody warms them 


until 
up. If 
ire and apply 
it properly we end up with a hot 
y hot prospects end 
up as policyholders 

Let us 


LLL PROSPECTS are 
we have the necessary 


1 
} 


prospect and on 


assume that we already 


have the necessary fire generated 
by faith in 
sion, and our ability. 


ourselves, our 


profes 
Our biggest 
hie prospects to 


ipplied. All 
on't heat up 


problem is finding t 
whom this 
the fire 


the on the receiv- 


how to put 
this heat to work the 


number of prospects in the 


greatest 
shortest 
possible time This is 1 essary be 
cause there are prospects 


whom we just 


can t wart Ip 


These 


we must pass over and go on to 


more receptive people 
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Many of us operate on a referred 
Even 
these prospects are cold until we 
apply the heat. However, many life 
underwriters feel that such prospects 
“heat up” more rapidly than all 
others. This may be true—but re- 
liance on this type of operation im- 
mediately limits our market, and 
certainly the market for our prod- 
uct and services should be unlimited. 

In almost any other line of selling 
the accepted 


lead plan or social contacts. 


procedure has been 
rather generally established. A mar- 
ket survey is made 
noted 


likely prospects 
and then a trained salesman 
sets out to call on all the prospects 
he can. He doesn’t often wait for 
an introduction to the purchasing 
agent or a luncheon date with the 
president. True 
transacted in 


some business is 
this manner but the 
bulk of selling is accomplished by 
calling on all likely prospects and 
demonstrating the product to be 
sold. 

Why should we feel that such a 


procedure—cold canvass is be- 

















neath our dignity? Have we so lit- 
tle faith in ourselves and our prod 
uct that we must be bolstered up by 
someone else’s recommendations? 
This, no doubt, is not generally true. 
However, it appears to be true and 
others must gain such an impression. 
The old saw about the mouse trap 
may have been true once but today 
we have to show our mouse trap to 
people who have mice in the house. 
The best way to find those people is 
to ask. 

So it is in our line of selling. Ask- 
ing enough people who appear to 
have problems which we can solve 
with life insurance will uncover 
those who actually need it. Having 
established a prospect’s need, it is 
up to us to apply the fire of our en- 
thusiasm and knowledge to making 
this man a hot prospect and a policy- 
holder. 

The more people we see the more 
chances we have to apply our fire 
and after all, applying this fire is our 
job. Cold canvass is the quickest 
method of seeing the most people 
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in the shortest possible time. This 
tvpe of operation seems to frighten 
most life underwriters but after 
giving it a trial they will find that 
they can start a tremendous number 
of profitable fires in short order. 
Cold canvass operations fall into 
two main types. There are those 
who reply to direct mail. These have 
expressed interest and we can pro 
ceed with some knowledge of the 
prospect’s need. It is still a cold call. 
The other type is, simply, ringing 
doorbells. This doesn’t mean going 
up one side of a street and down the 
other, although there is much to be 
said for such a procedure. It means 
or a business 
facts 
no third party 
nothing but 


calling on a man 
about which you have 
but no introductions 
influence 


some 


service to 
otfer. 


Plan and Objective Necessary 


No procedure can be properly 
tested without a plan and an objec 
tive. Let us the 
types of this 


several 
field. 


First, divide your cold canvass op- 


consider 
operations in 


erations into two parts. One is the 
approach to emplove thrift, and se¢ 

ond, those to be approached for 
group, business insurance, or 
straight package sales such as mort 
retirement, 
family income. 


gage retirement, and 

The first group is best approached 
by means of direct mail. This plan 
has been followed by many life un 
derwriters and those who have been 


consistent 


have almost 


unanimously 


reported 
considerable success. 

The second type of sales usually 
is the result of ringing doorbells. 
for mortgage 
meant literally. 


prospects, this is 


New Areas A Good Start 


Pick either a new area of dwell 
ings or one about two years old. In 
the first group you make some quick 
easy In the latter, you find 
many people who have known about 
your plan but couldn't afford it be 
fore. They often are another un 
derwriter’s 


sales. 


prospects who aren't 
properly followed up. 
Having selected an 


from 


area, Start 
about 
o'clock in the afternoon. Don’t carry 
a_ briefcase 


house to house one 


only a 
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notebook. If 
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iH 2376-78 


MORE A&H 
SALES POWER 


FOR YOU 
with improved 


Check these new features on Major Medical: 
e Three deductible/maximum benefit combinations 
($300/$5,000, $500/$7,500, $1,000/$10,000) 
e No hospitalization requirement 
e Renewal premiums on level basis 


Read this in the MM Contract —“The Company will 
not terminate this Policy, by refusal to renew or by cancellation, 
solely on the basis of a change in the physical condition of any 
person after he became a Covered Person.” 

Also see the new hospital policies — new rates — improved benefits. 


Get the full story. Call your nearest Connecticut General office 
or write Connecticut General Life Insurance Company, Hartford. 


eS CONNECTICUT GENERAL 
L MM 2369-90 





you can get a list of all names in the 
area, that is helpful, but not neces- 
I am 
\etna Life 


wonder if 


sary. A good introduction is, “ 
John Underwriter of the 
Insurance company—! 
you and your husband have had an 
opportunity to see the modern life 
insurance plans available tod 
which would make it possible for 
this 
and clear of any mortgage 
in the 
not live to 


vou to remain in home—free 
payments 
husband did 


event your 


complete these pay 
ments ?” 

There are many answers to this 
in time you will learn how to meet 
every kind. In spite of the answer, 
work toward learning tl 
age of the husband, tl 
data, and explain you will draw up 
an illustration of a plan to fit their 
exact needs. 


1e name and 


norte: , 
le mortgage 


Two hours spent thus will usually 
result in from five to ten good pos- 
sibilities. a phone call 
for an appointment to 


Follow with 
make the 
presentation 

From group business a single re 
quest to see the owner is followed 


by the opening statement, “I am 


from the Aetna Life Insurance com 
pany. I stopped in to check on your 
group insurance Here 
again you will have many different 
Your ability 
carry 


coverage 


and ex 
into many 


receptions. 


perience can you 


profitable channels 


Many Sources 


For business life insurance pros 
pects, select an area of business lo 
cations and on each call ask to see 
the owner or manager. If you know 
it’s a partnership, 
the partners by 


ask for one of 
There 


sources where information as 


name are 
many 
to type of business, organization, and 
names of key people can be obtained 

Upon meeting the prospect, open 
with, “I am John Underwriter of the 
Aetna Life 
stopped today to ask if you and yout 
partner have thought about 
anything about 


Insurance company. | 
or done 
the problems which 
partnership in the 
death of one of the 


Here again the answers 


can arise in a 
event of the 
partners.” 


will surprise you and keep you on 








Cold Canvass 


vour toes. The prospects for busi 


limitless, and on 
learn to recognize 
signs as to what track to follow will 
depend the measure of your suc- 


ness are almost 


how well you 


cess 
The field of prospects in cold can- 


vass 1s almost limitless. Some of 


1 


vou will find one field 


another. 


best, others 
\ good record system will 
help not only in determining the 


best field for you, but also help you 


t 
in planning your work for each year 





ahead. “Two minutes a day will keep 
your record up to date. Two hours at 
the end of the year will tell you 
where the bulk of 
should be sought 


business 
how much each 
type paid you per call, and give you 
much of the information and a per- 
manent record for income tax pur- 


your 


poses. 

If you have any doubts as to 
whether or not this type of opera- 
tion pavs off let me quote you my 
last year’s figures for the type of 
operation I have outlined above. 
All results are from cold canvass. 


Why Only $10? 


Why only $10 of Monthly Disability Income? A 


man may need $12 or $15 or even $20 per $1,000 


of life insurance. 


He can now buy these amounts with Occidental’s 


broadened Income Disability rider which allows 


a man to provide as much as $20 monthly total 


disability income for each $1,000 of life insurance 


up to monthly total of $500. That's right —$200+ 


on a $10,000 policy. 


Available on most Term plans as well as Life and 


Endowment, the rider contains only a four-month 


waiting period. And, on many plans, it pays dis- 


ability income not just to age 65, but for life 


during total disability — reducing to half the orig- 


inal amount at age 60. 


This, we submit, is a disability income plan that 


helps replace income realistically. 


WE PAY AGENTS LIFETIME RENEWALS 


NY 
panct comPA 
ynst 


. . THEY LAST AS LONG AS YOU DO!" 


Calls 

Applications 

Volume 

Premium 

First year’s commissions 

Simple arithmetic will show that 
this averaged better than $4,000 per 
call. Set your income goal and make 
your calls accordingly. 

Cold canvass will give you the 
greatest possible opportunity to 
apply your fire to people so they may 
become hot prospects and_policy- 
holders. 


Aetna Life Aetna-izer. 


OWNERSHIP OF INSURANCE 


“Who owns America’s huge aggre- 
gate of life insurance” is clearly de- 
fined in a survey made by the In- 
stitute of Life Insurance and 
leased recently. The survey was 
made for the Institute by the Sur- 
vey Research Center at the Univer- 
sity of Michigan. It covers not only 
ownership relationships, but also 
consumer attitudes towards life in- 
surance at the start of last year. At 
that time there 115,000,000 
owners of life insurance in the 
United States, including fraternal, 
veteran, and all types. Of these, 
103,000,000 owned policies with the 
life insurance companies. 


re- 


were 


BILLIONAIRES 


THE UNITED PRESs has announced 
that there is a record total of eighty- 
one companies which are now in the 
$1,000,000,000 asset category. Since 
the end of World War II in 1945, 
the number of corporations in this 
category has nearly doubled. The 
largest is the Bell Telephone Sys- 
tem, with total assets of $16,206,751.- 
O00. A list of billionaire life insur- 
ance companies, with their assets 
follows: 
Company 
Metropolitan 
Prudential 
Equitable, } 
New York Life 
John Hancock 
Northwestern 
\etna Life 
Travelers 
Mutual of New York .... 
Massachusetts Mutual 
New England Life 
Mutual Benefit, N. 
Penn Mutual 
Connecticut General 
Connecticut Mutual 
Lincoln National 


Assets 

$14,785,074,561 
13,261,696,622 
8,472,819 242 
6,239,443 282 
4,896,933,943 
3,576,776,420 
3,070,224,147 
2,823,734,516 
2,520,909, 307 
1,989 227,453 
1,791 283,241 
1,680,335,444 
1,627 289,238 
1,608,284,838 
1,261,397, 943 
1,204,602,448 


Mutual 
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FLOYD L. RICE 


Warren, Pennsylvania 


INSURANCE MAN ever 


F AN 
| il to think about why he is 
in business, he would probably come 
up with many, many different rea- 


sons. He might feel that he likes 
being in business because by helping 
to provide an extremely vital serv- 
ice to the public he is doing some- 
thing truly constructive. But, if he 
were to be honest with himself, the 
real reason he, as everyone, is 
in business is to make a profit. Insur- 
ance men pay taxes like everybody 
else. On that basis alone, they are 
removed from the non-profit cate- 
gory. 

It is impossible to conduct any 
business without incurring legiti- 
mate expenses, but on the average 
insurance agents are making only 
two cents profit on 
dollar that we take in. 
time, most other 
making at least anywhere from 
three to five cents on every dollar 
of net sales. For every $100,000 in 
net insurance premiums sold, we are 
making exactly $2,000 profit. 
Taking into consideration the fact 
that it usually takes approximately 
1,300 customers to make that $100,- 
000 in sales, it would only be a 
$1.50 profit on each customer. If 


every sales 
At the same 


businesses are 
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Or 


we were instead making four cents 
on ever\ dollar, we would be earn- 
ing $3 profit on each one of our 
customers ; six cents on every dollar, 
$4.50 on each customer. 

The agent provides the proper 
protection for either or both, the 
property owned and the liability im- 
posed by law, on every one of his 
customers. At the time the policy 
is placed, it is up to him to make 
absolutely certain that the insurance 
is written with not only a reliable 
company, but a financially strong 
company, which he knows will come 
through at the time of loss. He 
assists his clients in every way 
humanly possible to ease their fi- 
nancial stress at the time of catas- 
trophe. In many, many instances, 
he is the difference between survival 
and disaster for the client. The 
clients shift almost all of the burden 
of worry to their agent. Quite de- 
manding isn’t it? Especially so if 
he is being compensated on the 
average to the extent of a $1.50 
per customer. The speak 
for themselves 


figures 


Many agents who participated in 
the latest Agency Cost Survey, con- 
ducted by a former agency manage- 
ment committee of the National 
Association of Insurance Agents, 
were surprised to find that they 
were actually losing from five to 


fifteen cents on every customer. 
These same agents for many years 
suffered from the illusion that they 
were making a profit. Some of 
them even thought that they were 
making a handsome profit. To a 
certain extent they were. But there 
was only one catch: They were 
making a profit without allowing 
themselves a proper allocation for 
salary. The agent’s time and efforts 
are worth something. One thing is 
absolutely certain; if for some rea- 
son or other he were unable to con- 
tinue his services due to temporary 
illness or what have you, he would 
have to pay a capable person at 
least $100 a the 
average Without allowing 
provision for proprietor’s salary, it 
would be foolish to think that excess 


week to manage 


agency. 


income over expenses was all profit. 
If that were the case, and if he ended 
up the $10 surplus after all expenses 
had been paid, it would appear that 
he made a profit of $10. This would 
be true, if it didn’t cost anything to 
live. Does it not make sense that 
the agent should pay himself a sal- 
ary, whether it be allocated at the 
beginning or at the end of the fiscal 
year? 
Back in 1949, in a _ nationwide 
cost survey, it was found that the 
average insurance agency had earned 


(Continued on the next paae) 
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every S100, 
Sour Vvears 
net profit 
as one 
S100 net 
here was 
net pre 
mual basis. 
dilemma. 


“hee 
\iore 


pre 
more dollars of 
a generally 
comparatively 
the 
index, 


good, at 


agency 


public, 


interesting 
compiled by 
which were 
entitled, 
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JOSEPH FROGGATT & CO., INC. 
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14 Trinity Place, New York 6, N. Y. 

WHitehall 4-7440 


Wolfe, Corcoran & Linder 


Consulting Actuaries 
Pension Consultants 











116 John Street, New York, N. Y. 








WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Pension Consultants 


200 West 57th St 
NEW YORK 19, N. Y 


417 South Hill St. 
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& DAVIS 


PENSION CONSULTANTS 
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55 BROADWAY 
NEW YORK 6 
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EXHIBIT "A" 


Medium net profit per $100 


lout 


Clothing, mens and boys 
Department stores 

l-urniture 

furniture installment 

Lumber and building materials 
Shoes 

Women's specialty shops 

Phe average insurance agency, 


1949 





Thi 
val ‘ stated : 
“The operation of a successful in 


\ recent article in American 


lgency Bulletin, 
surance agency today depends more 
than ever before upon the manner 
in which we are preparing for to- 


morrow, Likewise, the best way to 


prepare successfully for tomorrow 
is to conduct our business efficiently 


today. 


Detail Wor 


“Some agents are not operating 


efficiently enough today to even 
This can be 
attributed directly to the fact that 
fallen victim to 
that costly anathema of unnecessary 
detail 
getting out in 
they should be, acquiring 
business and their 
accounts, they confine themselves to 
their office 


think about tomorrow. 


these agents have 
work. In 
the field 


and unproductive 
stead of 
where 
new servicing 
and play the role of an 
underwriter lost in detail. 

“The agent should find it neces 
sary to sit at his desk only to: 
1) prepare insurance proposals and 
secure quotations ; 


) 


2) process the expeditious settle 


ment of claims; 


3) study new as well as old cover 


acquire a working knowledge 
and the sales value of his manuals; 
and 
5) check the mail 
rates and coverages. 
very 


for changes in 
single other duty involved 
in the functioning of an insurance 
should be delegated to a 
lf all 


a pe sitive course, 


agence) 
statf employee. 
to follow 
thinking only of sales and _ service, 
the fear of 
tition from direct 
negligible. 


agents were 


such 
such things as compe 
writers would be 


Net sales of retailing businesses : 
Year 
1947-51 


vetage ‘our Year Average 
\verag | \ \vera; 
1951-54 
$.59 
3.41 
5.28 
5.19 
43 


| 
> 67 
. 
). 


wa ww bo YW 


to 


) 
/ 


4 


Nh 
wr 


net pront: 


3.00 


- 
a 





“Let's take the bull by the horns. 
You know the old saying that the 
best defense is a good offense. Let’s 
emerge from this dusty detail work 
and expose ourselves afresh to the 
public. [Let's 
cumbersome 


divest ourselves of 


duties; delegate 


these routine tasks; 


these 
and relinquish 
some of our authority. To do this, 
we must make a reappraisal of the 
We 


our employees but our- 


entire situation. must educate 
not only 


selves as well. 

“How do we get from under this 
blanket of detail We must 
determine where the snags are be- 
But 
how do we go about locating them ? 
will 


work ? 
fore we can do anything else. 
Read the following and you 
see how simple it actually 1s. 
“Everything we do in life and 
the we do it, 1s measured ac- 
cording to either a = standard of 
averages or a standard of 
Prices and wages are based 
the 


Way 


prece- 
dence. 
upon cost of living; economic 
progress upon the standard of liv- 
our «Het upon the medical 


standard of weights and measure- 


ing ; 


and 
standards of 


our conduct, business 
upon the 
Our entire 


ments ; 
personal, 
etiquette, economy is 
standards. This 
applies to the insurance industry as 
well, For example, the basic rate 
structure in fire insurance is pred- 
icated upon the standard risk of a 
particular class located in a partic- 
ular vicinity. Why? Simply 
cause it provides a scientific basis 
from which proper may be 
promulgated, Any deviations above 
or below the standard, indicate that 
the risk is either inferior or superior 
to the standard, and should be so 
reflected as a higher or lower rate. 


based upon such 


be- 


rates 


So too, can the efficiency of an in 
surance agency be measured.” 
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The purpose of the nation-wide PSO a 
agency cost surveys was to furnish ~ jhe = e 
agents with a tape measure or a + | | | Ss 
standard from which the profitabil- ~ sae Seed 


ity of individual agencies could be 


— ee * 
gauged. The agencies participating | = 
in these surveys reflected a true | 


proportion of the various size 





agencies. For example, it was 
found that 59% of all agencies 
throughout the nation wrote $100,- | 
000 or less in premium volume an- | 
nually. Therefore, 59% of the agen- | 
cies taking part in the study were | 
of that same category. This sur- | 
vey was conducted primarily for 
functional use. The only way the} 
true value of this project can be| 
appreciated is to have each member | 


INLAND MARINE 


@ Of course you're aware of the profit potential for you in the 
personal Inland Marine field. But do you realize its extent? 


agency prepare and compare his @ For example, if you'll pardon the romantic thought—and after all, 
own survey. it is June!—there’s the all-risk Wedding Presents policy. 

This really can be done quite 
simply, using just five steps in all. | 
The first step is the preparation of @ Alert agents recognize that a Wedding Presents policy can (1) open 
a profit and loss statement, the sec up an entirely new account and (2) lead to further, larger, vastly 
ond, a report of income by line of more profitable business from the same policyholder later on. 
insurance, the third, determining the 
average premium and commission 
per policy by line of insurance, the | @ Among the related coverages are: (1) Jewelry; (2) Furs: (3) Per- 
fourth, a report of expenses by line sonal Property Floater; (4) Golfers’ Equipment; (5) Cameras and 
of insurance, and the fifth, ascertain- Projection Machines; (6) Boats and Outboard Motors: (7) Guns: 
ing the profitability per line of in- (8) Silverware. All these are written under the Inland Marine 
surance, of each policy written. form and protect the assured on a broad, multi-risk basis not 

Once this is done, what can the available under any other policy. 
agent expect it to do for him? To} 
quote once again from the Bul-| 
letin: As you know, too, these coverages can be sold individually or 
“Now that you have included a/| in any desired combination. 
salary for yourself and each other | 
agency principal under administra- | ee ae eae - 
tive expenses as we suggested, your | ‘ " insurance a viser 0 young couples through offering 

the Wedding Presents Floater, and you'll be in a favorable posi- 


profit is undoubtedly smaller than | : , ; . 
: tion to share in all their future insurance plans. 


you thought it was. You might even | 
find that you operated at a loss. So, | 
stop and think for a moment. | 
Many agents spend too much of] PLM OFFERS YOU: 
their time in the office doing nothing | 
i. ae ae A specially constituted, sa ead Inland Marine underwriting 
or a policy checker the same salary | department with the experience se serve you expertly. We 
as their own. Analyze your own cordially invite you to call on us for advice in selling this 
dhiation Ti set cel le ww ovet- coverage and for specific help in “tailoring” policies to suit 
burdened with detail work that you your prospects’ needs. PLM has just produced a most unusual 
have to help them, it could mean folder, for example, on the Jewelry and Fur Floater, which 
that much of these details should be agents are finding serviceable in soliciting this highly profit- 
eliminated and that a simpler sys- 
tem should be devised. Your place, 
remember, is outside the office. 
“You might find that your office 
salaries are larger or smaller than 


| 
the aps tg psn, Writing FIRE and ALLIED LINES 
- i i — » Ie > | 
mean two things. If they are larger, | “In the birthplace of American Mutual Insurance” 
it might be attributable to writing | 


too many small policies, that your PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY e PLM Building @ Phila. 7, Pa. 


able business. You are invited to send for a sample copy. 


(Continued on the next page) Branch Offices in New York, Los Angeles, Charlotte, N.C 
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Loss or Profit 

ottice system is sluggis] rr that you 
are systematized to such an extent, 
that 
your 


you are over-systematized. If 


office salaries are smaller, it 


could mean that you are performing 
many of the details yourself, seem- 


ingly cutting overhead, but actually 


losing out on sales 
“You night fi that vou're not 
making as certain 


mucl rofit on 


lines of insurance as you thought, 


and that you are making more than 


this is 
true, perhaps you should concen 


you thought on others. If 


trate your sales efforts on the more 
profitable lines. Or, perhaps you 
should try to develop larger average 
premiums in those less profitable 
lines. 
The 


writes less than two thousand pol- 


average insurance agency 
icies annually. If you divide this by 
two hundred sixty working days in 
the year (based upon a_ five-day 
will see that than 


eight policies are handled each day 


week), you less 
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IN 
FACILITIES — 


SUPERIOR 
SERVICE and PROTECTION 
for your POLICYHOLDERS 


T0970) SERIE Cd aa 


HOME OFFICE 


DALLAS, TEXAS 


E. T. EARNEST, President 


in the average agency. This being 
the case, it does not seem as though 
should be too 
with work, It might in 
terest you to know that these two 
thousand policies represented ap 
proximately $135,000 in annual pre 
miums. 

“You might find that your sales 
and service expenses are lower than 


staffs 
bur« lened 


agency over- 


the national average. Perhaps you 
are not spending enough money on 
But always re 
member that the best promotion ts 


sales promotion, 


between the 
and the prospect.” 

In addition to these possibilities, 
there may be 


the personal contact 
agent 
one very important 
underlying factor not readily recog- 
mized and not quite so apparent. 
Most agents have failed to acquire 
the habit of account selling. As 
stated recently by A. H. Criddle of 
Philadelphia in an address before 
the University of Mississippi's In- 
stitute of Insurance, account selling 
could very well be the solution to 
the serious and inevitable problem 
of the growing agency, namely: de- 
creasing profit and increasing ex- 
pense. It will be found in 
studies that on small lines of insur- 
ance, 


most 


break 
even on their costs of processing 
and handling. Yet, they can’t just 
be throwing them away 
too many of them. Besides, the 
agents have a moral obligation to 
attempt to place every insurable line 
of business requested by the public. 


agents very seldom 


there are 


Yet, these small policies are not 
paying their freight. They are being 
supported by the larger lines written 
in the agency. This is an unhealthy 
situation in any Yet, it 
exists in almost every one. 


agency. 


Can Be Developed 


Mr. Criddle, as well as many 
other prominent authorities, suggest 
that the answer to this problem of 
unprofitable small business is ac- 
count selling and development, The 
are that with con- 
centrated effort, every one of these 
accounts could 


chances some 
be developed far 
beyond the point that had been con- 
sidered to be their maximum po- 
tential. 

The this account 
sales and development program is 


first step in 


to ascertain the break-even point 


of the average account. Anything 
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below or above that figure would 
represent either loss or profit, The 
first category would of course re 
quire immediate attention, Every 
possible effort should be made to 
convert each losing proposition to 
one of profit. Later efforts could be 
devoted to developing those accounts 
already making money but whose 
potential has not yet been realized. 

lf the agent explains to his in 
sureds, both present and newly ac- 
quired, that general insurance is a 
single problem, not a series of un- 
related problems, he will encounter 
little difficulty in the full develop 
ment of the account as it concerns 
his agency. To obtain proper serv- 
ice, it is important to the client that 
one qualified agency be given all his 
business and the responsibility for 
insurance service. Such a plan will 
achieve coordination of his protec- 
tion and make him a more valued 
client. If the agent determines 
that even with the full development 
of the account, he would. still be 
losing money, he might want to ad- 
vise his client that it would be to 
his (the client’s) advantage to take 
all of his business to one of his 
other agents. This is a decision the 
agent alone has to make. Such a 
display of sincerity could only serve 
to enhance the public relations of 
the agent. 


INSURANCE CONFERENCE 


THE PROPOSED CONSOLIDATION of 
the Interbureau Insurance Advisory 
Group and the Multiple Peril In- 
surance Rating Organization was ap- 
proved by the memberships of both 
organizations and became effective 
on May 1, 1957. The proposed name 
of the new organization is ‘Multi- 
Peril Insurance Conference.” It is 
intended that the new organization 
will choose a new executive com- 
mittee elected by the combined mem- 
bership and that H. F. Perlet will 
be the general manager. The new 
organization will assume jurisdiction 
over the main types of presently 
known multiple line policies and 
these will be continued in essentially 
their present form for the time being. 
(ne of the principal objectives ot 
the new organization will be to 
develop the best single form of mul- 
tiple line policy for the dwelling and 
manufacturing classes. 
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RISK ANALYSIS to non-resident military personnel, 
requirements for an investigation fee 
or deposit premium, when the policy 

\ REVISED single-page chart analysis must be issued, surcharges, period 
of automobile assigned risk plans — of assignment, and unusual features. 
now in effect in all of the United) <A list of names and addresses of 
States and Hawaii has just been managers of various plans is in- 
published and is ready for distribu- cluded. 

tion through the Association of Cas The price of the chart is 15¢. 
Copies may be obtained from Editor, 
revised analysis contains eleven) Law Publications, 
headings including such information 


ualty and Surety Companies. The 
\ssociation of 
Casualty and Surety Companies, 60 
as classes or risks, plans available John Street, New York 38, N. Y. 
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The 
TRI-STATE GROUP 


Farmers and Merchants 
Insurance Company 


All 
MULTIPLE LINE 


Experienced Underwriting 
Prompt Claims H andlin g 


Special Engineering Service 


Home Offices 
Tri-State Insurance Building 


Tulsa, Oklahoma 





Offering the 
fullest facilities 
for virtually 
every fire and 
casualty insurance 
need, 


The 
TRI-STATE GROUP 


is licensed to 
operate in the 
following twenty- 


one states: 


ALABAMA 
ARKANSAS 
COLORADO 
FLORIDA 
IDAHO 
INDIANA 
IOWA 
KANSAS 
LOUISIANA 
MINNESOTA 
MISSISSIPPI 
MISSOURI 
MONTANA 
NEBRASKA 
NEW MEXICO 
NORTH DAKOTA 
OKLAHOMA 
SOUTH DAKOTA 
TEXAS 
UTAH 
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THE HIGH ROAD 


VICTOR T. EHRE 
President 
Buffalo Insurance Company 


HEN OUR COMPANY decided 
to enter the casualty field, it 


wanted the answers to a lot of ques- 


tions. It decided to get those 
answers by means of a searching 
questionnaire to existing and pro- 
spective agents. 

With so much emphasis upon the 
competition of independent rate fil- 
direct writing and 
agents one of the first questions in 
the survey necessarily had to do 
with price. 80% of the agents said 
that they needed a competitive price 
factor in order to compete success- 
fully with specialty companies. They 
didn’t say they needed the same 
price,—but a competitive one. We 
then tried to define a “competitive 
price’and learned that 74.4% of all 
agents completing the questionnaire 
felt that they could compete success- 
fully providing the price advantage 
of the captive agent or direct writer 
was 10% or less. 


ings, captive 


In the simplest possible terms, 
we then conceded that 
two fundamental courses by which 
we could enter the casualty busi- 
ness and hope to achieve competi- 
tive pricing of the product. 


there were 


For June, 1957 


1. We could take the low road. We 
could follow the course adopted by 
the direct 
tors. Thereby we would subscribe 
to the handwritten initial policy, file 
a continuous policy form, set up a 


writers and their imita- 


direct billing procedure and adopt 
all possible measures which would 
bypass the servicing responsibility 
of the agent and restrict him to his 
that 


away 


sales responsibility. In short, 
would take 


from the agent, reduce his commis 


course functions 
sions proportionately and pass that 
the 
There are those who feel that such 


savings on to policyholder. 
a course represents a disease which 
is potentially 
the American Agency System than 
all the direct writers and captive 
agents put together. But nonethe- 


more destructive to 


less such a course has its adherents 
even among the subscribers to the 
\merican Agency System. 

2. Then there is the “High Road.” 
The results of our survey and what 
our agents backed up with premium 
volume commitments persuaded us 
another course, which we 
“The Buffalo Plan.” 
That is, “To establish our facilities 
platform of 
transfer to the agent as many func- 
tions and the 
agent could or would accept; To 


to take 


have called 


service; To 


on the 


responsibilities as 


give him every opportunity to justify 
and merit full and adequate commis 
sions. If the agent’s performance 
of these functions produces a sav 
ings to the company, to pass that 
savings on to the policyholder.” 
While it may be argued that there 
may be some small cost advantage 
in mass processing by the company 
and 


of underwriting, collections 


claims,—the final cost to the public 
will be about the same whether the 
services are performed by the agent 
or by the company,—providing du 
plication of effort and responsibility 
are eliminated. 

Next we made an extensive and 
careful study of all services, func 
tions and responsibilities of expense 
which were borne by the company, 
the agent or both. 
was to determine 
could be ceded to the agent so as to 


Our objective 
which of them 
produce a net savings in the cost 
of the national product. 

l. Policy writing—We this 
question, “In the interest of speed, 
and should the 
agent assume more policy writing 
duties 7" 79% of the agents realized 
that as an convenience and 
economy it is more advantageous to 
type up one of the new carbonized, 
simplified policies than it is for 


asked 


accuracy economy 


agency 


(Continued on the next page 
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them to go through all the mechan 
ics of making up the application, 
lishing a pending file, iti 

} 


estab awaiting 


mnmediate delivery adds stature and 

prestige. 
Our 

tionally 


tradi 
Not 


so with the casualty business. Our 


fire were all 


agents 


policywriting agents. 


hensive personal liability policies and 
about 10% of the started 
writing burglary and plate glass too 
That doesn't 
Many of the agents were unfamiliar 


agents 


mean it’s been easy 


receipt of the policy, checking the problem was to get them to write with casualty policywriting proce 
this dures and forms. We often thought 
moment 77% of our casualty agents we might have been better off to 
have accepted auto policy writing have written all of the policies in 
the agents our company offices from the begin- 
also wanted to write their compre- 


policy when it arrives and perhaps 
going all through the 


again if the policy 1s_ not 


the basic casualty policies. At 
procedure 
right. 
Then, too, they recognized that the responsibility, 25% of 
ability to write policies and make ning, because certainly agency pol- 
icywriting had its 
However, the performance 
is improving, And as our educa- 
tional processes go on, we have high 
that policywriting by the 
agent is going to work out in the 
best interests and in the economy of 


has share ot 


€rrors. 


hoy eS 


all concerned. 
2. Claims—We asked our 
whether they should accept more loss 
settlement responsibility and author- 
itv. 84% of the agents said that on 
small first party claims it is far less 
costly for them to handle the proof 
of loss and make out a draft than it 
is for them to transmit the details 
to the company by correspondence 
and maintain an open file until the 
matter is concluded. 
nized that the public is greatly im- 
pressed by the agent who can draw 
a settlement draft for the companies 
and settle the small the 
spot. Those agents who enjoy con- 
tingent commission contracts were 
particularly happy with the close 
control and supervision it would 
give them over the small losses. 


agents 


Comprehensive Liability Policy 


We undoubtedly are in a “Claims” conscious period. 
The number and wide variety of liability damage 
suits have increased greatly. There is only one 
answer—individuals and business concerns, of ne- 
cessity, must protect themselves more adequately 
through insurance. 

The Comprehensive Liability Policy is one of 
the most modern and broad liability policies for 
protection against this peril. It is a package policy 
which consolidates in a single contract, protection 
against legal liability for Bodily Injury and Prop- 
erty Damage caused by accidents arising from 
Premises, Business operations, Elevators, Products, 
Contractual obligations, Operations of independent 
contractors, Teams, Automobiles—owned, hired and 
non-owned, and even Unknown Hazards. 

New exposures are automatically insured for 
the full amount of the policy; for example, newly 
acquired property, buildings or automobiles; new 
manufacturing operations or enterprises; new addi- 
tions such as signs; new leases; new construction or 
alterations. 

The wide scope of protection offered by the 
Comprehensive Liability Policy makes it an effective 
worry-reliever. The insured pays only for actual ex- 
posures—the premium is adjusted by annual audit. 

You “Sell Modern” when you sell this package 
policy of consolidated liability insurance written by 
the Commercial Union—Ocean Group. 


——_ oe ee ee ee 


Commercial Union 
Assurance Co. Ltd. 


They recog- 


The Ocean Accident & 


Guarantee Corp. Ltd. claim on 


American Central 
Insurance Company 


The British General 
Insurance Co. Ltd. 


The California 
Insurance Company 


Columbia Casualty 
Company 


Envelope Draft System 


The Commercial Union 


It occurred to us that all compa- 
Fire Insurance Co 


mies permit agents to bind them to 
thousands and hundreds of thou- 
sands of dollars of liability. If the 
agent can be trusted with such re- 
sponsibility, why not permit him to 
handle small claims, particularly if 
a device can be created which would 
also reduce home office expense. 
After a great deal of research and 
study, we developed such a device in 
the form of our Envelope Draft Sys- 
tem. It applies to fire, extended 
coverage, homeowners, inland ma- 
rine, comprehensive dwelling, auto 
physical damage, burglary and plate 
glass claims. The Envelope Draft 
System eliminates the necessity of 
preparing a notice of loss. It has 
an abbreviated report of loss on the 
reverse side of the envelope, which 
furnishes just enough information 


The Palatine Insurance 
Company Ltd. 


Union Assurance 
Society Limited 
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to verify coverage. On _ eligible 
claims thereby the agent can dispose 
of the matter “on the spot” with a 
minimum of detail and considerable 
local prestige. 


‘rom the company’s viewpoint, 
the saving 1s considerable. It en- 
courages the agent to settle rather 

: here is no question 
than to assign losses. It becomes 
unnecessary for the claim depart- g whatsoever as to 
ment to create a file, index cards : ' 
how The Kansas City 
or diary cards, because the envelope 
itself becomes the claim file. After stands in regard to the 
the draft has been paid, coding is ; 
* , independent, professional 
placed directly upon the face of the 
draft for tabulation and _ statistical a insurance agent, or the 
purposes. We feel that the com- 
pany’s clerical savings alone is about 
$4 per claim. ‘s for them, 100°3! In fact. we 
- . - \ 
\s for the reception of the pro- 


American Agency System. We are 


° do all we can to promote 
gram, the drafts have been enthu- 


siastically received by 80% of the me % their future. 
agents under our direct supervision. 
We first started to use envelope 
drafts in April, 1956. Since then 
the volume of use has been increas 
ing monthly. If this volume of use 


continues to grow at its present pace 
we figure that 45% of our total first 
party claims will be handled by the 
agent with the envelope draft. All 
I 


of the experience to date makes us 
confident that this new program 
will grow in use and develop sub- 
stantial economies. 

3. Underwriting—W e asked whether 
“more underwriting and inspec- 
tion control should be vested in 
the agent.” 76% said “Yes” and 
our evaluation of the answers is not 
only that the agents were willing to 
accept more underwriting responsi- A PROGRESSIVE COMPANY FOR PROGRESSIVE AGENTS 


TO BUILD MORE BUSINESS KEEP MORE BUSINESS 


REPRESENT THE KANSAS CITY— 


bility but that they were able to do 
so, The tests to which they have 
been put in recent years have pre- 
pared them to assume greater au- 
thority, responsibility, trust and con 
fidence. 

Here is one spot where the “Buf 301 West llth Street « Kansas City, Mo 
falo Plan” has bogged down. Our 
faith in the underwriting conscious 
ness of the average independent 
agent has been somewhat weakened want to do a real agency under-_ by the fact that some of the agents 
ILet me show what I mean: writing job. We are testing a plan consider an immediate placing prob 
(1) An important volume of our which is in the interest of agency lem of greater importance than th 
new automobile business has been ranks. In spite of such worthy ob- — stability of their markets. That is 
coming through with unrealistic jectives a great many submittals discouraging to a company which is 
limits of liability. All too often peo- would indicate that some of the experimenting with an agency plan 
ple of substance are being renewed agents are trying us on for size. To predicated upon the utmost faith in 
vear after year with minimum limits some extent they are taking advan- the agency relationship. 
while people of very modest means tage of our faith and confidence by (3) 1956 hung up all sorts of rec 
are frequently given excessive limits. seeing how far they can go with our ords in the insurance industry but 
2) We have told our agents in broad underwriting aims. Ir con they weren't the kind of record 


advance of appointment that we fidence has been somewhat damaged 


(Cont ed 
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we like to brag about. Among those 


new marks were a record for fire 
frequency and a record for total 
volume of fire losses in dollars. 
Company executives are generally 
alarmed about the increasing fire 
losses in both size and frequency 


but more important than either of 
hold 


commensurate 


these, they oul 


failure to get 
mMsurance 


day's values and 


with to- 


replacement costs. 








It is believed that more than any 
single factor, the greatest contribu- 
tion to a satisfactory 1957 exper- 
ience in the fire classes would be an 
adequate proportion of insurance to 
value, The magnitude of the prob 
lem prompted the National Board 
of Fire Underwriters to spend a 
million dollars on, ‘Remember, if 
you're not fully insured 
enough!” 


it’s not 


In our own claim department we 
have been studying what we are get 




















facilities 


— 4a Company best descuibed 


by its mame. 


Reliable Iuswance Company 


EXECUTIVE 


7O1 WE. 


MIAMI, 


MEMBER AMERICAN EQUITY 


106 


OFFICES 


Second Avenue 


FLORIDA 


INSURANCE GROUP 


| 


ting in 


value. 


the way of insurance to 
We find that about 40% of 
the dwelling properties on which we 
have suffered losses are insured to 
less than 75% of value fre- 
quently, as low as 25 and 30% ot 
the real value of the property de 
stroved. 


Insufficient Coverage 


All of this means that we are not 
acting in the public’s interest by 
maintaining the policyholders insur- 
ance protection in line with true ex- 
posure. This certainly doesn’t rep- 
resent the service talk about 
when we are competing with direct 
writers and captive agents. Many 
insureds to run the risk 
of serious economic loss from under 


we 


continue 


insurance without anyone assuming 
the responsibility for avoiding it. 
ln a very real sense it represents an 
indictment of service and 
agency underwriting competence be- 


agency 


cause where else do you get insur 
ance to value except at the source 
of the business ? 

While these experiences have re- 
tarded our transfer of greater under- 
writing authority and responsibility 
to our agents we are not discour- 
aged. We shall continue to 
that objective. It seems 
fundamental that our underwriting 
skill is directly proportionate to the 
faithfulness of the producer in fur- 
nishing descriptions, facts and na- 
tures of risks submitted. The source 
of the business will govern the rec- 
ord. The careful and conscientious 
agent dedicated to his moral, civic 
and business responsibilities will de- 
velop better than average experi- 
ence, 


work 
toward 


Satisfactory Results 


In practical fact, all companies 
hold the agents responsible for their 
end results. Regardless of how much 
a company underwrites the busi- 
ness in the home office or in the 
branch office, the truth ot the matter 
is that the representation will con- 
tinue only on the basis of satisfac- 
tory underwriting results. If com- 
panies retain or terminate agents on 
the basis of the final loss ratios pro- 
duced, why not permit the agent to 
be fully responsible for underwrit- 
ing selection? What we are work- 
ing for in the “Buffalo Plan” is a 
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broadening of the agent’s underwrit- 
ing responsibility within a general 
underwriting guide. Such a plan 
would permit the company to elim- 
inate a great deal of the expense and 
effort required by individual item 
underwriting. It would permit the 
company to confine itself to a pro- 
gram of underwriting the agent. 
Just imagine the which 
would accrue to our industry if we 
could generate sufficient faith and 
confidence in our agents to leave all 
of the individual item underwriting 
to them! 

4. Collections—One of the things 
we hope that we are going to be able 
to get out of our new program some 
day is an agreement with the agents 
to pay company’s accounts as ren- 
dered. All insurance companies 
must account for each and every 


Savings 


agent’s business. Any such account- 
ing done by agents represents a 
duplication of effort and expense. In 
every other kind of business that | 
know of, the wholesaler prepares a 
bill of the merchandise delivered to 
the retailer and the retailer pays on 
the basis of the wholesaler’s bill. He 
can't defer payment or avoid pay- 
ment simply because he hasn't col- 
lected from his customer or because 
the merchandise 
well as it might. 


hasn’t moved as 


Company Statement 


Agency payment on the basis of 
a company prepared bill is gaining 
increasing favor. More and more 
producers are asking us to prepare 
their monthly statements and sub- 
mit them in duplicate. As I under- 
stand it, from the agents, they are 
filing in separate company folders 
an accounts payable copy of each 
bill or credit statement to their poli- 
cyholders. When they receive the 
monthly account from the compa- 
nies, these accumulated copies are 
used to check out the company’s 
statement. Any accounts payable 
copies not accounted for are carried 
over in the file for future state- 
ments. Any errors are called to the 
company’s attention. When the 
agent has completely checked the 
company account current, one copy 
becomes _ his record 
and the other is returned to the 
company with the check. They tell 
me that this procedure makes full 
use of the loose leaf accounting sys- 


boe kkeeping 
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ANTIQUE 
FIRE POLICIES 


How many homeowners in your area think 
they have full fire protection? 

You know the facts — and those facts can 
open the door to new business when prospects 
realize increased costs have outdated their fire 


insurance protection. 


Ask your L & L field man how he can help 
you capitalize on the National Board of Fire 
Underwriters insurance-to-value campaign. 


Lonpon 2 LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 


STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 
20 Trinity Street, Hartford, Connecticut 


= LONDON S 

ny 
. croup) 

-_ 
NEW YORK e 
A firm friend 
of the 
American Agency System 


CHICAGO e 


SAN FRANCISCO 





tem, eliminates the expense of state- 
ment preparation in the agency and 
we know that it simplifies account- 
ing and reduces collection costs for 
the company. 

To give a better picture of the 
effect of such a plan, in a previous 
connection I was engaged in the 
management of a branch office with 
$25,000,000 in premium income. 
$10,000,000 of it was done with 
agents who had agreed to pay the 


company’s accounts as_ rendered 
Any errors were adjusted in the 
succeeding month’s bill. $15,000,000 
of it was done with producers, who 
either paid the company’s accounts 
subject to all sorts of exceptions or 
rendered their own account. We 
had twenty people in the collection 
department of that branch office. 
One-half of one man’s time was 
devoted to the $10,000,000 of pre- 


(Continued 





The High Road 


miums collected on a “pay as ren 


dered basis,’ the other nineteen and 


one-half people were busy trying to 
collect $15,000,000, In other words 
| income was 
one fortieth of 


insurance in 

tre mendous 

older’s dollars if 

agents would become fully responsi 


ble for collections. By this same step 


| am also sure tha would reduce 


flat cancellations, reduce the charge- 
off of uncollected earned premiums 


and a lot of the tree insurance, 
whicl naintain the rate ad 


| elps 
vantage of out 


What 


drawn 


competitors 


conclusions 
from all 
a 


this? What action 


IS mdicate 


local independ 


ent agent an take e “Low 
3 


of our 


Al 


lo more 


and m thi tl agent need do 
1 ' 
ss alld tess 


us relinquish 
to the 


agency tunctions al 


surance compames an per 


mit himself to be weaned away from 


some of his services to an extent 
that such services become a vestigial 
\gent. 

Or he can take the “High Road” 
which the 
greater obligations and responsibili- 
the 


pr essing of 


organ of the American 


asks agent to accept 
and 


bust- 


selling, servicing 
the 
ness. That course says that we have 
right to 
achieve savings in the cost of insur- 


ties in 
insurance 

E 
much 


just as expect to 


ance by passing functions on to 
agents as some of our competitors 
have by taking functions away from 
agents provided,—the agent will ac- 


cept and can measure up to these 
greater responsibilities. This course 
is charted to build a_ relationship 
faith 


which will permit the agent to as- 


upon mutual and contidence 
sume an increasingly prominent role 
in servicing the 
public. 

The “High Road” 


enable the agent to best demonstrate 


insurance buying 
is designed to 
his services. 


It is designed to main- 


tain present standards of commis 


sion. It is created upon a platform 


of maximum faith and confidence in 


the agent by the company on one 
side and a willingness of the agent 
to accept broader responsibilities on 
the other, 

We think that the Plan has a lot 
of the answers to the perpetuation 
of the American Agency System in 
accordance with its historical tradi 
tions of free enterprise, 


TAXES 


Tie TAX court of the United States 
has held that a mutual fire and cas 
ualty insurance company is taxable 
under the mutual section of the In 
ternal Revenue Code even if it has 
guaranty capital shares. The com- 
pany involved is the Holyoke Mu- 
tual Fire Insurance Company in 
Salem (Massachusetts) which has a 
guaranty capital of $100,000 secured 
by 7% guaranty capital shares. The 
Internal 
claimed that because of these shares 


Commissioner of Revenue 
the company should have been taxed 
on a stock insurance company basis 
rather than a mutual one. This alle- 
gation was turned down by the tax 
court. 





FIRE INSURANCE 
SALES IN JUNE ? 


BRANCHES IN: ATLANTA ° 


NEW YORK ° PHILADELPHIA ° 


108 


BOSTON 
SAN FRANCISCO ag 


2 June is vacation time... 
when suitable reminders on 
burglary protection as well 

insurance 

help sell package policies. 


1 America is “on the 
move" every month 
now. as fire 


3. Fall expirations and re- 
newals only a few 
months off—now is the 


logically time for groundwork. 


Once again the Kemper companies introduce an innovation 
designed to get agents’ sales started ahead of the competition. 


This time it’s a fire campaign .. . 


in June. The campaign is 


keynoted by giant ads in 115 leading newspapers covering the 
biggest markets from coast to coast. These ads feature an eye- 
catching puzzle layout designed to attract readership, sell fire 
and package policies to homeowners. Puzzles concern common 
household hazards, and remind vacation-planners to insure to 


value before departure. 


This seasonal vacation reminder ties in with basic reasons 
given above to answer the question “‘Sell fire insurance in June — 


why not?’ And 


the campaign is a further example of how 


Kemper Insurance backs the American agency system. 


If you would like to represent one of the progressive Kemper companies listed below write 
B. S. Weyforth, Vice President, at the Home Office 


Lumbermens Mutual Casualty Company 
American Motorists Insurance Company 
American Manufacturers Mutual Insurance Company 
Federal Mutual Insurance Company 


divisions of KEMPER insurance 
Chicago 40 


° COLUMBUS e 
SEATTLE ° 


DALLAS * 
SUMMIT, N.J. ° 
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The Aetna Fieldman 
Ils a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions on building a more profitable business. He is a good man to know. 











WAS Aue 


Meet A. J. Bolles, Manager, New Orleans, La. Jack 
joined the Aetna in 1923, became Louisiana State Agent in 
1931 and recently was advanced to his present position. His 
hobbies range from barbecue chef at cook-outs to furniture 
making to insurance law. He was instrumental in revising 
Louisiana ‘General Forms,” has written numerous articles 
on insurance, and served for many years on the La. Rating 
& Fire Prevention Board, with a term as President. Jack’s 
ability to engage in so many projects probably traces to 
college days when he went in for practically all athletics and 
other campus activities. 


Meet Ray D. Johnson, Jr., Special Agent, Oakland, 
Calif. Ray graduated from high school just in time to enter 
the Navy, where his service gave him six exciting months in 
the Orient. After the war he spent three years at Stanford 
and celebrated his graduation by getting married and enter- 
ing the insurance business. He joined the Aetna in 1953 as 
casualty fieldman in Portland, Oregon, and in 1954 was 
transferred to the Oakland office. Ray’s ability to dig deeply 
into insurance subjects and express himself clearly has 
made him a popular college lecturer and popular with the 
agents he serves. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY «¢ STANDARD INSURANCE CO. OF 
HARTFORD, CONNECTICUT 
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THE WORLD FIRE AND MARINE INSURANCE CO. 
N. Y 
Clinton £. Allen, President 
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HUNTER Y. VAN LEAR 
Secretary 
The Home Insurance Co. 


HE COMMERCIAL PROPERTY pol- 
"Tis is nothing new—simply an 
application of old ideas of insurance 
to a new field. It provides “all risk” 
insurance—a principle of insurance 
coverage introduced many years ago 
and now widely found in many 
forms of marine insurance such as 
jewelry and fur block policies, and 
the personal property floater, and 
more recently introduced in the tra- 
ditional fire field when the dwelling 
building special form was devel- 


Of ed, 


Chaos Existed 


When the many different versions 
of the mercantile block or commer- 
cial property policy were first intro- 
duced, most companies got into the 
act—each with its form and 
rating plan, For many it was truly 
a “baptism of fire” 
reigned supreme. This chaos con- 
clusively proved the need for devel- 
opment of controls and a standard 
form, rules and rating plan, and 
this was eventually brought about. 

Meantime, independent filings in 
many states resulted in joint recom- 
mendation by Inter-Regional Insur- 
ance Conference, the Inland Marine 
Insurance Bureau and the National 
Bureau of Casualty Underwriters, of 
standard form, rules and rating plan. 
These first efforts resulted in a form 
known as the mercantile block with 
somewhat complicated rules 
rating plan. 


own 


confusion 


and 
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Commercial Property Policy 


Realizing the shortcomings of the 
plan, before the ink was dry, Inter- 
Regional, again cooperating with the 
IMIB and Casualty 
menced a major overhaul 
sulted in the commercial property 
form and greatly simplified rating 
plan as we know it today, now ap- 


Bureau, com- 


This re- 


proved in some forty-two states and 
the District of Columbia—as a mat- 
ter of fact, in all states except New 
York, South Carolina, 
Texas, Virginia and Wisconsin. 


Oregon, 


Actually, there is nothing unusual 
about the coverage granted under 
the commercial property form. The 
rating plan is relatively simple, and 
the rules track with fire rules as 
closely as possible. While this pro- 
gram is a joint venture of the fire, 
casualty and marine bureaus, the 
administration and supervision of it 
has been delegated to the various 
fire rating bureaus, because those 
bureaus were already constituted, 
staffed and equipped for the orderly 
supervision of fire business. It is 
principally for these reasons that the 


commercial property policy is im- 
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plemented by attaching the neces 
sary forms to a standard fire policy 

\ttachment of 
property form to the fire pt icy con 
verts that policy to insure against 


the commercial 


“all risk of direct physical loss of 


or to the property covered”’ 
“except as hereinafter provided.” 
This is followed by the 
exclusions and 


pally those customary in 


necessary 
princi 
the fire, 


marine and casualty field 


Reporting Endorsement 


If the coverage is to be on a re 
porting basis, the monthly report 
this 
endorsement contains the necessary 


ing endorsement is attached 
clauses with reporting requirements, 
limits of track 
closely with conditions of the cus 


liability, ec... © 


tomary fire reporting forms. If on 
the other hand, the policy is to be 
on a non-reporting basis, the non- 
reporting endorsement is attached 
this endorsement contains a coinsur 
and other clauses to 
with the 
non-reporting fire form. 
The property 
basically covers stocks of 


ance clause 


track closely customary 
commercial form 
merchan 
dise with the option of also covering 
furniture and fixtures, and tenants 
improvements and betterments. It 
is perfectly proper to cover stock 
only, without the necessity of cov 
ering furniture and fixtures or im 
provements and 
these 
the 
iS covered. 


but 
items mav be in 


betterments, 
neither of 


sured under form unless stock 


also Important exten 
sions of coverage are for personal 


ek: 





Property Policy 


ive oO 
aveTare 
P.O.B 
within 
and in 


flood 


INSURANCE Ww) 


TO FIT THE NEED 


Are you selling 


COMPREHENSIVE 
LIABILITY 


to men in business 


| a against the UN- 


FORESEEN that is just as com- 
plete as against the RECOG- 
NIZED hazards makes Compre- 
hensive Liability the — policy 
choice of the wise insurance 
buver. The less well informed 
man in business needs the 
broad protection, too. This cov- 
erage can be SOLD to all busi- 
nessmen. 


DF tecsteting the advantages of 


the Comprehensive — Liability 
Policy and the preparation of an 
adequate analysis of 


same 


exposure 
may require the assistance of a 
qualified special agent with the 
“know-how” that comes with ex- 
perience. That kind of help is 
readily available to the “Shelby” 
agent through his special agent 
who is specially trained to pro- 
vide this kind of service 


INSURANCE COMPANY 
o SHELBY, OHIO 


/ “ERT 
FIRE & CASUALTY 


] 


this point let's mention that the un 


usual term “water immediately de 


rived from natural sources” em 
braces a number of things, including 
water from recent rain, melted snow 
or the lke. The form does not ex 


clude loss resulting from broken 
underground water mains or pipes 
this is an important coverage 
granted by the policy. The flood and 
earthquake exclusions do not apply 
to property in transit. 

Mysterious disappearance or in 
ventory shortage are excluded—the 
form does cover theft. Mysterious 
disappearance of property in the 
f carriers or bailees for 
Theft 


vehicles is 


custody ot 
excluded. while 
unattended in 


excluded it 


hire 1s not 
unlocked 
is important to note 
that some marine transit policies do 
theft unlocked, 
vehicles—if insurance 


cover from 


tended 


unat- 
with 
this marine coverage is converted to 
property form, the 
agent must be sure to note this re- 


the commercial 


striction of coverage. 

\lso excluded is change in flavor, 
odor, color, texture or finish, con 
tamination, freezing and other usual 
all unless caused 
by a peril not excluded. 
contamination is 


marine exclusions 
Radioactive 
excluded this 1s 


expected to prevail as other new 
forms are adopted. 

The form also excludes coverage 
on installment sales and parcel post 
May be covered 


shipments these 


by a marine 


needed. 


Furs and jewelry are 


separate policy if 
provided 
full commercial property coverage 
up to $1,000, and fire and extended 
coverage only in excess of $1,000. 
If a risk has fur and jewelry values 
above $1,000, these items should be 
excluded from the commercial prop 
erty form and a separate marine 
policy written for them. 

The $50 deductible applies to all 
perils except fire and the extended 
coverage perils (the wind and_ hail 
deductible applies to property in the 
open), vandalism, sprinkler leakage, 
burglary, robbery, transit losses in 
and col 
lision, upset or overturn of convey 


custody of common carrier, 
ance, The deductible 1s mandatory 
and no provision is made for delet 
ing or iMereasing It, 

The commercial property form 
does not contribute with other insur 
ance written on the 


unless Sani 


commercial property form—it is ex 


cess over any other insurance which 


is not written on the same form. 
No credit is granted for other imsut 
ance of any kind. 

The form limits the coverage on 
To atford 


the insured the the option of buying 


certain types of property. 


broader coverage elsewhere on these 
items and prevent the necessity of 
duplicate insurance, the rules permit 
the optional exclusion of property 
specifically mentioned, as well as 
fine arts, photographic equipment 
and supplies, musical instruments, 
construction or agricultural equip 
ment and 

When insured 
the non-reporting endorsement, not 


valuable papers. 


property is with 
less than 80% coinsurance is appli 
cable. The non-reporting endorse 
ment be used to insure regu- 
larly used locations of the insured 


may 


as a blanket item—in this instance 


than 90% coinsurance is 


applicable. 


not less 


While the non-reporting endorse- 
employs the term limit of 
liability, it may be thought of as the 
stated amount of 
scheduled 
The insured buys an amount 


ment 
same as a insur- 
ance in a specific fire 
policy. 
of insurance at each location regu 
lauly used (or blanket at all such 
blanket 
amount is selected to apply to all 


temporary 


locations). Separately a 


locations, but not more 
than $10,000 coverage is provided 
at any one such temporary location ; 
coinsurance applies separately to the 
blanket off premises item, and a 
premium is charged for this item 
as well as the specific item(s) for 
regularly used locations. 

Separate transit limits are pro 
vided: one limit for transit while in 
custody of carriers or bailees; 
limit in any one of the 
insured’s vehicles, and another ag 
eregate transit limit for more than 
one of insured’s own vehicles. Coin- 
applicable to this 
item and a separate premium is not 
While the insured may 
select sufficiently high transit limits 
to properly protect himself, without 
concern about rate charge, from a 
practical standpoint the limits must 
be kept within 


one 
for transit 


surance is not 


charged. 


reason; otherwise, 
difficulties may be encountered by 
the agent in placing the insurance. 

The monthly reporting endorse 
ment contains the necessary report 
ing and premium adjustment re 
quirements instead of a coinsurance 
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clause. Specific limits of liability | 


are provided for regularly used loca 
tions. For simplicity of policy writ 
ing a limit is provided for any one 
of a number of generally smaller 
valued locations—this is the same 
as has been provided for reporting 
form 1 business for some years, to 
prevent the necessity of showing 
in the policy a long list of low valued 
locations, where only small limits 
are needed, Item A (i1) is the cus 
tomary limit for newly acquired lo 
cations regularly used and _ parallels 
the similar limit in reporting form 
\. Values at regularly used loca 
tions are reported separately for 
each location. Coverage is provided 
at temporary locations, not exceed 
ing $10,000 at any one such loca 
tion, Values at temporary locations 
are reported in the aggregate. 
1 in the 
same manner as with the non-re 


Transit coverage is afforde 


porting form, ‘Transit values are 
not reported, 


(senerally, retail, wholesale and 
distribution risks are eligible for the 
coverage, Ineligible are manufac 
turing risks, bailee and other serv 
ice risks, dealers risks classed as 
inland marine, specially rated risks, 
certain risks with predominately 
perishable stocks such as farm prod 
ucts, produce, flowers, livestock and 
poultry, pawnbrokers, and_ those 
with second-hand or salvage stocks, 
and certain other specialized classes, 
including certain types of grain, cot 
ton and oil risks. If an occupancy 
of this type is only incidental (up 
to 10% ) at a covered location, the 
coverage may still be provided. 

Rates are calculated by the fire 
rating bureau upon receipt of a 
completed commercial property ap 
plication and agent of record author 
ization, (Certain specially rated 
risks also require the appointment 
of a filing company.) As a matter 
of fact, a fieldman can accurately 
estimate rates on most risks. 

lor the ordinary single location 
risk to be covered under the non 
reporting endorsement with 80% 
coinsurance, the premium is simply 
the sum of the 80% coinsurance fire 
and extended coverage premium 


plus the all other perils premium for | 
the amount of insurance. In rating | 


retail risks the all risk load varies 

by commodity, depending upon the 

susceptibility of the class, principally 

to burglary and water damage, but 

transit and other all risk ex 
nt +h, ext sGe) 


also to 


Without question, the best buy 
for the insured and the 
best sale for the agent... 


HOMEOWNERS 
and 


COMPREHENSIVE 
DWELLING 
POLICIES 


Acceptance of these modern package policies in the 18 months since 
we entered the multiple-line field has far exceeded our most optimistic 
estimates. 


Added to the many advantages to the insured of broad comprehensive 
protection in one policy, Ohio Casualty agents can offer—and deliver— 
superior claim service. 


The same “‘fast, friendly, coast-to-coast claim service’ which is ren- 
dered on the casualty lines through our large staff of capable adjusters is 
available in connection with claims involving fire and allied perils. 


THE OHIO CASUALTY 
INSURANCE COMPANY 


HOME OFFICE, HAMILTON, OHIO 


For detailed infor- 

mation, including 

samples of our sim- 

plified pplication Please send me complete information on Homeowners 
f i i ind Comprehensive Dwelling Policies 
orm and advertis- 

ing literature, just 

fill in this coupon, 

paste on a postcard 


and mail. 





Property Policy ntinued tended coverage rate 10¢. In this priate reduction is made in the all 
example, for premium calculation, other perils premium. In order to 
the fire and extended coverage pre- secure an account rate for policy 
mium is $400 and the all other perils writing purposes, the account pre- 

1 we have premium is $114; thus the total pre- mium figured above is divided by 
parts and mium for a Commercial Property the amount of insurance, or limit of 
accessories store (risk classification policy is $514. If this risk is sprin- lability. This account rate is indi- 

5) located 1 \ t Memphis, klered an additional rate charge of visible. Now, if the insured desires 

\rkansas. (territory Il) with 80% l¢ per hundred, or $4 is made. If coverage at temporary locations, this 

value of stock $40,000 and 80% the risk has watchman or other ac- coverage is provided in the needed 

coinsurance fire rate 90¢ and ex- credited burglar protection, appro- amount at the account rate. In the 





event a wholesale or distribution 
risk has retail sales of less than 25% 
and total sales over one million dol 
lars, the “all other perils’ rate is 


mn A” specially figured by the bureau, 
rt principally because of the special 
y, consideration needed for the particu- 


lar transit exposure. 
For the simple reporting form 
risk, the typical risk which has 
heretofore been covered under re- 
porting form A, the rating pro- 
for the benefit cedure is basically the same, except 

that the 100% coinsurance fire and 
of effective extended coverage rates and the “all 
other perils” rate are applied to the 
average values for the last twelve 
months in order to arrive at the ac 
count rate. The deposit premium 
through the mails, is 75% of the account rate multi- 
in newspapers, over plied by the limits of liability for 
declared location; and, if the in- 
sured had temporary locations, plus 
the account rate multiplied by those 
picture, advertising average values. 


‘\ 


advertising 


In personal contacts, 


the air . . . however it 


fits into the sales 


material supplied by 
Northwestern can do a Multiple Location 


profitable job for you. For the multiple location risk 
covered under the monthly report- 
ing endorsement, eligible for multi- 
ple location credits (the risk which 
available, imprinted has customarily been written under 
and without charge. form 1) the rating plan is the same, 
using those specially calculated fire 
iii dite ati ns a and extended coverage rates. The 
aie ah Riana a deposit premium, however, is the 
iin ttn | “=a account rate multiplied by the provi- 
Sg MAREK Sa the i sional amount (average value) at 
Commercial Property declared locations, plus the average 
Coverage. Sag value at temporary locations. 


Northwestern Mutual Insurance Company The usual fire term credits apply 
217 Pine Street, Seattle 1, Wash. Fs 


Almost a hundred 


different pieces are 


on commercial property policy rates. 
. Policies may not be written for 
FESZY longer than three years and are sub- 
NORTHWESTERN ject to reasonable specified mini- 

oe MUTUAL INSURANCE COMPANY mae. apna 
Applications for commercial prop 


ME OFFICE © SEATTLE * WASHINGTON erty form are specifically provided 


Chicago Columbus Dallas Denver Houston Los Angeles Missoula New York Oklahoma City and must be completed as required 


Phoenix Portland Raleigh SaltLake City San Diego San Francisco Spokane St. Louis 


before the fire bureau can complete 
Canada’ Vancouver Calgary Edmonton Saskatoon Winnipeg 


its calculation or approval of the 


ac- 
Formerly Northwestern Mutual Fire Association count rate. 


A copy must be sent by 
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the agent to each company partici- 
pating on the account. 

The extremely broad coverage 
granted and modest rate charges, 
make this policy one which should 
be sold only to selected risks. It is 
not something to be fired broadside 
at all risks which qualify for the 
coverage. Rather, it is a form which 
should be sold to the better risk, the 
account which has enjoyed a good 
loss record. The agent must care- 
fully select his commercial property 
business if this venture is to be a 


success. 


Special Attraction 


Certain commodities are known 
to possess a special attraction for 
thieves—examples are liquor and 
tobacco. Risks of these classes and 
others must be insured carefully 
special burglary protection may be 
required for such risks. Other 
classes are particularly susceptible 
to theft—ladies clothing stores are 
prime examples—an insured of this 
class must take precaution to pre- 
vent a frequency of losses of this 
kind, 

Water damage offers a serious 
exposure to certain commodities. 
Proper skidding of stock or arrange- 
ment on shelves above the floor, 
particularly a basement floor, may 
be necessary in order to make some 
risks writeable. Others, in old build- 
ings with worn out plumbing or 
other deficiencies must be avoided. 


Transit Losses 


Marine or transit losses, while not 
confined to the wholesale or distrib- 
ution type risk, are most frequent 
in those classes because there is a 
greater volume of merchandise 
shipped and in larger individual 
shipments. Again the liquor and 
tobacco distributors, among others, 
are classes which require the most 
careful consideration; automatic 
alarm protection may be required for 
vehicles carrying large quantities of 
these commodities. Unusual prob- 
lems may be encountered in certain 
other risks also, 

So far as we know, no company 
will accept a commercial property 
policy without an inspection of the 
premises, either prior to binding or 
within a reasonable time afterward. 
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GIVE YOUR CLIENTS 
THE Seoz PROTECTION 


Talk about and sell to home- 
owners and tenants the protection 


of the General Accident Group 


dwelling package policies. 
These coverages sell themselves 


because of the sense of security and 


convenience to the client of an 


ALL-IN-ONE POLICY 


that gives 


Bea daee 


broader protection on 


IRE - THEFT - WINDSTORM - COMPREHENSIVE LIABILITY 
and many other common hazards. 


1 


Be certain your clients have enough of the best and insure to value. 


Show them the advantages of being fully insured and increase 


your earnings. 


GENERAL ACCIDENT GROUP 
of Insurance Companies 


/ Ww YO 
PENNA.| GENERAL \ Potomac 


GENERA — I me ping Insurance 
“Ire Ane ife 
Insurance ASSURANCE Compan Ly 


Company /\ CORPORATION ° 
Lid. 
Est. 1865 


GENERAL ACCIDENT FIRE and LIFE ASSURANCE 
CORPORATION, Ltd. 


POTOMAC INSURANCE COMPANY 
PENNSYLVANIA GENERAL INSURANCE COMPANY 


GENERAL BUILDINGS + PHILADELPHIA, PENNSYLVANIA 











The agent can assist in making the limits be specified. Incidentally, 

underwriting task easier for his com- some companies require prior ap- 

panies by seeing that they receive proval before binding or policy 1s 

a properly completed application suance ; this 1s a commendable prac 

form, including a full list of losses tice and may prevent future difficul- 

within the preceding three years. ties and embarrassment 

Binders for commercial property 

coverage should be clearly worded ; Submit Value Reports 

the form covers beyond the limits \fter issuing the commercial 

property policy and delivering it to 
é his insured, the agents’ duties are 

“temporary locations” and_ transit $e iehahincie nan 


of the insured’s principal location 
In binding, it is important that these 


nane 


115 





Property Policy 


reporting policy has 


watchful 


1 
W1<CT he 


of values are 


+1 


he form. 


the neces 


s at tem 
porary locations—if these values are 


not reported 


dance with 


wlicy conditions, mporary lo 
] ; 


caution Coverage 1 


wWMnot 


Pass 
his opportunity to mention the 


‘* 1 1 
unio! edition of the commercial 
property form, and by that we refer 
otmce contents 


form. 


Spec ial 


a non-reporting Te 
| > 


Tm provid 
oe nm office 
250 robbery 
ibyect to basi 
and condi 
property 
fire 

rate plus a 


rrading down 


surance 
the modest 


cost tor 1 “oad Tor! tiie 


mMnual 


load on fire and extended coverage 


rates 1s only $7.50 for $5,000 insur 


ance; $27.50 for $25,000 insurance 


or $57.50 for $100,000 Insurance. 


We recommend thi 1 { r all 


for every insurance office. 


Phen he can put his olicy in 
office 


his por ket to s| OW 


risks 




















LONG HAUL 


HIGHER LIMITS 


Ti 
bility 
higher limits and broade1 
William [D. MeGuinness, 
manager, The Port of New York 
\uthoritv, New York, reported to 
the American Management 
tion’s 


rREND in corporate public hia 


insurance seems to be toward 
coverage, 


insurance 


\ss« la- 


spring insurance conference. 
Mr. McGuinness reviewed the re- 
\MA survey of the pub- 
lic hiability insurance practices of 232 
corporations located 1 


sults of an 


all parts ot 
the country and employing 
of 2,500 employees. Over the past 
61.6% of the survey re 
spondents have increased the hodily 
injury limits of their general liability 
\mong the firms. that 
increased their coverage, the 
rrying $100,000 per 
$300,000 per 


a median 


five years, 


coverage. 
have 
majority were ca 
person and accident 
today they are 
ing limits of $250,000 pe 


five years ago; buy 
and 


Over the 


Tr person 
S1 million per accident. 


same period, however, only 51.3% 
of the companies surveyed have in- 
creased the property damage 
of their general lability coverage, 
In most ¢; from) $100,000 per 
accident to $500,000 pel 

\s for 


the speaker 


limuts 


ses 
accident. 

pri ucts liability coverage, 
reported, 56% of the 
have increased their 
bodily injury coverage but only 48% 
their property damage coverage. The 
majority those 


respondent 


among increasing 


products — lability 
changed during the past five years 
from $100,000 per person and $300, 
OOO per bodily injury to 
$250,000 per person and $1 million 
and from $100,000 per accident and 
$100,000 aggregate property damage 
to $500,000 per accident and $500, 
OOO 


coverage have 


accident 


These limits are all 
too similar for any true risk analysis 
to have undertaken,” M1 
McGuinness commented. 
appear 


aggregate. 


been 
“Tt would 
that more soul-searching in 
this area of exposure is needed.” 
Bodily injury 
liability. insurance 
increased by 60% of the 
spondents, in most cases from $100, 
QOO per person to $250,000 and from 
$300,000 per accident to $1 million 
Only 48% 


coverage for auto 


mobile has been 


survey re 


have increased thei 
property damage coverage for auto 
mobile hability, usually from $25,000 
per accident to $100,000 per 


dent. 


accl 


BIGGER THREAT 


THE SOCIAL DRINKER 1s apparently 
a bigger safety threat on the 
than the habitual drunk, ac 
cording to the consensus of opinions 


high 
Way 


of officials from forty-six states and 
the D. of C. Unfortunately, the 
traffic men point 
a drinker acquires a “superman com 
plex” at just the time his physical 
and mental qualifications for driving 
have been seriously impaired 


safety out, such 





Unusual and Hazardous Lines, 
- Liability and Physical Damage 


) OFFICES TO SERVE YOU IN 


Albuquerque _ 
Atlanta 


Denver 


los Angeles 


Seattle 
St. Louis 


Our automatic treaties combine, on a 
quota share basis, American Stock 
Companies and Lloyd’s, London, pro- 
viding strength<and security for you 
and your insureds. The classes-of.cov- 
erage listed below are merely a few 
of those available to your agency. 


Oklahoma City And More To Come 


ray Blervice, Bric. 


HOME OFFICE 
Albuquerque, New Mexico 


Dallas 


P. O. Box 1708. 


Long Haul Trucks 
Butane and Propane 


General Liability 
Anhydrous Ammonia 


Busses 
Products 
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assigned risk plans 


JAMES M. TULLOCH 


Casualty Underwriting 
Manager 
Integrity Mutual Insurance 
Company 


UCTOMOBILI ASSIGNED RISK 
rohan are part of the insurance 
industry's public relations program. 
\s such they make for 
good or bad public relations. 
fore, having the 
that they are adminis- 
tered with equity and justice will do 
the industry a 


either 
There- 
best p ssible 


can 


plans 
and seeing 


service. The 
will be the case if assigned 
risk plans cause 
plaints to 


LOK val 
O} } ¢ site 
unnecessary com- 


state authorities. 


Wisconsin Situation 


My information on the problems 


connected with assigned risk 
is primarily from the 


situation, for it 


plans 
Wisconsin 
that these 
being aired with 


is there 
problems are now 


the intent to make some changes as 


soon as possible. However, most of 
the same problems exist in the other 
plans and, as indicated by an extreme 
interest in these developments on the 
part of the National Advisory Com- 
mittee on Automobile 


any 


Assigned Risk 
made in the 
very 


Plans, changes 
plan might well set 
the stage for similar changes in all 
or many of the other plans. 

The insurance 


\ isconsin 


departments are 


always a sounding board for com- 
plaints and the Wisconsin depart- 
ment has accumulated and presented 
to the Wisconsin 
mittee the 


have 


Com- 
various criticisms that 
called to their attention 
with regard to the operation of the 
Wisconsin plan. The 


first most common 


Governing 
been 


assigned risk 
and by far the 
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complaint is that of the tremendous 
variation in rates that any given risk 
night receive, depending, of course, 


on the rates being used by the com 


pany to which he is assigned. From 
the customers standpoint this seems 
like some sort of lottery. If he 1s 


lucky he will get an attractive rate 
and if he is not so lucky he will pay 
a very high rate. This complaining 
individual cannot be convinced that 
his purchase of automobile insurance 
should be subjected to such a game 
of chance nor has the department or 
anyone him 


been able to offer 


reasons which 


else 


can justify this vari 


ation in prices for essentially the 


same product. 


| noted as | checked through some 
comparative this 
time a 


rates, thinking of 
particular point, that at one 
clean youthful Milwaukee was 
quoted a premium of $41.76 from one 
company for the 
would cost him $137.50 from another 
folks 
in the assigned risk plan offices it is 


risk 


same coverage that 


company. In talking with the 
found that many applicants refuse to 
accept assignments in the higher 
premium bracket when they are for 
tunate enough not to 


require evi- 


dence of financial a msibility. 
Many of these people indicate that 
they will take their sale and drive 
without insurance coverage. Others 
idea that 
chance to an 


with the 
game of 


are going along 

plan is a 
extent and are forfeiting the $5 fee 
and then are reapplving to the plan 
for a new assignment hoping that it 
will go to a carrier with a lower 
filing. The 
levels is due 


rate 
difference rate 
to the in the 
operations of the various companies, 
with many 


in these 
difference 


factors being involved in 


each instance. However, the ex- 
posure OT 


individual 


loss potential of any one 
is not related to the cor 
structure or 


porate administrative 


procedure of an insurance company. 


()f course, it is nized that ex 


reco? 


pense factors can vary from one 
company to another, but the rate dif 
ferences are not generated to any 


significant extent by expense differ- 
ences. 
issue called my at- 


by the 
echoed by the 


The next 
tention ; insurance department 


and assigned risk 
from the plaint on 
the part of the individuals. apy 


to the 


plans stems com 
lying 
plan and the agents 
ing them in not 
out in what the 
charge will be for a 
through the plan. 
of the rate 
complaints come mostly from folks 
who, “‘by the 
prenuums 


represent 


being able to find 
advance premium 
policy obtained 
This 
variation crit 


is all a part 


icism for 


luck of the draw” get 
much higher than they 
had ever anticipated. The Depart 
ment says that because of the multi- 
tude of independent automobile rate 
filings, there are numerous methods 
by which a ¢ pire will determine 
the surcharge S ap] licable to 
responsibility risks. After 
ining this first factor the 
can then unload their 
by applying the 
varying 


financial 
determ 
companies 
second barrel 
plan surcharges with 
degrees of stringency and 
judgment. 


One of Several Policies 


Another 
cism of the 


“luck of the draw” criti 
operation has to do 
with the policies themselves. 


hasten to admit that this ¢ 


I would 
riticism is 
not as strong as that having to do 
with rates, but it is equally true that 
the applicant can receive one of sey 
eral different policies depending on 
the company to whom he is assigned 
The next issue needing attention 
has to do with the collection of pre 
mium and loss statistics on a uni 


~ontinued n the next paae 





Top Commissions... 


Join The March 
To N-A-A-I-C* 


Level A & H Renewals... 


a Life and Accident & Health 
Plan for Every Prospect 


riminating insurance men are 


t it’s smart business—profitable busi- 
rk with the North American Accident 

mpany of Chicago. 
Our agents are satisfied agents because in our 
) years of service to personal insurance 


Unbeatable Agency Contract—(Ask any North 
American Agent what he thinks of his contract!). 
No Branch Office to compete with you. 

Strictly American Agency System 

Concrete Assistance to get you off on the right 


} 


foot: hard-hitting sales ai | 


is, ad mats, promotiona 
materials, etc 
Extra Incentives to supplement your pro luction 
mevements 
ure interested in making money —not just 
years from now—write 
S. Robert Rauwolf, Vice President 


Mor American Accident Insurance Company 
Licensed to operate in the 48 states and the District of Columbia 

LIFE + ACCIDENT+ HEALTH 
209 SOUTH LA SALLE STREET « CHICAGO 4, ILLINOIS 








COMPANY 
MANAGERS 


e 
INSURANCE 


AND 
REINSURANCE 


POST OFFICE BOX 1199 
COLUMBIA, SOUTH CAROLINA 





Risk Plans—Continued 


form basis for all assigned risk pol- 
icies. The plan at the present time 
does not have such a provision. The 
companies comprising the plans 
membership operate on many differ- 
ent statistical plans, none of which 
provide information relative to meas- 
urement of increased loss exposure 
factors or justification of the plan 
surcharges used to determine the ap- 
plicable premiums. Insurance De- 
partments are supposed to determine 
that rates and rate modifications are 
not excessive, inadequate or unfairly 
discriminatory, but are hampered 
by the lack of statistics in doing so 
with regard to the assigned risk 
business. 

| mentioned in speaking about the 
determination of the case 
where surcharges were used, that 
varying degrees of stringency aad 
judgment was being applied. As an 
example of this I was told that some 
companies apply a surcharge where 
the applicant’s car was struck while 
legally parked. Such companies say 
that this is justified by the plan which 
calls for a surcharge when, during 
the thirty-six months immediately 
proceeding the effective date of the 
particular policy being rated, the ap- 
plicant has been involved as_ the 
owner in a motor vehicle accident 
resulting in damage to property of 
another. The Insurance Department 
quickly reminds us that they never 
had such cases in mind, but were 
thinking of ‘‘at fault’ situations. 
\fter hearing both sides of most 
intersection 


rates in 


cases a company will 
never be able to satisfactorily stand 
in judgment in this “at fault” mat- 
ter, but it is felt that extreme cases 
such as I have mentioned could be 
eliminated. 

\nother matter of strict interpre- 
tation of the plan has caused many 
problems and that pertains to the 
“good faith” provisions in determin- 
ing who is eligible for the coverage. 
The Departments and the assigned 
risk plan offices say that there are 
apparently many more cancellations 
or refusals due to this matter of 
good faith than there actually should 
be. Once again, persons who do not 
feel they were at fault in certain ac- 
cidents have neglected to mention 
them on the application and in other 
cases it was found that the agents 
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were rather careless or lazy in not 
presenting all the facts on the appli- 
cation that the applicant described 
to them. Some companies, upon dis- 
covering that certain accidents or 
convictions were omitted, cancel or 
deny coverage saying that the ap- 
plicant did not apply in good faith. 
It usually develops that had this 
particular information been admitted 
the person would have been entirely 
eligible for coverage. It must be re- 
membered that the risk 
plans were set up as an instrument 
for affording coverage and not for 
denying it. Where they have felt that 
the companies were becoming too 
technical in seeking ways of denying 
coverage, the Departments have re- 
butted by being equally technical in 
asking that the companies show that 
the applicant “willfully” made incor- 
rect or misleading statements in the 
application. This word “willfully” 
is found in the eligibility section of 
the plan also and it is obvious that it 
will usually be difficult to show that 
such an action was willful. 


assigned 


Some folks feel that there are an 
abundance of apparently ‘“‘clean” 
risks in the plan and offer various 
reasons for this. There is some evi- 
dence of cases coming from small 
communities or rural where 
only one insurance agent operates 


areas 


and represents just one company. 
Risks not qualifying for coverage 
with that company, but who would 
be very acceptable business to many 
other companies, are sent to the as- 
signed risk plan so that that particu- 
lar agent can handle the risk. The 
greater segment of this supposed 
from the 
ever tightening underwriting market 
as loss ratios continue to climb in 
certain and territories. In 
this situation, risks with good rec 


“clean” business comes 


classes 


ords are considered along with the 
balance of the class that is produc 
ing problems. The greatest single 
example of this is the young driver 
and I am told that in most plans the 
largest percentage of risks are of the 
young driver class. 

The companies have had some 
gripes too with regard to the as- 
signed risk business and some of the 
complaints hinge on this very same 
“luck of the draw” situation. There 
are cases where small companies hav 
ing only a very few assignments have 


(Continued on the next page) 
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Outstanding accommodations 
for meetings, luncheons, 


parties and conventions 


PICK HOTELS CORPORATION 


20 N. WACKER 


Albert Pick Hotels 


IN 19 CITIES 


Write, phone, or teletype for full 
details on meeting facilities 
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YOUR AGENCY 


I KelitolalcLMmaalthiticl melale ms @ ciliate altlitre) 


You Will Put More 
Dollars In Your Pocket 


When you Celina-ize your agency, you 
add stature to your leadership ... become 
impregnable, dynamic, powerful... and 
make more money. 

Why? How? When? 


Ask our fieldmen, or write for informa- 
tion to C. M. Montgomery, Secretary- 
Manager. 


The National Mutual Insurance Company 


The Celina Mutual Insurance Company 
CELINA, OHIO 


Operating in Ohio, Indiana, 
Kentucky, Michigan, Pennsylvania, 
West Virginia, Maryland, and 

District of Columbia 











the surcharged or unclean business 
had produced satisfactory loss ratios 
in the sample they checked, whereas 
clean business 


all of the 


the supposed Was 


Causing 


eriel, 


Unfit 


Che last gripe is that there are still 
too many risks that are technically 
eligible for coverage under the plan, 
who in fact do not appear, as evi- 
denced by their record, to be fit to 


operate a car. Underwriters who 
spend most of their time studying 
risks and selecting quality people for 
their companies will never be satis- 
fied with a plan that crams a case 
Gown their throat that they know js 
actually a menace to society. 


Ni mW fc Tr 


It has been mentioned from time to 


some proposed solutions. 


time and the Wisconsin Department 
] 


asked again that a pool type opera 


to the workmens com- 


rejected 


tion similar 


pensation risk pool be 
considered for assigned risk automo- 
Inles business. Under such an opera- 
tion a few companies best fitted to 
the would do 
receive a service fee for their efforts. 
Uniform 


service risks so and 


rates and classifications 
could be used and an attempt wouid 
he made to have such a plan be self- 
supporting. To the that it 
the would be ap- 
portioned among all members of the 
plan in relation to their bodily injury 
premium writings in the state. Be 


extent 


Was not, losses 


fore | go any further I would like to 
mention that this possibility, among 
others, was put to all members of the 
Wisconsin plan and a very clear 
“No” 

that the great majority of the mem 


vote was recorded indicating 


bers did not favor a pool type opera- 


tion in Wisconsin. It can only be 
speculated as to whether or not the 
Wisconsin vote represents a good 
sampling of opinion throughout the 


Cé Unt 


Get Together and Agree 


Without going to a pool type of 
operation, it would be possible for 
the companies to get together and 
standard 
tions and territories to be used for 
This 


solution appears fairly close to be 


agree on rates, classifica 


assigned risk plan business. 


coming a reality in Wisconsin as an 
answer to many of the problems | 


Wisconsin statutes 
are unique, I believe, in that they re 
quire that the assigned risk plan shall 
provide rates and rate modifications 
Prior to this time the insurance de 


have discussed, 


partment has not chosen to invoke 
this section of the statutes, but it now 
appears to them to be the only an- 
swer to the problem. ’xploring the 
possibilities of such a rate usually 
brings forth the premise that rates 
for assigned risks should not be less 
than rates for business any company 
would accept voluntarily. While it is 
not yet known what rate level will be 
agreed on in Wisconsin, | believe 
that this consideration will be em- 
ployed. When and if standard rates, 
classifications and territories are put 
into use, they would be made a part 
of the plan and be put in the hands of 
all agents so that they could accu- 
rately quote premiums to the appli- 
cants. Then, if that applicant was 
not satisfied he could go back to the 
market place and do a more thorough 
job of attempting to have his risk 
placed through normal channels. | 
am sure if that is one of the effects, 
it will be good, for companies are 
not interested in having any risks in 
the plan which are acceptable as 
voluntary business to any company 
who could handle such cases. 


Single Policy 


Still with uniformity in mind, it 
has already been discussed in Wis 
consin, and most agreed, that a sin- 
cle policy should be used for as- 
signed risk business and the so-called 
National Standard Policy of April, 
1955, seems to be acceptable to the 
majority, 

The matter of surcharges has been 
discussed at length in Wisconsin and 
there is some sentiment toward drop- 
ping the surcharge for the person 
who has had just one accident dur- 
ing the thirty-six months under con- 
sideration. It is felt that giving this 
person the first bite free will alleviate 
much of the criticism of unfair ap- 
There 
has been little complaint from the 
person who has one conviction or 


plications of the surcharge. 


from the person who had more than 
one accident. 

The last thing I want to offer as a 
solution to some of the assigned risk 
plan problems has been tested in 
Wisconsin for more than four vears 
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and most agree that it has been suc- 
cessful. | am referring to the youth- 
ful supplement to the Wisconsin plan 
which gives assigned risk credit to 
the company accepting the youthful 
driver. This has changed the com- 
plexion of things in Wisconsin as 
compared to most other states, for 
now the Wisconsin Plan is not pre- 
To get 


some idea as to how the companies 


dominantly youthful risks. 


are cooperating in making a market 
for young driver business | refer to 
the twentieth report of the Wiscon- 
sin automobile assigned risk plan 
covering the period July 1, 
June 30, 1956. Whereas the plan 
made a total of 23,034 assignments, 
the industry voluntarily accepted 
91,319 youthful risks for which they 
were credited. No such market was 
available to young drivers on a volun- 
tary basis in Wisconsin prior to the 
addition of the supplement to the 
Wisconsin plan. 


1955, to 


Receive Credit 


Under the youthful supplement, 
companies may apply for and receive 
assigned risk credit for those risks 
they write in Wisconsin where the 
individual named insured is under 
twenty-five years of age on the ef- 
fective date of the policy. The com- 
panies report such writings to the 
assigned risk plan and receive credit 
from the the plant for that portion 
of their premium which covers bodily 
injury liability limits in the amount 
of $10,000/20,000 and _ property 
damage liability limits of $5,000. 
These the limits written on 
Wisconsin assigned risk policies. 


are 


A Voluntary Market 


It is felt that the over-all effect of 
this plan has been to afford a volun- 
tary market for a high percentage 
of the clean risks that were otherwise 
going to the plan. It has also given 
companies an option to underwrite 
a good percentage of its assigned 
risk volume. Although most under- 
writers shudder when young drivers 
are mentioned, they agree that if 
given a choice between an appar- 
ently good young driver and a possi- 
ble drunken driver or one of those 
categorized as an actual menace on 
our highways, they would choose 
the clean young driver risk. 
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obituaries 


McFadden: John F. McFadden, formerly 
president of the American ¢ redit Indem 
nity Company of New York, died May 4th 
at the age of 70. In 1913 Mr. McFadden 
joined the American Credit Indemnity 
Company in the agency field. In 1922 he 
was elected president of the company and 
in 1936 was instrumental in making pos 
sible the purchase of A.¢ I. by Comme 
cial Credit Company. When the Ameri 
can Health Insurance Corporation was 
formed as a subsidiary of A.C.I. in 1944, 
Mr. McFadden was elected president. He 
retired in 1951 but retained his director 
ship until March 1957 and was chairman 
of the company’s Advisory Committee 
until his death. Mr. McFadden 
a director of Commercial Credit Company 
and American Health Insurance Corpora 
tion 


was also 


Haviland, senior vice 
president of Lumbermens Mutual Cas 
ualty Company and American Motorists 
Insurance Company, died April 28th at 
the age of 67. Mr. Haviland joined the 
Kemper organization as an attorney in 
1917) and later headed the 
company’s first Eastern department office 
in Philadelphia He astern 
departinent manage! appoint 
ment as senor Vice 1954 
Mr. Haviland was a 


Haviland: James | 


two years 
served as 
until his 
president in 


member of Lumber 


Eastern advisory 
also as a director of 

turers Mutual Insurance 
American Motorists and chairman of the 
AMICO’s New York state automobile alli 
ance. He was president and director of 
the Automobile Club of Philadelphia, di 
rector of the Insurance Federation of 
Pennsylvania, president and director of 
the Philadelphia Automobile Club Insur 
ors, Inc. and vice chairman and director 
of James S. Kemper & Company Mi 
Haviland served in executive 
with the Highway Safety council, the 
Philadelphia Planning the 
Southeastern Pennsylvania chapter of the 
American Red American 
\utomobile 


men’s and served 


Manufac 
Company and 


board 
American 


positions 
commission 


Cross and the 


association 


retired 


Van Buren: John M. Van Buren 
assistant secretary of the fire companies 
of the America Fore Insurance Group, 
died April 22nd. During his career with 
the companies Mr. Van Buren served as 
a fieldman in New Jersev, New York, Con 
necticut and Massachusetts, and as 


ager of the Philadelphia office. 


man 


Harding: B. F. Harding, partner in the 
independent adjustment firm of McDonald 
and Harding, Scranton, Pa. died of a heart 
attack on April 18 at the age of 55. M1 
Harding had been in insurance since 1920 
continuously in field in 
Scranton. He was a past president of the 
Anthracite Fire Club 


the adjustment 


Underwriters 
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He opens doors by closing sales 


Bruce Moredick— 
expert on “closings”’ 
~helps launch hundreds 
of highly paid 
selling careers 


each year 


Bruce Moredick says it’s the closing that 
separates the men from the boys. Bruce ought 
to know. His selling techniques have opened the 
door to thousands of high-income careers for 
graduates of Mutual of Omaha’s famous New 
Man and Unit Manager Schools. 


What else sets apart a $10,000.00-a-year sales- 
man from his run-of-the-mill brethren? Accord- 


ing to Bruce, practical training in modern insur- 


ance methods can often spell the big difference. 
Today’s training brings tomorrow's commission 
dollars, he'll tell you. 

If your income isn’t as high as it ought to be, 
maybe it’s time you investigated the Mutual of 
Omaha schools in your area. For free details, 
inquire at your local Mutual of Omaha office, 
or write direct to Mutual of Omaha, Omaha, 
Nebraska, Dept. BFC-657. 


“It was a privilege to be allowed to attend the National 

Sales Training School. I gained a great deal from the course 
but in particular it helped me in closing. I have found since 
coming home that I have less difficulty in getting into the 
proper close.” —JOHN W. BLACKBURN, recent Mutual 
of Omaha Training School Graduate. 


Home Office: Omaha, Nebraska 


MUTUAL BENEFIT 


HEALTH & ACCIDENT 


‘OF OMAHA 


V. J. Skutt, President 
Canadian Head Office: Toronto 
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Realistic Advertising 


ALWIN E. BULAU 
Assistant Secretary 
The Home Insurance Company 


HERE HAVE BEEN many in- 
_. which would indicate 
that some agents and some company 
people believe that all one has to do 
is to advertise and that then new 
business will follow. Usually when 
a new coverage is developed the first 
cry from agents, fieldmen and home 
office staffs is for folders and adver- 
On a realistic 
however, for automatic sales such a 
process would have little value. Why 
then 


tisements. basis— 


advertise? First, we must 
differentiate between two basic kinds 
of products, namely 
and 


commodities 
service. 


Quickly Recognized 


Usually, commodities are sold in 
stores and the buyer makes his pur- 
chases through the aid of his sense 
of sight, smell and quite often price. 
Those items which are well publi- 
cized are quickly recognized by the 
buyer, taken from the shelf and the 
return from the advertising expendi- 
ture is soon realized. 

Insurance in all of its forms is a 
“service” which provides indemnity 
and constitutes an intangible pro- 
duct. It is an asset for the buyer 
which should require much more 
consideration than the selection of a 
fancy container from the grocer’s 
shelf. 

What then is the real purpose of 
While the 
ultimate aim is to sell more and bet- 
ter insurance, the 
design is one of “preconditioning.” 


insurance advertising ? 


more realistic 
Basically, the insurance companies 
must first get the attention of the 
reader or listener. The message must 
hold his interest and to do this it 
should be informative, even enter- 
taining. The story is most effective 
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when it contains an element of help- 
fulness which will either immediately 
or ultimately benefit the audience. 

Since insurance is contractural it 
requires a meeting of mind between 
the parties involved. It is, therefore, 
not an “off the shelf’ product, but 
is rather a personalized service ul- 
timately requiring the use of shoe 
leather. Cf course, today, insurance 
men streamline their efforts and 
speed up the process, conserve foot- 
wear, and utilize the telephone and 
many other forms of communication. 
They must consider production ex- 
pense, consider competition and get 
to as many prospects or clients as 
quickly as possible. That is why 
advertising as a preconditioner gives 
information to those who are con- 
tacted in advance, it breaks down 
sales resistance and in this manner, 
production becomes more effective, 
speedy and economical. 

There are in the insurance business 
five: general categories of advertising 
and each has its own element and 
purpose. First are the ads in national 
or consumer publications. Then trade 
publications—insurance magazines 
and papers. The next, and a very 
large section, is that of direct mail 
advertising. ever in- 
creasing amount of newspaper ad- 
vertising on the local level and a fifth 
grouping, somewhat belatedly in this 
industry, is radio and _ television. 
While each of these seem to be self- 
sustaining, they nevertheless 
interdependent upon each other for 
most effective results and above all 
they must be implemented by the 
local agent or producer. 


There is an 


are 


Because of the vast circulation of 
most national consumer publications 
the cost of advertising in these media 
is usually beyond the needs or budget 
of individual producers. The 
monthly readership of the consumer 
magazines which my own company 


is currently using amounts to thirty- 
two million fifteen 
stock fire and casualty companies and 
the National Board of Fire Under- 
writers are using this precondition- 
ing media for the agents’ benefit. 


persons. Some 


Especially during the past five years, 
these advertisers have laid the 
ground work for y policy, 
new coverages and the many serv- 
ices. Above all they have publicized 
the position in the community of the 
independent local agent and broker 
At last report, the National 
tion of 


industry 


\ssocia 
Agents was also 
giving consideration to the possible 
use of such publicity. All of this 


consumer advertising, of course, is 


Insurance 


designed to inform and soften up the 
public in anticipation of the agent's 
Again | em- 
phasize the fact that this costly en 
deavor will have little effect until 
it is followed up by agents and pro 
ducers. 


specialized services. 


Trade Papers 


The second ad subdivision which 
I mentioned is the insurance 
press. 


trade 
I believe that these publica 
tions—and there are of them 
scattered country—are 
very important to those interested in 
publicity and advertising. Recently, 
I was asked, “Why do so many com- 


many 


across the 


panies advertise to those in our 
industry and not place greater em- 
phasis upon the buyer?” Our reply 
was that even our trade press acted 
as a preconditioner. Most companies 
who do national advertising advise 
the agents in advance by means of 
a trade paper ad as to the copy which 
is to appear in the consumer media. 
This gives the agent an opportunity 
to tie in his own advertising and 
sales program with the national ads 
of his companies. 
upon that 


We will enlarge 
feature later. Insurance 


(Continued on the next page) 





Realistic Advertising 


magazin 
communicator 
and 
| editorially, 

to put forth 

form of an 

facilities are 

the more 

information and suggestions which 
companies give to producers through 
enhance 


rvice by the 


the trade papers, so will they 
the over-all ability for s¢ 


local man. Recent] 
combined hgures ol all 


circulation 
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Consulting Actuaries 


10 S. LA SALLE STREET CHICAGO 3, ILL. 
Harry S. Tressel, M.C.A. Laddie Miler 
M. Wolfman, F.S.A. 
N. A. Moscovitch, A.S.A 
Michael Kazakoff 

Franklin 2-4020 








Wolfe, Corcoran & Linder 


Consulting Actuaries 
Auditors and Accountants 


116 John Street, New York, N. Y. 
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trade media and from this composite 
figure it was apparent that a great 


many agents do not subscribe to 
such papers nor do they read them 
It is difficult for me to understand 
how a producer can function etfec 
tively or profitably unless he knows 
what is the 


While the companies themselves and 


going on in business. 


the agents too send out their own 
material, it 1s 


everyone in 


most important to 
fast 


changes to keep abreast of the news. 


these days of 
That line of communication is well 
served by the insurance press and 
every agent should use it constantly. 

Since producers are most inter- 
ested with their 
policyholders prospects the 


in communication 
and 
direct mail material category 1s 
probably of greatest benefit to them. 
Most companies and many agents 
pre nluce folders or gadgets and there 
are individual companies who put 
out as many as several hundred vari- 
eties of these. \When used properly 
material is of more 
the than 


any other groupings. Here, too, the 


direct mail 


effective use to salesman 
term “preconditioner” would be ap- 
plied, because, as always, advertis- 
ing must be followed up by a more 
direct contact with the prospect. In 
the past, such material has been 
referred to and used as stuffers, in- 
serted with policies, statements and 
sure that the 


percentage of actual readership is 


other mailing. I am 


very small. 

It has been suggested -that the 
term “stuffer” be abandoned 
that instead these be 


and 
referred to as 
fact 
that when used in a planned cam- 


“sales pieces.” It 1s a proven 
paign, considerable waste is elimi- 
nated and the percentage of sales is 
amazingly high. Referring to my 
own personal experience, each day | 
scan all mail coming to my depart- 
ment. Fully 6066 of this consists of 
direct mail material and because of 
the urgency of time the largest por- 
tion of such material goes into the 
Here and there 1!'ll 
come across a hand written note at- 


waste basket. 
tached to a folder reading something 
like this: “Al, will you please take 
the time to read the attached mes- 
sage? It contains something you 
ought to know about. Signed, Joe.” 
Sometimes such a folder may come 
note or letter 
stating that the writer will follow 


with a more formal 


this up ina few days by a phone call 
Note that the sender has 
stopped me! Already there has been 
If | don't 
read the item immediately Tl place 


or a visit. 
a partial meeting of minds 


it aside to look over more carefully at 
my leisure. That is particularly true 
if the folder is eye-catching. 

In our organization | keep a rec 
ord of the numbers of each item of 
direct ordered from 
Tastes differ greatly. We 
learn which folder has the 
greatest appeal—and the geographic 
reactions are often very interesting. 
Direct mail material should be used 
by producers on a_ planned sales 


mail material 
each field. 


soon 


program basis. An agent can review 
the direct mail samples available 
from his company and select several 
which have the greatest appeal to 
him from the standpoint of appear 
ance and sale ability. Then he should 
release these, together with a per 
sonal letter, to as many 
people as he can conveniently follow 
up with a phone call or visit each 
week. 


note or 


If he will keep a record of 
the sales results, his findings will be 
The 
such a program, of course, 1s a well 
prepared prospect list made up par- 
tially from the producer's own expi- 


very encouraging. basis for 


ration files and in part a group of 
entirely new prospects. 

It is also more effective for the 
agent to conduct his campaign for 
a given class of business at the 
same time that his company includes 
that class in its national advertising. 


Some Tips 


Because of the importance of the 
use of direct mail material, the fol 
lowing is a list of pertinent observa 
tions, directed to the agent: 

Keep your prospect list up to date, 
classified by coverages needed. 
Promote only one class of business 
at a time. 

Use first class mail—the differences 
in cost will pay for itself. 

If you promise to call 


to do SO 


never forget 
that would be fatal. 
When you call be sure to refer to 
the fact that information has been 
sent in advance of your call. 

Also answer all resultant inquiries 
promptly. 

Try a repeater on the same subject 
for those not sold. 
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Enclose a return card so that the 
prospect can ask for more informa- 
tion. 

Be sure that your name, address and 
telephone number appear on all 


material. 
You will get a greater readership by 
using a hand-addressed, hand- 
stamped envelope with no return 
address. 
\mong your mailings include a mes- 


sage or folder telling about your 
agency and your service. 


y 
Ss 


Be sure that each mailing suggests 


a direct action by the recipient. 

The do’s and don'ts for the pro- 
ducer could be recited indefinitely, 
but if he is serious in his endeavor to 
sell more insurance of the kind and 
amount in the best interest of his 
policvholders, then he will develop 
his own special brand of experiences 
and will be able to avoid any pitfalls. 
He needs to realize, however, the 
great benefits and returns which can 
he gained from the proper use of 
the mails. 

Our fourth classification is news- 
paper advertising. We find a con- 
stant increase in the use of such 
publicity by agents on the local level. 
‘or many years the local dealers or 
merchants who sell commodities or 
appliances on commission have ad- 
vertised these products and_ their series of smartly styled promo- 
agencies at their own expense. It tion pieces are excellent 
is only in recent years that this cus- , abies biitiien Witakad 
tom has been adopted by insurance] § feted ' 
producers. Today, however, an in- 1 ; vivid colors, these apcmieal 
creasing number ‘of local agents set eID OM cave folders — distinctive, 
aside a reasonable precentage of their | ¥ Fu tte. S impressive, highly effective. Let 
commission dollar to advertise in / aN a eR, the Great American fieldman in 
their community papers. Consider : 
the slogan, ‘““What is good for the 
agents is good for the companies and 


* Great American’s current 


your area show you samples 
and explain how they may be 
used to create sales. Or, write 


what is good for the companies is directly to the Company. 


good for the agents.’’ Since most 
stock fire and casualty companies 
operate exclusively through the 
American Agency System, the com- / / | 
panies’ national advertising is main- VS YOUR) MF dependent 
tained largely for the benefit of the Stack” Insurance AGENT 
producers. semen see: press 
The cost of national advertising is 
substantial and a realistic approach e 
would indicate that the companies A 
would expect to ultimately benefit Great : ! lIerican 
in increased business. However, to e 
carry on the partnership it is only GROUP OF Insurance Companies 
natural to assume that the local agent 
will contribute by the use of adver RE + MARINE + AUTORGENE « CAteNee + Seer 
tisinge in local media If he will tie Great American _Great American Indemnity * American National Fire 

S : Detroit Fire & Marine - Massachusetts Fire & Marine - Rochester American 
in such local advertising with the 


: : : x Standard Stock Company Protection * 
theme of the national ads, he, of 


18,000 LOCAL AGENTS «© WORLD-WIDE FACILITIES 
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105 Years of Insurance Protection 


The Hanover Fire Insurance Co. was 
organized 105 years ago—this year 
we observe the event. 

Careful planning, prudent invest- 
ment, considered progress, high integ- 
rity, prompt settlement of just claims, 
plus loyal support of the American 
Agency System and a desire to render 
@ human service—have ever been and 


will continue to be our policy. 


THE HANOVER FIRE INSURANCE CO. 


Orgenized 1852 
NEW YORK + CHICAGO + SAN FRANCISCO + TORONTO 





loud More! Va / i 


Dubuque F&M MULTIPLE LINE FACILITIES 
More Business ... More Profit! 


Dubuque F&M’s multiple line faeilities—av ailable most 
every where—mean hew prospects, new profits for you. 
Now, you can sell insurance across the board. 

Multiple lines open new doors daily. Sale of one 

policy is the beginning . . . not the end. 





And, you have the 73-year reputation of Dubuque 
Fire and Marine Insurance Company behind you 
... all the way. It’s a reputation for fairness 

and reliability, backed by millions in resources. 
Write for information today. or call your 
Dubuque oa iin 











Aansurance Company 
Dubuque, Jowa 








Realistic Advertising—Continued 


course, will gain much impetus from 
the widely read national publicity. 
Many agents like to write their own 
copy while others use the mats 
furnished by many of the companies, 
The National Board of Fire Under 
writers and other supervisory and 
service organizations. Most of these 
are available without cost and cover 
a wide variety of subjects. 

The Insurance Advertising Con 
ference consists of most of the ad 
men of the stock fire and casualty 
companies and has associate mem- 
bership for the trade and consumer 
press. It is devoted exclusively to 
an advance in insurance advertising 
and helpfulness to both companies 
and agents. In recent years, ad 
helps for agents were disseminated 
through the courtesy of various 
agents’ organizations. For a number 
of years IAC has conducted a con- 
test for agents, giving an Oscar an- 
nually to the agent producing the 
most outstanding all ’round adver- 
tising during each calendar year 
This activity provides an opportunity 
for the exchange of information and 
material which benefits others 
throughout the country. 

There are numerous other types 
of advertising. Some agents like to 
distribute a limited number of gad- 
gets or novelties. Many of those 
in the advertising business feel that 
such items which do not contain a 
sales message have little value. The 
subject may be debatable. Because of 
cost, outdoor billboard advertising 
is somewhat limited, but it is con- 
sidered to be very effective. Postage 
meter messages are good—so are 
auto bumper reflector ads. All 
these can add up to a well rounded 
out program, still each item must be 
considered as a preconditioner—it is 
the agent’s own follow-up which 
must produce action. 

Probably the greatest insurance 
venture ad-wise was launched in 
March under the sponsorship of The 
National Board of Fire Underwrit- 
ers. For a long time, agents have 
been urging company use of radio 
and television. During an_ initial 
period of thirteen weeks there were 
spot announcements about the 
agent’s position in the community, 
about the need for full insurance to 
value—full coverage of many types 
and other pertinent subjects. Again, 
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this entire program can produce re- 
sults only when implemented by the 
local producer. For a very nominal 
cost, the agent can buy spot an- 
nouncements on the same channels 
to tell his story. To supplement the 
spots, posters, folders and mats of 
the National Board, many companies 
are furnishing their agents with 
tie-in material and it is hoped that 
an intensive drive by producers, 
simultaneously, will make this ad- 
venture an effective crusade. Each 
agency should investigate the pos- 
sibilities of spot announcements over 
local radio stations, especially those 
in suburban areas or in smaller 
communities. The use of radio had 
a rapid rise—with the advent of 
television a rapid decline, but from 
our own investigations, we feel that 
radio is on a sound ascendency and 
affords a reasonable means for effec- 
tive publicity. 

In recent weeks there have been 
published many annual reports of 
fire and casualty companies. With 
but few exceptions, the underwriting 
as well as net losses were tremen- 
dous. It is therefore, apparent that 
somewhere as between premiums 
and losses something is definitely out 
of balance. The companies have for 
some time been evaluating the gen- 
eral situation. It is evident to most 
that during the past ten years, re- 
placement costs of both buildings 
and contents have about doubled. 


An analysis of loss records indicates | 


the fact that amounts of insurance 
have not kept up with these advanced 
costs. As a result there is definitely 
distress and suffering on two fronts. 


The companies cannot well afford to | 


continue to take such losses indefi- 
nitely. More important, however, is 
the plight of the policyholder, who 


if he did not realize it before, finds | 


when he has a total loss that his 
insurance coverage is far from ade- 
quate. “What is good for the com- 
panies is good for the agents,” but 
it is also good for the policyholder. 
The time and need for a beneficent 
crusade seems to be at hand. The 
companies through its service organ- 
izations and independently are try- 
ing through honest and factual ad- 
vertising to support the agent’s 
position in the economy. At the 
same time they hope that he will 
join the crusade to appraise property 
owners of true values—their need 
to avoid catastrophe and at the same 
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According to Webster TOP means the acme, the 
pinnacle. In today’s slang TOP means the ‘“great- 
est’, the ‘‘most.”” No matter which idiom you use 
—American Casualty’s TOP is the pinnacle and 
the “greatest’— Because TOP meons Quality 
Accident Insurance. 


How do we know TOP is that good? Because 
public acceptance is the yardstick by which 
the success of a product or service is measured; 
and in the case of TOP this response has been 
immediate and enthusiastic! 


Your clients and prospects will go for this high 
limit, worldwide, low cost plan in a big way. 
TOP offers these three first-rate accident plans: 
Conveyance, Common Carrier and 24 Hour. 


We invite you to compare TOP coverage 
with that offered by any other company. Write 
for complete details—Now. Then you'll under- 
stand why TOP tops ‘em all! 


AMERICAN CASUALTY COMPANY 
412 Washington Street, Reading, Pa 


Send me complete details about TOP Worldwide Accident Insurance. 


Nome 





Address. 





City. 














Realistic Advertising 
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nest device 


known to get a balanced share of the 
newly acquired surpluses and assets. 
The recently developed policies and 
new innovations have already gone 
beyond the relative advance in sales 
It is the 
producer who, with preconditioning 


and marketing endeavors. 
through sound advertising, can im 
plement this crusade and as a result 
of their efforts, provide the public 
with the kinds and amounts of in 
surance protection to which they are 
entitled. 





FLOOD INSURANCE 


THE HOUSE APPROPRIATIONS 
mittee has retused the Federal Fiood 


Indemnity 


Com 


\dministration’s request 
for the appropriation of $50 million 
to place the flood insurance program 
in operation. It called it too indefi- 
nite and too costly and said that the 
premium cost would be almost pro- 
hibitive. It, 
have the 


however, is willing to 
\dministration the 
funds remaining from its original ap- 
propriation for further study. 


use 





«i suMPS AHEAp og THE RES'y 


. 


THAT'S THE COMMERCIAL 
STANDARD AGENT... 


. « « free and unfettered and brimful of 
confidence. When there’s “Big Business’ 
to go after, he’s got all the multiple- 
line tools to cover the risk from A-to-Z. 
Yes, and at his immediate command are 
all of the facilities of the Home Office — 


an enormous reservoir of special services 


and insurance know-how. 


— — 
Fal a, 


If you 

have the 
ambition... 
we'll supply 
the ammunition! 


WRITE TODAY! 


COMMERCIAL STANDARD 


INSURANCE COMPANIES 


RAYMOND E. BUCK 
President & Chairman of the Board 


FORT WORTH, TEXAS 


OMMERCI47~> 
a WI Cet 


After he had been advised of the 
Committee’s action, Commissioner 
Meistrell stated that the proposed 
program is a workable one, urgently) 
needed, and will make the benefits 
of self-protection available at reason 
able rates to home owners and small 
businessmen whom the law was 1n 
tended to help. “We are hopeful 
that the Congress will recognize the 
urgency of affording the American 
people a measure of self-protection 
against flood disasters, rather than 
having them rely solely on relief 
measures and charity,” he said. 

“The House of 


Representatives to appropriate the 
$50) million 


failure of the 


fund... 1$-a 
of great concern and disappointment 
stated Ralph B. Williams, 
president of the National Associa 
tion of Mutual Insurance Agents, 
upon hearing the news. “With plans 
virtually complete for offering this 


source 


to us,” 


valuable protection to property own 
ers throughout the country who are 
subject to the flood hazard, it is 
particularly have 
the program chopped off at the roots 
by the failure of Congress to pro 
vide funds for its operation. Mr. 
Meistrell’s that the pro 
gram would be turned over to private 
industrv as 


discouraging to 


assertion 


feasible has 
been adequate assurance to us. We 
that Mr. Meistrell’s 
effort has been to create a program 
which would eventually be workable 
by private industry and at the same 
time offer the needed protection to 
the people of this country until such 
time as private industry could shoul 


der the entire load.” 


soon as 


are convinced 


Housing and Home Finance Ad 
ministrator Albert M. Cole and 
Ilood Commissioner Frank J. Meis- 
trell then urged the 
Senate Appropriations Committee to 
provide $14 million for the initial 
operations of the Federal Flood In- 
demnity Administration. The money 
is to be used for selling and servicing 
expenses only and not for the pay 
ment of losses. Mr. Cole said. since 
had authorized the pro 
gram, it should be given a fair trial. 


successfully 


Congress 


The Senate approved its com 
mittee’s action and a Senate-House 
conference was held on the differ 
ences. ‘The conference failed to agree 
so the bill was returned to the House 
for another vote, 
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EXPLORER 


H. G. B. Alexander: chief executive of Continental 
from 1906 to 1928; one of the audacious, imagina- 
tive explorers who have spurred Continental into a 
ceaseless search for new forms of insurance, new risks 
to insure. 


During Continental’s Diamond Jubilee, remember what 
this unbroken tradition of exploration, this bold search, 
means. A guarantee, backed by 60 years of delivering 


CONTINENTAL 


CASUALTY COMPANY 
Chicago 4, Illinois 


1897— Diamond Jubilee Year—1957 


the goods, that Continental will give you modern cov- 
erages that properly protect your clients. 


The point? In an age when the whole fabric of American 
life and business is being swiftly rewoven, clients de- 
mand protection that fits the new needs of today and 
tomorrow. No one is better suited to supply it than 
Continental. Couldn't you do more business, then, 
backed by the pioneer? 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP e OFFICES ACROSS THE NATIOT 
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CHANGE THE ATTITUDE 
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think you can give him advice 
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HOME OFFICE 


him more protection and service for 
his insurance dollar. 

Maybe minimum coverage is all 
he wants, but there is always the 
possibility that “minimum coverage” 
wont be encugh. A few dollars 
saved now may cost thousands later, 
lead to impoverishment. 

That's right, your insurance may 
be higher than 
and many times you can be 
proud of it. Would the prospect 
trust his life with a cut-rate doctor, 
his funds with a cut-rate bank, his 
legal problems with a cut-rate law- 
yer?’ Then why should he place his 
future in the hands of cut-rate in- 
surance men ? 

Change the attitude to make the 
sale. When you're confronted with 
your attitude has to 
change along with his if you put 


Joe’s across the 


+ 


street, 


at mughy zs 


his business on the books. 


The Statesman 


State Auto Ins. Ass’n 


HOW TRUE 


RUNNING A BUSINESS without ad- 
vertising is the same thing as wink- 
ing at a girl in the dark—you know 
what you're doing, but she doesn’t. 


Newsletter 


—Va. Ass'n of Ins. Agents 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 


SALES COMMANDMENTS 
KECENTLY ONE OF AMERICA’S top 
salesmen set down his “Ten Com 
mandments” for salesmanship—not 
as a short cut, but as a list of the 
hard work a salesman must accom- 
plish in order to be 
The “Commandments” are brief and 
to the point—they have only more 
and better sales as their object and 
they gain that object by giving sales- 
mena system: 

1. Make at least ten personal calls 
each day. If you don't sell during 
your first few calls, keep at it. 

2. Write at least five postcards each 
day. Referring to postcards sent to 
names from the telephone directory 
or city directory. 

3. Make a given number of phone 
calls each day. The time spent in 
phone calls can be amply repaid with 
just one good sale. 

4. Make at least three working road 
demonstrations each day. When you 
make a call and follow through all 
the way to the close, you are demon- 
strating your product. 

5. Write a given number of post- 
cards to your customers each day. 
These go to people you already know 
and have sold. 

6. Make at least three appraisals 
each day. A careful list of the cover- 
age held by your clients can prove to 
you that three appraisals a day can 
mean sales from a previously un- 
considered source, 

7. Pass out at least twenty-five busi- 
ness cards each day. Your name can 
come before twenty-five people who 
contact other people 
contacted them. 

8. Check to see which policy owners 
have received benefits from the com- 
panies and now know better the 
value of the insurance you have sold 
them. 

9. Always have at least five “‘bird- 
working. A “bird-dog,” of 
course, 1s a person who is always 
looking for prospects for you. A 
center of influence is similar to a 
“bird-dog” in that such a person can 
supply you with many referrals. 
10. Be courteous, friendly and per- 
sistent at all times. This command- 
ment is simply a rule of happy liv- 
ing and good salesmenship . . . be 
persistent, but never too much so 
be courteous, but also be firm—be 
friendly, but not familiar. 


successful. 


just as you 


dogs” 


—Mutterings 
—Mutual Benefit of Omaha 
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GET YOUR SHARE OF THIS JUICY 


$100,000, 000, COO 
BONDING 


with E.G. bonding service 


Conrracr Bonp OurLook (from Engineering News 
Record’s 82nd Annual Report and Forecast) “ Big as 
1956 was, 1957 new business should top it, tight 
money or no. It forecasts a 7% rise in heavy construc- 
tion contracts.” In other words, there will be more and 
better contract bond business for you to go after than 
ever before. 

You can’t miss getting yourself a generous slice with 
the help of Employers’ Group complete, nationwide 
bonding service. Employers’ branch offices have, at 


rue Employers Group 


OF INSURANCE QQ} COMPANIES 


your disposal, unsurpassed sales support and experi- 
enced personnel. Employers’ Group multiple line 
facilities also permit you to offer the great service 
advantage that results from having all insurance in 
one company. 

This winning combination has assisted many EG 
agents in obtaining some of the country’s largest and 
best contract bond business. Get busy, now. Contact 
your nearest Employers’ Group branch office, 

—or write us here, at the home office. } 


hae 
the tht 


Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD THE EMPLOYERS’ FIRE INSURANCE CO, + AMERICAN EMPLOYERS’ INSURANCE CO THE HALIFAX INSURANCE CO. OF MASS. 

















EVERYONE 
RESPECTS 


Your ability to serve and 
keep your clients informed 
of the most modern 
protection available places 
you high on their “most 
respected” list. 


rr avllic bce dia Wha willing 


Ww MWh ( 
— 


/ 


Your clients are being reminded over TV and radio 
of the dangers of underinsurance. You can tie-in 
with the National Board of Fire Underwriter’s 
campaign by checking your clients files now to de- 
termine if their present insurance has kept pace 
with today’s high replacement costs. Then call on or 
telephone those who are underinsured. Have the sat- 
isfaction of knowing your clients are fully protected. 


UNITED STATES FIRE 


INSURANGE COMPANY 
ORGANIZED 1824 


110 WILLIAM STREET « NEW YORK, N. Y. 


CASUALTY ¢ FIRE «+ MARINE + SURETY 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO + SOUTHERN DEPT., ATLANTA © ALLEGHENY DEPT., PITTSBURGH © VIRGINIA-CAROLINAS DEPT., DURHAM, N.C. 
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QUESTION |. 


Insurable interest is an essential ele- 
ment in marine insurance. What 
relationship must an assured bear to 
a shipment of goods in order to have 
such an insurable interest? In your 
answer give three examples of per- 
sons having such an interest 


Answer 


A person has an insurable interest 
who is interested in a marine adven 
ture. A interested in a 
marine adventure if he stands in any 
legal or equitable relation to the ven- 
ture whereby he may suffer by the 
failure of the venture or may benefit 
A ship 
ment of goods destined for a certain 
place in the world by sea or air and 
connections would be a marine ad- 


person is 


by its successful completion. 


venture, The assured (who's LO xls 
were being shipped) should bear the 
above relationship to the goods and 
their arrival. 

Example of insurable interest: 

1. Cargo underwriter (May want to 
reinsure ) 

2. Owner of the goods or merchan- 
lise 

3. Commission broker (who would 
make his commission should the ex- 


change of goods be completed. ) 


QUESTION 2. 


Discuss the insurable interest of the 
buyer and seller in a shipment of 
under the following 
terms of sale as defined by the Re 
vised American Foreign Trade Defi 
nitions 


goods made 


1941. (Assume the absence 
of any special agreements. ) 


For June, 1957 


The following questions and selected answers are taken from the final 
examination given the students of the ocean marine cargo insurance 
course of The School of Insurance, Insurance Society of New York. 


a) “F.O.B. vessel (named 
shipment )”’ 


Dy “GP. 
tion)” 


port of 


(named port of destina 


Answer 


(a) The seller here must place the 
goods on board the overseas vessel 
are 
risk 
goods from that point until 


l 
and is responsible until they 
there. 
of the 
arrival 


The buyer assumes the 


at destination, unless vessel 
fails to arrive or load within speci- 
fied time period in which 
at risk from time goods 


case he iS 
are placed 
at his disposal by seller. Each would 
have insurable interest during time 
they are at risk or responsible for 
the goods, and each may have fur- 
ther insurable 
payment, or awaiting fulfillment of 
another contract a deadline. 
(b) Seller is responsible for goods 
until port ot 
destination and has insurable 
est up to this point 
have insurable interest beyond 


interest if awaiting 


before 
delivered to named 
inter- 
Buver would 
this 
point and both may have further in- 
surable interests if one not paid yet 
or one waiting for goods 
deadline contract. 


against a 


QUESTION 3. 


Name the duration of 
usually found in an 
policy issued in the 
ket. 


risk clauses 
open marine 


\merican mar- 


Answer 


Warehouse to warehouse clause 
Marine extension clause 


South American endorsement 


Philippine Islands endorsement 


Craft clause (Lighters, etc.) 


Deviation clause 


QUESTION 4. 


-xplain the 


1 


attachment of the in- 
surance under a marine open policy. 
\lso discuss the termination and the 
importance of the words “during the 
ordinary course of transit.”’ 


Answer 


from the 
time the goods leave the warehouse 


The insurance attaches 
and/or store in the place named in 
the policy for the commencement of 
transit and continues during the or- 
dinary course of transit (including 
customary transshipment if any) un- 
til discharged the 
overseas port 
hereafter the in- 
surance continues until the goods 
delivered to the 
house at the 
in policy, or 


from 
final 


overside 
vessel at the 
of discharge. 
final 


are ware- 


destination named 
until the 7 
fifteen days (thirty days if 


expiry ot 
outside 
limits of port Se held covered if 
delayed beyond control of the as 
sured or party at but the 
underwriter must be given advice of 


> 1 


interest 


additional 
shall first 
The marine extension clauses, 


this with possible pre- 


mium, whichever occur. 
which 
are invariably added to open poli- 
cies, eliminates the requirement of 
notice and additional premium by 
reason of delays beyond the assur 
ed’s control in excess of the fifteen 
or thirty days. 
“During ordinary course of transit” 
these words mean during the 
(Continued on the next page 
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ntinued 

usual, regular way and method of 
transportation for a 
Anything 


given voyage. 


unusual might require 
additional premium, for instance, a 
not usual. 
“Ordinary course of transit” might 
be violated if assured picked up his 
goods in his own truck, where it was 
usual for a 


transshipment which is 


common carrier to be 


used. Transit cannot be influenced 
or interrupted in any 


sured 


way by as- 


QUESTION 5. 
Name the 


the marine extension clauses as re- 


two clauses that override 


gards termination of the insurance 
and discuss their operation 


Answer 


South American clause 

Philippines Islands endorsement 
South American clause the 
goods only sixty days (ninety days 


via Magdalena River) to get to the 


Lives 


final destination and then coverage 
ceases. Philippines islands endorse- 
ment allows only seven days. In 
must be held 
Both reckoned 
from completion of discharge of the 
overseas vessel at the final port of 
discharge. The Philippines islands 
clause does not apply to mail ship 
ments. 


case of loss survey 


within seven days. 


QUESTION 6. 


sriefly discuss the duration of risk 
under the war risk policy on ship- 
ments made by 
mail, 


steamer, air and 


Answer 


Steamer—only while goods are 
water borne on overseas vessel for 
full war risk. 


with 


Coverage terminates 
termination of contract of a 
Limited risk 
(mines and torpedoes) in lighters. 


‘ 


Air & 


freightment. war 


Mail—War coverage is door 
to door. 





Ihe MARINE 


OFICINAS de ULTRAMAR, S.A. 
la Metropolitana Bldg., Havana, Cuba 


International Insurance and Reinsurance 


Underwriting Managers 
for the Latin American Pool 


Trustee for U.S.A. and Canada Trust Fund: 


MIDLAND TRUST COMPANY of NEW YORK 








60 Wall Street 


Telephone: WHitehall 3-9690 1-2 





ULTRAMAR INTER-AMERICA CORP. 


International Insurance and Reinsurance 
Latin American Specialists 


New York 5, N. Y. 


Cable Address: ULTRAMAR 








QUESTION 7. 


What is the important difference be 
tween the F.P.A.A.C. and_ the 
F.P.A.E.C. clauses ? 


Answer 


F.P.A.A.C.—Free from particular 
average unless caused by the vessel 
stranding, sinking, or burning. 
F.P.A.E.C.—Free from particular 
average unless the vessel be strand- 
ed, sunk, burned, on fire, in collision. 
Important words: 
F.P.A.A.C.—“unless caused by” 
F.P.A.E.C.—“unless the vessel be” 
In one case—to collect a partial loss 
(FPAAC) the loss must be caused 
by the perils named 
CtC..) 

In the other case—once the perils 
named have happened any time dur- 
ing the voyage a partial loss from 
perils in the perils clause (of the 
seas, fires, jettison’s, etc.) is collecti- 


ble. 


(stranding, 


QUESTION 8. 


Discuss the important differences in 
coverage under the “with average 
3%” and the F.P.A.A.C. clauses. 


Answer 


With average 3% allows payment 
for any loss caused by a peril in the 
perils clause (of the sea, jettisons, 
etc.) if amounting to 3% or more. 
If less than 3% 
payable. 3% 
deductible. 
I PAAC—In this case the only par- 
tial losses payable are those caused 
by the vessel stranding, sinking or 
burning, 


partial loss not 
is a franchise, not a 


Note: in all above cases total losses 
are payable if covered under policy. 


QUESTION 9. 


Is the “shore perils” clause of any 
importance with respect to named 
goods insured on “all risks” 
Discuss briefly. 


term ? 


Answer 


Shore perils clause of no importance 
with respect to named goods insured 
all risks, as all risks coverages goes 
right through to destination. 


{Continued in the ssue 
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RECENT MEETINGS 


THE AMERICAN INSURANCE Associ 
ation, the Association of Casualty 
and Surety Companies, and the Na 
tional Bureau of Casualty Under- 
writers have recently held their 
annual meetings. The A.A. 
elected the following officers : Chair- 
man, William E. Newcomb, presi- 
dent of the Great American Insur- 
ance Company; vice chairman J. 
Harry Bibby, executive vice presi- 
dent of the United States Fidelity 
& Guaranty Group; treasurer, F 
Elmer Sammons, president of the 
Hanover Group and secretary, John 
F. Neville. The ACSC elected 
Clarke Smith, U. S. manager of the 
Royal-( lobe to a second term as 
president, and also re-elected Wil- 
liam T. Harper, chairman of the 
board and president of the Maryland 
Casualty Company, as vice presi- 
dent, J. Dewey Dorsett as general 
manager and Ray Murphy as gen- 
eral counsel. William Leslie was re- 
elected general manager and James 
M. Cahill secretary of the N.B.C.U. 
A code of ethical standards which 
combines and modernizes features 
of the two former codes in the health 
insurance field was adopted at the 
annual meeting of the Health In- 
surance Association of America in 
Washington. It covers policy provi. 
sions, advertising, sales methods and 
competition and claim payments 
among other subjects. Dr. David 
B. Allman, president-elect of the 
American Medical Association, told 
the meeting that the advance of medi- 
cal science and the greater accessibil- 
ity of medical services may act to 
increase rather than decrease medical 
costs and even the incidence of dis- 
ease. He called the development of 
major medical insurance one of the 
most encouraging incidents in the 
history of health insurance. “So long 
as the insurance you promote is con- 
sistent with the maintenance of high 
quality medical care, you can be 
assured that medicine will support 
you,” pledged Dr. Allman. 
Demands for government insur- 
ance result from the fact that secu- 
rity has come to be a dominant goal 
in America, H. Clay Johnson, exec- 
utive vice president of the Royal- 
Globe group told the meeting. There 
appears to be very serious and con- 
tinuing threats of sporadic govern- 
ment inroads into the insurance field, 
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he warned. 


The companies are be 
ginning to make substantial inroads 
on the number of people who are 
uninsured 


because of age, impair 


a 

ment or inaccessibility, E. J. Faulk 
ner, president of the \Woodmen 
Accident and Life Company, and 
retiring president of the Association, 
declared in his address. The indus- 
try is now devoting itself intensively 
to the needs of those special seg- 
ments of the population presenting 
uninsured problems of health insur- 
stated. At the 
meeting J. Henry Smith, vice presi- 
dent and executive assistant of the 
Equitable Life Assurance Society, 
New York, was elected president to 
Mr. Faulkner. 

The quantity and cost of medical 
services must be based 


ance coverage, he 


succeed 


“on criteria 
other than the existence or amount 
of insurance,” Louis A. 
sistant director of 
the 

Association of 
chairman of 


Orsini, as- 
Information and 
Health Insurance 
America, and 
the Health Insurance 
Council, declared before the annual 
meeting of the State 
Medical Society. 

He called for “complete under- 
standing and support of insurance 
principles” by members of the medi- 


Research of 


vice- 


Connecticut 


cal profession. “Furthermore, it 
must be recognized that beyond this 
point the practicing physician or 
surgeon has primary responsibility 
in controlling the quantity of medical 


services, and establishing fees.” 

Due to variations in coverage, and 
the constantly changing aspects of 
health in- 
surance presents a “very complicated 
picture to the practicing physician,” 
the speaker noted. 


medical care, voluntary 


Because of this 

and despite numerous other de- 
mands on a physician’s time—it is 
imperative that a cooperative basis 
be developed for facilitating an un- 
derstanding of the role of insurance 
companies in financing medical care, 
he added. Mr. Orsini recommended 
in this connection that the medical 
society consider the establishment of 
an insurance advisory committee <o 
meet jointly with insurance 
sentatives. 


repre 


FEDERAL CROP INSURANCE 


THE HOUSE COM 
MITTEE has called for a complete 
revaluation of the Federal crop in- 
surance program by the Department 
of Agiculture. The Committee fa 
vors continuation of insurance as an 
alternative to disaster relief but 
would like to see the program made 
self-supporting. It recommended the 
appropriation of more than $6 mil- 
lion for operations in the fiscal year 
1958. The appropriation recom- 
mended is less than the amount re- 
quested but more than was provided 
in fiscal 1957, 
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W. L. OLSEN, JR. 
Secretary 
American Plan Corp. 


HE MOST OPPORTUNE TIME to 
ye an enemy out of an in- 
sured is when he reports a_ loss 
which, contrary to his opinions, is 
not covered by his policy. 

\n alert agent is constantly striv- 
ing to gain the good will of the in- 
sured, What better is there, 
than taking a few minutes when the 
policy 


wa) 


is sold and explaining not 
only the coverages, but the condi- 
tions and exclusions as well. 


Until a Loss Occurs 


To the insured the insurance pol- 
icy is only a piece of paper until a 
He realizes that he is 
covered against certain hazards be- 


loss occurs. 
cause he bought the insurance for 
this purpose. The agent may have 
explained to him that the hazards 
insured against include certain les- 
ser perils, but he has only a vague 
notion of what 
is and no idea at all of his obligations 
under the policy. 


his exact coverage 


Imagine his chagrin when he has 
a loss and reads his policy for the 
first time. He finds that he should 
have reported the new car within 
thirty days of its delivery unless he 
has a family policy, which does not 
require reporting of a change until 
expiration, or he has repairs made 
and then finds that the 
pany won't make payment because 
he didn't allow them to see the dam 
age before repairs were made. 

It’s an awkward situation at best. 
\nd who do you think bears the 
brunt of the insured’s displeasure ? 
The agent. 


out com 


In the insured’s mind 
the agent seemed happy to sell him 
the insurance; why couldn't he 
have advised him about his obliga- 
tions ? 
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LOGIC 


Friend or Enemy? 


Certainly it is as important, per- 
important, that the 
draw attention to the condi- 


haps more 
agent 
tions and exclusions of the policy 
as it is to explain the coverage. 
One of the reasons you hear so 
much about the “fine print” in a 
contract is that no one considers it 
essential to explain these important 
points. The insurance policy is a 
contract which is written to protect 
the insured against certain hazards. 
Here the agent’s explanation usually 
stops. Why not continue with “sub 
ject to the terms of the policy,” and 
explain the terms? 

Suppose the insured has an acci- 
dent and accepts the amount of his 
deductible from the party causing 
the damage. If a receipt for the 
deductible is given, releasing the re 
sponsible party for all claims, the 
company may deny liability on the 
basis of prejudice of rights. From 
the agent’s point of view he would 
have gained good will and respect 
if this important feature of the pol- 
icv had been pointed out to the 
insured when the policy was written. 


Claims Expected 


The agent knows from experience 
that he won't have a loss on every 
policy. If he did he wouldn't be 
able to find a company that would 
accept his business. He knows also, 
that he must expect a certain num- 
ber of claims or he would have no 
business. 

We can all do without enemies. 
[In order to make friends of insureds 


y y SA SERVING MOST OF 
g SOUTHERN CALIFORNIA 
= © San Bernardino— 456 © Steer 


‘a © Riveride— 3680 Main Street 
130 E Main Sreeer 


Va ie PU Ranga 


© Barstow 


and to keep them friendly, y not 
spend the little additional time to 
adequately explain all of the im- 
portant parts of the policy. It will 
surely help to keep the business on 
the books and may even bring in 
customers 


why 


new when word 


around of the type of service the 


I 


gets 


particular agent gives. 


INITIATIVE 


WHAT IS INITIATIVE? It is doing 
the right thing without being told. 
The world bestows its big prizes, 
both its money 
this one thing, 


and its honors for 


Which Class 


But next to doing the right thing 
without being told is to do it when 
you are told once. Those who do 
this get high honors, but their pay 
is not always in proportion, Next, 
there are those who never do a thing 
until they are told twice; such get 
no honors and Next, 
there those never do a 
thing except when Necessity kicks 
them from behind, and these get in 
difference instead of honors, and a 
pittance for pay. This kind spends 
most of its time polishing a 
with a hard-luck 


small 
who 


pay. 
are 


bench 
still 
down the scale than this, we 
the fellow not do 
the thing even when someone goes 


story. Then 
lower 
have who will 
along to show him how and stays to 
see that he does it; he is always out 
of a job, and receives the contempt 
he deserves, unless he has a rich Pa, 
in which case Destiny patiently waits 
around the stuffed 
club. 


corner with a 


To which class do vou belong ? 
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INSURANCE GENERAL AGENTS 


ARKANSAS 


NEW JERSEY 


WEST VIRGINIA 





SOUTHERN INSURORS, INC. 
Managing 
General 

Agents 


Multiple Line Facilities for 
Arkansas, Oklahoma, Louisiana, Texas 


ALEX ARTZT 
22 N. 6TH STREET 
FORT SMITH, ARK. 





A. W. MARSHALL & CO. 


MANAGING GENERAL AGENTS 
744 Broad St. Newark 2, N. J. 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 


Tel.: Mitchell 2-0963-4-5-6-7-8-9 











ALFRED PAULL & SON, INC. 
Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 








COLORADO 





RITTER GENERAL AGENCY 
Gas & Electric Bldg. 


DENVER, COLORADO 
COLORADO WYOMING NEW MEXICO 





NEW YORK 


CANADA 





Hoey, Ellison, Frost, Mezey Inc. 
INSURANCE UNDERWRITERS 
111 John Street, New York 38, N. Y. 


Writtnc Att CLasses oF INSURANCE 
Locat anp Country Wipe 











FLORIDA 








Robert Howard J. M. Williams J. A. Carmody 
D. Oliver W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 
INSURANCE BROKERS 


CANADA CEMENT BLDG. 
MONTREAL, QUEBEC 








HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 





NORTH CAROLINA 














JAMES 0. COBB AND COMPANY 
111 CORCORAN STREET 
DURHAM, N. CAR. 
Virginia — North and South Carolina 














U. S. UNDERWRITERS, INC. 
MANAGING GENERAL AGENTS 
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MIAMI 45, FLORIDA 


MULTIPLE LINE FACILITIES FOR 
SOUTHEASTERN UNITED STATES 





TEXAS 





REDMOND AND SHAUGHNESSY 
LTD. 


SERVICING OUTSIDE 
BROKERS FOR OVER 
25 YEARS 


315 St. Sacrament Street, Montreal 

















LOUISIANA 





T. A. MANNING & SONS 


Insurance Managers 


Established 1904 
DALLAS 1, TEXAS 





Stewart, Smith (Canada) Limited 
Sun Life Bullding, Montreal 
gents and Brokers 


for 
Insurance and Reinsurance 


Associate Offices at 
116 John Street, New York 
Board of Trade Building, Chicago 


aso 
Stewart, Smith & Co., Limited, London, England 














BUSHNELL and COMPANY 
GENERAL AGENTS 


BOLDEN BUILDING 
ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 

















MONTANA 


JIM ST. CLAIR & COMPANY 
GENERAL AGENTS 
Multiple Line Facilities 
Serving West Texas Agents 
3124—34th Street Lubbeck, Texas 














UTAH 


TRANS CANADA 
ASSURANCE AGENCIES INC. 
Lloyd’s Correspondents 


REINSURANCE AND SPECIAL RISKS 
1231 Ste Catherine St. West 
Montreal, Canada 











FIRE — CASUALTY — AUTOMOBILE 
INLAND MARINE 
WORKMEN'S COMPENSATION 


WESTERN INSURANCE AGENCY 


Complete Facilities for Handling Surplus 
and Excess Lines 
P. O. BOX 523 


HELENA, MONTANA 
225 POWER BLOCK 
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THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, Utah 








A. E. WILSON & COMPANY, LIMITED 


Lumsden Bidg. Toronto 


Insurance Service 
Throughout Canada 
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Let's Stop Talking—from page 48 


relations activities on local, state, 
regional and national levels, does 
not fulfill the needs of the companies 
these agents represent, either. 
Agents can be the John Aldens 
of the insurance business only to a 
certain degree, an extent far short 
of the industry *s need, Let’s remem- 
ber, Priscilla married John, but not 
the man tor whom John spoke. 
Silence breeds the ugly spectres of 
misunderstanding and distrust. Dis- 
coordination and dispute nourish 
these monsters. As the National 
Board’s report said, the “‘business 
was too silent, too long.”” That state- 
ment was made thirteen years ago. 
So was another statement in the 
same report, “Mis-information and 
lack of information, rather than any 
active hostility to the business on 
the part of the public, are principally 
responsible for the current state of 





public opinion toward the business.” 
Both of these declarations are as true | 
today as they were in 1944. Neither | 
of them, in my opinion, has yet been | 
faced with the vigor their truth | 
and seriousness require, This is an] 
all-embracing — responsibility for | 
every person, company and organi 
zation in the business. 
In an effort to acquire, in a great 
hurry, at least the beginnings of a| 
program commensurate with the 
need, the executive committee of the 
Insurance Advertising Conference 
(the association of those men in the 


There is no substitute for experience 


daily and full time occupation it is 


to advance the interests and the} ft i a) th ee eee 
volume of capital stock insurance USE A S$ CWaAaYV N71 OFFICE 


through public relations techniques ) 


| 
general insurance business whose | 
| 
| 


designed and submitted to the 

American Insurance Association, a 

comprehensive, yet detailed proposal NEW YORK, N. Y... 116 Jobn Street 
outlining a coordinated instrumen- ; — 

tality capable of formulating and CHICAGO, Illinois Board of Trade Bldg. 
carrying out an industry-wide and PHILADELPHIA, Pa... Public Ledger Bldg. 
nation-wide program to achieve 


blic acceptance is al BIRMINGHAM, Ala. ..... Frank Nelson Bldg. 
public acceptance. L believe the ef 
fort of IAC was appreciated, but [| MONTREAL, Que., Canada ... Sun Life Bldg. 
weces of ~ a of the pro- | TORONTO. — _ 897 nes Saini 
posal since it was submitted, months 
ago. VANCOUVER, B. C., Canada 629-470 Granville Street 


LONDON E.C. 3, England ..................1 Seething Lane 
Speak Up 
It is time we stopped talking to 
ourselves. Insurance as an economic 
bulwark has kept pace with the ex- | ab i i For Brokers * Agents * Companies 
pansion of the American economy, | Ete 
of American industry and of Amert 
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always at your service 
AROUND THE CLOCK 


nued on the next page) 








Let's Stop Talking 


can standards of living. In some 


Capital 
mpanies can stand 


, 
cases, 1 ne ied the way. 


stock 1n 


\merican 


IKS Ol 


and — they 


however, at- 
dignified 


good they 


mn, U. S. Man- 


Ve! of the Roval * group said, 


not SO long ago 


“Our business mu og its story 


across to the publi R . it is not 


1 


enough for the insurance business 


nicians—it also needs 


to train tecl 
statesmen who are able to cope with 
modern developments and keep our 


business free, strong and 


- Lid) 


independ 
ent.” 

[If this and ora- 
torical let another 
statement made at about the 
time, Mr. 
recently a 
Trade 


same 
\lason, until 
the Federal 
that, be- 
of the Com- 


a 
Lowell 
membet 
Commission, said 


f recent interest 


mission in accident and health insur- 
and | 
developed a cadre of competent gov 


ance, it quote—"has 
ernment lawyers in the Trial Divi 
sion [which] ... . is in full 
bloom and ready at the first favor 
able judicial decision to move into 
other fields of “This 
ot legal talent” Mason 


how 


insurance.” 
Mr. 

y investigators, 
accountants and statisticians.”” And 
he concludes: “with their time and 
find out 
more about the business than you 
ever It isn’t a very pretty 
picture, ists 


array 


said, “is backed by 


patience, they will soon 
knew. 


end of quote. 


It is an unpretty picture indeed. 
It is an alarming picture, because it 
gives substance to the obvious 
thought that, if either the courts or 
the Congress gives permission—and 
there influential advocates of 
both outside the Federal 
Trade Commission as well as in 
the interest of the public in our busi 


are 


courses 


ness will once again be aroused “un- 
der 
For these are 


unfavorable circumstances.” 


men who waste no 


time talking to themselves. The pub 
lic regards them as champions, and 
they have the ear which we are not 
trying very hard to reach. Is it 
realistic to believe that we are se- 
cure, simply because today’s chal- 
lenge is only to what the ex post 
facto Health 
calls “fringe elements” ? 
lund 


And 


one stop investigation of a federal 


Insurance Association 
When did 
the I*ireman’s become a 
“fringe element’? how does 
agency at a specified page in one’s 
Were we to be faced today 
with such a challenge and the de- 
nouement of the Atlanta Case, would 
the industry have more public sup- 
port now than it had then? 


book ? 


Let us stop talking to ourselves, 
The time has come when our own 
self-interest requires us to identify 
the policies and procedures of the 
insurance industry with the public 
interest in the public mind and to 
broad action 
which we can feel certain will earn 
public and 


execute programs of 


understanding accept- 


ance, 











| “Thanks Very Much! 


That’s the answer I wanted.”’ 
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QUESTION VIII 


Several criminals broke a large 
picture window in order to enter a 
dwelling. The 
following losses: 


owner reports the 
the 
owner's personal check book, his 
wife’s bonds and 
his son’s wrist watch were taken. 
The owner’s wardrobe of clothing 
was ruined by squirrels that entered 


Two antique china clocks, 


government war 


the dwelling via the broken window. 
admitted to the premises 
through this window ruined a Chi 
nese oriental rug. 


Rain 


The criminals left a water faucet 
running, thereby flooding the base 
ment, and water stained fifteen can- 
window awnings used on the 
dwelling. The 
killed by the criminals. 


vas 
owner's dog was 
(a) By reference to the applicable 
policy provisions, indicate which of 
these losses, if any, would be cov- 
ered if this homeowner had (1) Fire, 
additional ex 
tended coverage and (2) Residence 
and outside theft (purchased prior 
to the the 
broad form personal theft policy ) 
contracts. If any of these losses are 
not your 
state the reason(s). 


extended coverage, 


announcement. of new 


covered, answer should 
(b) How would vour answer differ 
if the owner had a personal property 
floater and dwelling “all physical loss 
form” instead of the contracts men 
tioned in (a)? 

(c) Regardless of its applicability 
to the above case, explain in what 
specific respect(s) a Homeowner’s 
“C” policy affords more complete 
insurance protection than the com- 
bination of the policies mentioned 
in (a) and (b). 


Answer 


(1) 


erage and additional extended cov 


(a) The fire, extended cov 
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of the 
burglary losses as the policy excludes 
The A.E.C. en 


dorsement would pay prorata for the 


erage would not cover any 


coverage for theft. 


broken window in excess of the $50 
deductible. The dog would not be 
covered as its death was not the re 
sult of an insured peril. 

(2) The residence and outside theft 
would prorate the 
C. & AEC the 


window since the residence 


coverage with 
fire, E. 


broken 


the cost of 


theft policy covers damage caused 
by attempted theft. The clock, the 
checkbook, the bonds and the watch 
would be covered but loss of the 
checkbook is limited to actual value 
of the book itself, and 
bonds is limited to the amount not 


the loss on 


collectible by reissue of bonds from 
the government, but 
$500. 


not 
The policy includes vandal- 


exceeding 


ism, so damage to awnings is cov- 
ered. Squirrel 
would not be covered as tl 


damage probably 
1e intent 
of the policy is to insure only against 
theft and direct damage by 
theft. 
damage to the rug 
cluded, as it 


attempted 
It seems likely that the rain 
would be ex- 
was indirect damage, 
although there is a good chance here 
that burglary might be deemed the 
proximate cause of the loss. Ani- 
mals (pets) are excluded so the dog 
would not be covered. 

(b) (1) The personal property 
floater would the the 
watches, clocks, bonds and check- 
without deductible, but with 
watches subject to the $250 maxi- 
mum for | 1 
watches and furs, and the bonds and 


loss Ot 


pay 
be Tt yk 


unschedulec jewelry, 
checkbook subject to a limit of $500. 
The squirrel damage to wardrobe, 
and the rain damage to the rug would 
the deductible 

deemed the 
proximate cause of the loss. The dog 
would not be 


be paid, subject t 
unless burglary was 
covered as the policy 
excludes animals. 


(2) Under the all physical loss form 
the coverage would respond the same 
did for the A.E.C 
ment ; all damage to the dwelling was 
covered under the A.E.C 


as it endorse 
and both 
contracts are subject to $50 deduct 
ible on this type of loss, unless the 
loss is construed the direct result 
of theft. 

(Cc) is in effect 
a combination of the dwelling APL 


form, a PPF, and a comprehensive 


The Homeowner's (¢ 


personal liability policy, The owner 
would liability 
medical which 


therefore have and 
payments 


he did not have under tl 


coverage 
e other com 
He also has in 
additional 
living expense and rental value cov- 


binations of pe licies. 
the Homeowners a 20% 
erage; and 10% additional coverage 
on other private structures. The 
Homeowners is broaded than 
E.C., A.E.C. plus residence bur- 
glary because it insures dwelling and 


fire, 


contents for all risks instead of 
named perils. Also the deductible 
does not apply to certain losses as 
before, but it is inapplicable also if 
a franchise of $500 is met. More 
over, the Homeowner’s provides a 
higher limit 


one item of 
jewelry. 


for any 


QUESTION IX 
The 


certain electronic parts under speci- 
] 


“O” company is producing 


fications supplied by a television set 
manufacturer. Its contract with the 
manufacturer require s its entire pro- 
duction capacity. It operates in a 
plant which it leased eight years ago 
under a fifteen year lease providing 
for rental payments of per 
month. The plant is small since the 
parts which are made are not adapted 


$500 


to machine production and require a 
group of trained skilled workmen 
of whom only a few are available 


te ° 
¢ ntinued n +h next paae 
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Best's 


LIFE 


Publications 


1957 Life Reports 
$25.00 
Complete company data, in- 
cluding the Alfred M. Best 
Company’s authoritative, re- 
liable recommendations! 


( kh. “4 


1957 Life Chart 
$2.00 


Tabular financial figures on 
all Best-recommended compa- 
nies! Pocket-size! 


1957 Life Und. Guide 
$2.0 


Where to find companies writ- 
ing those unusual, out-of-the- 
way lines! 


All geared for your needs— 
all backed by Best’s 50-year 
reputation as the nation’s pre- 
eminent compiler and pub- 
lisher of insurance company 
ratings, statistics, and reports. 


Alfred M. Best Co., Inc. 
75 Fulton St., New York City 38 


Service to Insurance 
since 1899 








Questions & Answers—Continued 


During the past vear the “O” com- 
pany sold to the TV manufacturer 
$150,000 of completed parts. The 
materials entering into these parts 
cost it $55,000. Rent of $6,000 was 
paid for the plant. The wages and 
salaries paid to workers in the plant 
were $45,000, to office and service 
employees $10,000, and to officers 
$15,000. Light, heat and power costs 
amounted to $4,000. Other expenses 
totalled $7,000. 


(a) What types of consequential 
loss coverages may be needed by the 
“O” company? Explain the purpose 
and the nature of the coverage of 
each type to which you refer and, if 
there is any question as to the need 
for a particular coverage, indicate 
the circumstances which would de- 
termine its need. 

(b) How much insurance would be 
needed under each of the forms 
available for covering each of the 
risks to which you refer in (a)? 
Explain how and why you arrived 
at the amounts you suggest in each 
case, Indicate clearly any necessary 
assumptions you make. 


Answer 


(a) “O” should purchase U & O 
(also called business interruption in- 
surance) on his premises in order to 
protect his profits and his necessary 
continuing expenses which would 
have been earned during the time 
business is suspended because of fire 
or other insured peril. He has two 
questions to resolve: (1) since the 
building is rented and amount of 
space required is small, can he find 
suitable quarters elsewhere rapidly 
and can he replace his machinery ? 
If so, his need for earnings insurance 
or its amount is lessened. (2) since 
he occupies rented quarters, would 
the owner rebuild it faced with a 
large loss? Even if he would not, 
“C)” still would have definite ex- 
penses in resuming operations and 
he can protect himself with insur- 
ance. 

“QO” might need extra expense 
insurance to pay him for extra ex- 
penditures made to maintain deliy- 
ery. If his contract with the TV 
manufacturer is so drawn that de- 


liveries must be maintained, “O” 
would probably go to considerable 
expense rather than face penalties or 
loss of his contract. 

“OQ” might need contingent busi- 
ness interruption insurance to pay 
for loss of earnings should he have 
to cease production because the TV 
manufacturer was “burnt out,” with 
consequent cancellation of orders. 
Before deciding on this coverage, 
“QO” should know whether the TV 
manufacturer can switch his opera- 
tions to other plants, thus maintain- 
ing demand for “O’s” product, or 
whether the closing of the TV plant 
means complete stoppage. 

“O” must also decide whether he 
should buy leasehold interest insur- 
ance, because his present lease is 
more favorable than similar quarters 
to which he might have to move. “O” 
can insure the difference in rental 
he would have to pay should his 
present lease be terminated by an 
insured peril. An examination of 
the terms of the lease, particularly 
regarding cancellation in event of 
loss to the building, and the deter- 
mination of the present value of 
“©’s” quarters would be necessary. 

If boilers or machinery are inte- 
gral to “O’s” operations, he should 
consider power plant insurance, or if 
machines are subject to breakdowns, 
the purchase of “outage” coverage 
on the machinery policy to provide 
protection for increased operating 
expense caused by failure of existing 
production capacity. 

(b) Earnings insurance is available 
in two forms for “O”’’—the gross 
earnings or the two-item form. 

For the gross earnings form he 
would require the following informa- 
tion: 

Sales value of production $ 150,000 
less cost of materials 55.000 


100% insurable gross 
earnings $ 95,000 
He can select 50, 60, 79 or 80% 
coinsurance. If he feels his maxi- 
mum loss of earnings due to inter 
ruption would not exceed $42,500 
or a period of six months, he could 
insure for that amount on the gross 
earnings form with 50% coinsur- 
ance and have complete coverage, 
assuming there is little seasonal vari 
ation in the business and that in 
likely 


creased earnings are not 


within the next year or two. 
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For the two-item form, he needs 


the following information : 


Ordinary payroll 
Office employees 


Heat, light & power not under contract 


100% insurable value of Item | 
Coinsurence 


Amount of insurance required Item | 
Ordinary payroll (full year ) 

Ninety days coverage (assuming no 
100% insurable value Item I] 


Amt. of insurance required for Item I 


There is no question as to the need 
for payroll coverage in this case; it 
There would have to be 
a decision whether or not the office 


is needed. 


and service employees should be in 
cluded in ordinary payroll as was 
assumed in the figures just given. 
It might be pointed out that elec- 
tronics parts workers are so skilled 
that 
and including them in ordinary pay 


the use of the two-item form 
roll coverage for only ninety days is 
not justifiable, Payroll coverage 1s 
automatically included in the gross 
earnings form. 


The amounts needed for contin- 
gent U & O would be the same, since 
all of the “O” company’s output 
goes to one customer. 

For extra expense insurance, it 
would be determine 
probable costs for sub-contracting, 
rental of equipment, etc., and to 
carry insurance for at least 21% times 
the maximum extra expense which 
might be incurred in one month to 
maintain operations. For leasehold 
interest, the rental value of his pres- 
ent quarters under a_ seven-year 
lease, less the $500 per month he 
should be determined. The 
difference multiplied by eighty-four, 
the months left in the 
lease, would be the proper amount 
of insurance if the form is written 
without discount. Otherwise the 
discounted present value of the 
value for eighty-four 
months would be the amount of in- 
surance needed. 


necessary to 


pays 


number of 


leasehc Id 


Boiler outage, written usually on 
a per diem basis, might be deter- 
mined as follows: 
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$95,000 earnings 300 


days 


working 
three hundred working days 


$ 150,000 


10,000 

$000 114,000 

36.000 
80% 


: 800 
5,000 
750 
3,750 

11,000 


(80% coinsurance ) 


QUESTION X 


While on a vacation trip, “A” 
was being driven to an airport by 
his friend “P” in “P’s” private pas- 
senger car. “P’s” car collided with 
that of “Y” due to “Y’s”’ 
ness, “A” 


careless- 
that 
necessitated immediate medical and 
This 


lowed by two weeks of hospitaliza- 


suffered injury 


surgical treatment. was fol- 
tion and some costly plastic surgery. 
The total bill was $1650 including 
$300 of immediate medical and sur- 
gical aid; $150 for X-ray therapy 
after the completion of the plastic 
surgery ; $250 as a consultation fee 
for a neuro-surgeon; $15 rental fee 
for crutches. 


Insurance is carried as follows: 
“A”—Commercial accident policy 
including $500 blanket medical re- 
imbursement standard automobile 
policy B.I. and P.D. with $500 medi- 
cal payments family major medical 
with a $500 deductible and 25% 
“coinsurance” 

“P”’—Standard automobile policy 
B.I. and P.D. with $250 medical pay- 
ments 

“Y”’—_ Standard 
B.I. and P.D. 
payments 


automobile 
with $500 


pt ylicy 
medical 


(a & b) By reference to the appro- 
priate policy provisions, explain in 
detail how much “A” has a right to 
collect for his medical, hospital, and 
surgical expenditures. 


To what extent, if any, would 
answer to (a & b) differ if 
“A” had been on a business trip for 
his employer at the time this acci- 


cy 


your 


$317 per diem for a year of 


dent 
clusions. 


occurred? Justify your con 


Answer 


(a & b) The principle of pure in 
demnity does not apply in hospital- 
ization and medical payments insur- 
ance as such contracts are in effect 
“valued” policies. “A’’ could there- 
fore collect : 

(1) $500 blanket medical coverage 
under his commercial accident policy. 
(2) $500 medical payments cover 


age under his own automobile policy 
(3) $862.50 from his major medical 


policy, being 75% of his expenses 
after first applying the $500 deduct- 
ible. 

(4) $250 medical 
under “P's” 
policy as he was a passenger in “P’s”’ 


from payments 


coverage automobile 
car, and possibly $300 immediate 
medical and surgical aid if it had 
been authorized. 

Since “Y” was liable, the full 
amount of “A’s’’ medical bill would 
probably be paid under the bodily 
injury portion of “Y’s” 
policy. 


(5) 


automobile 
(c) If “A” had been on a business 
trip, the medical payments coverage 
on his automobile policy, or the 
medical “P’s” policy 
would still respond as the work- 


payments on 


men’s compensation exclusion is ap- 
plicable in medical payments only 
to employees of the named insured 
or spouse. There would be no effect 
on the commercial accident or major 
medical policies. 

“A.” being on a business trip, 
might also be entitled to the bene- 
fits of his employer’s workmen’s 
the 


subrogate for 


compensation insurance. If so, 
insurer would then 
the amount of “‘A’s” claim against 
“Y" and to that extent “A” could 
not collect directly from “Y” and 
his automobile liability insurer. 


QUESTION XI 


(a) Assume private insurers can 
adopt an insuring agreement involv 
ing the hazards of construction and 
operation of for 
peacetime purposes under which they 
are willing to provide public liability 


atomic reactors 


insurance protection to a maximum 
of $75,000,000 or some similar sum 
in a single catastrophe. For such 
risks explain the extent, if any, to 
(Continued on page 146) 
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Automobile Liability Insurance—lssu- 
ance of Renewal when Premium not 
Paid as mere Offer to Insure—Notice 

of Cancellation Held Inadequate. 
Casualty Co. 


\linnesota, 


and in- 

mon situa 
sues a renewal 
he premium, 
the insured, 
cancellation 


the alleged 
msures 
parties 


for the 


he injured 

he insurer 

cost of t tlement, in 
cluding attorney’ 

The facts Wel thi a year 


1 
} 


pre 
vious to the renewal 1n question the 
insured del s premium 
for almost thr hs \ year 


later, a l 


policy was 
before the 
h 4. This 


the agent 


SECCOLLG 


| creditor 

nsured, An 

sent to in 

ated insured 
mas 

he agent- 

|, stating that 

red on March 

renewed, 

is $67.36, 

hould be 

hnsurance 


nerwise 


Edited by R. M. MaeArthur. Miami. Florida 


mony. After the expiration date of 
March 4, after the agent’s letter of 
March 28 stating the renewal policy 
“will be cancelled” if the premium 
was not paid by April 1, and after 
p icy cancelled 
flat on April 2, the accident occurred 
on May 30. On June 2 the insured 
tendered the amount of the pre- 
mium to the agent, which refused 
to accept it. 


the renewal was 


held that the is 

renewal policy was 
merely an offer to continue the in- 
surance but that the insured had 
not accepted the offer, by payment 


The trial court 
suance of the 


of the premium, before the agent 
had withdrawn the offer, by can- 
Accord- 
ingly, the lower court held the re- 
newal policy was not in force at the 
time of the and that the 
recover the 
had paid the injured 


celling the renewal policy. 


accident 
could not 
amount he 
parties, 


insured 


On appeal to Minnesota’s highest 
court, the lower court's decision was 
reversed and it was held the policy 
“was still in full force’ at the 
of the accident. 

The Court held that the insured’s 

that he had asked for a 
was not denied and there 
fore the issuance of a renewal placed 
the insurance in 


time 


testimony 


renewal 


force, under cir- 
the insured had 
reason to believe credit for the pre- 
mium would be extended for several 
months. The Court also held that 
the renewal policy must have been 


cumstances where 


in force because the agent tried to 
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cancel it, saying: “It is absurd to 
give notice of the cancellation of a 
non-existent contract.” 

A more striking point was the 
ruling that the letter of March 28, 
which said, in effect, that insured 
must pay the premium by April 1 
or the renewal policy “will be can 
celled,” was not an effective notice 
of cancellation. 

Despite this language, “If 
want your 


you 
continued in 
force you will have to pay the pre- 
mium by the first of April, other 
wise your policy will be cancelled,” 
the Court held this was not ‘“ex- 
plicit” nor “unequivocal.” Further, 
“It did not say that the policy would 
stand cancelled as of April Le 
The Court also said that the in- 
sured could reasonably construe 
this “as a dunning letter which only 
threatened cancellation + NG 
Minnesota or other cases were cited 


insurance 


as authority for this interpretation. 


Windstorm Policy—Recovery Barred 
for Wilful False Statements—Held 
Not Necessary for Insurer to Show it 
Was Prejudiced by Such Statements. 


Chaachou v. American Central 
Ins. Co. (U. S. Court of Appeals, 
Fifth Circuit, 1957) 241 F. 2d 889, 

This case arose out of the Miami 
hurricane of 1947 and was decided 
under the Florida State law. 

The coverage was afforded under 
the standard extended coverage en- 
dorsement contained in the 1943 
New York Standard Fire Insurance 
Policy form. Particularly this form 
provides the policy shall be void if 
the insured “wilfully 
misrepresented any material fact 


has 


The facts showed misrepresenta 
tions clearly. 


‘or example, the total 


damage claimed was $14,809 as 
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against an actual damage of “ap 
proximately $600.” 

The interesting and vital issue in 
the whether the insurer 
could avoid the policy by showing 
wilful misrepresentation alone, with- 
out providing that the insurer was 
prejudiced or damaged by the mis- 
representations. 

The 
that 


case Was 


District 
cle eS 


l‘ederal Court held 
the not need to 
prove prejudice from the insured’s 
misrepresentations, and the Federal 
appellate court affirmed this view. 
The Court made it very plain that 
if the insurer had to both discover 
the misrepresentations and _ also 
prove that it was damaged by the 
misrepresentations then the policy 
provision “would both be virtually 
worthless and put a premium on dis- 
honest dealings by the assured.” 
Further, “If it (the misrepresen- 
tation) worked, he 


insurer 


would have his 
money and, at worst, could be com- 
pelled to disgorge only by affirma- 
tive suit by the insurer if the fraud 
were discovered in time to be legally 
or practicably effective. If it didn't 
work—if, before consummation, 
fraud was detected—he would sutf- 


fer no disadvantage whatsoever. It 


For June, 1957 


would be an everything—to—win, 
nothing—to—lose proposition.” 
The Court 1 


strong 


made 
statements : 


two further 
“Clearly, in the 
absence of a statute, the law, which 
is founded on truth and justice, will 
not regard it as unsound that a per- 
son has lost the benefit of the 
tract by 


con 
wilful, immoral, dishonest 
which 
demns.” 


acts the contract itself con 
And, “Attesting, we think, 
to the fundamental justice of a posi 
tion which exacts genuine com 
ance with an undertaking to be 

est and truthful, is the fact tha 

is a scarcity of 
point.” 


Case law on 


Honesty and Fair Dealing 

Finally, the decision was summed 
up in these words: “Thus the agree 
ment of the parties called precisely 
for honesty and fair dealing by the 
assured and unless there be a public 
policy against people contracting to 
be honest and refraining from wilful 
false swearing and misrepresenta- 
tion, it 1s a contract which, as any 
other, ought to be enforced.” 

This decision is substantial sup 
port for an important provision in 
fire insurance policies. 


ARBITRATION 


DuRING 1956, subscribing insurance 
filed 11,740 
settlement by the eighty 


companies cases for 


seven com 
mittees operating under the Nation 
wide \rbitration 
lotal claimed damages 
in the cases filed amounted to $3,- 


264,353.25. In ail, 7,774 cases in- 


Inter-Company 
\greement. 


volving claimed 
124,044.75 


committees 


$2,- 
the 


with 
claimed damages of $1,140,308.50, 


damages of 
were decided by 


and 3,966 cases, 
were settled or withdrawn prior to 
hearing. Of the cases heard, 3,727 
decisions were handed down in favor 
of the applicants and 4,047 were de 
cided in respondents. A 
total of $961,600.71 was awarded. 


The number of signatory compa 


favor of 


nies in the arbitration program rose 


to two hundred and and 


thirty-eight non-member companies 


sixty-five 
agreed to participate in the arbitra 


tion of specific cases Under terms 
of the agreement, 


which 


signatory 
stock, 
and reciprocal organizations 


compa- 


nies include mutual 

have 
agreed to arbitrate all automobile 
and plate glass subrogation claims 


not exceeding $1,500 
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Questions & Answers 


which the customary tests of an in 
surable hazard would be fulfilled. 
b) Explain fully the extent, if any, 
which the problems of insurability 
atomic reactors on a single catas- 
ophe basis as cd scribed above { 1 ) 
resemble, and (2) differ 
the flood hazard, (11) 


from: (1) 
sickness haz- 
ard of the entire population, (111) 


‘ard of agricultural crop fail- 


Answer 


insurable 
arge num- 


(2) loss 


definite in time and place, (3) loss 
accidental in nature, (4) no catas- 
trophe hazard, (5) measurable in 
dollars. Applying these tests to the 
public liability protection needed for 
$75 million atomic reactors, the re- 
sults are: 

(1) large number of homogeneous 
risks so law of large numbers will 
operate—highly doubtful because of 
the very limited number of reactors 
built or building or to be built. 
(2) loss definite in time and place 
atomic “explosion” would meet the 
requirements, but radiation and 
“fall-out” could occur over a period 
of time and therefore be like the acid 
smoke damage from certain chemical 
plants. 
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(3) loss accidental in nature—this 
requirement would probably be met 
with ease! 

(4) no catastrophe hazard—it seems 
almost certain at this time that 
atomic reactor accidents are likely 
to be of great magnitude. The size 
of the suggested liability limit 1s an 
indicator, 

(5) dollars—as_ to 
property damage, the answer is yes, 
but qualified because of the radiation 
and “fall-out” hazard. For bodily 
injury liability, there are no criteria 
by which to judge or to establish a 
sound standard of measurement for 
such injuries, and for some time to 
come there will be inadequate statis- 
tical data. 


measurable in 


(b)(1) The flood hazard resembles 
the atomic that 
losses tend to be great. It differs in 
that there are a large number of units 
exposed to loss, but unfortunately 
the risk is much more certain than 
accidental (‘for in spring, the rains 
While the 


measured in dollars and is reason- 


reactor hazard in 


come !”’). loss can be 
ably definite as to time and place the 
problem as for atomic reactors 1s 
that of a proper price (rate) for the 
risk. The flood hazard plagues the 
insurer with 
against him. 


(2) The sickness hazard meets the 


adverse — selection 


tests of a large number of homoge- 
neous units, and to some extent is 
fortuitous and accidental (though 
the frequency of illness seems to be- 
lie that fact). It is sometimes not 
very definite as to time and place, 
but its chief problem is one of meas- 
urement in dollars. The only solu- 
tion to date seems the practice of 
using the “valued” policy rather 
than a contract of true indemnity. 
There is not any apparent catas- 
trophe hazard, although epidemics 
are still possible despite the advances 
of medical knowledge. 

(3) Crop failure fails to meet the 
tests by rarely being definite in time 
and place unless coverage is limited 
to some specified peril like hail, and 
by having a substantial castastrophe 
exposure. It does, however, have a 
reasonable number of homogeneous 
units and the hazard is highly fortui- 
tous. There is a distinct problem of 
measuring the loss in dollars, par- 
ticularly because of the economic 
sensitivity of produce and commod- 
ity markets, and variability in acre- 
age yields. 
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Aetna Casualty: Assistant manager Mar 
vin A. Decker has been appointed man 
ager of the compensation and_ liability 
dept. succeeding L. L. Richardson, retired 

Robert D. Berry, superintendent of un 
derwriting at Chicago, has been appointed 
assistant manager there 


America Fore Group: Manuel J. Tanz 
has been appointed resident manager at 
Brooklyn, N. Y., succeeding William J 
Culbert, transferred to Hartford, Conn., 
for the Fidelity & Casualty Co. of N. Y. 


Agricultural 
George A. 


& Empire State Cos.: 
Finn has been appointed spe 
cial agent in Kansas. 


Allstate Ins.: Richard A. Hogan, assist 
ant vice president, has been promoted to 
new responsibilities as head of the fire- 
casualty sales operations succeeding vice 
president Davis W. Ellis, who will be in 
charge of sales development for the newly- 
formed Allstate Life. Melvin T. Little 
has been advanced to agency director in 
home office sales dept. replacing Thomas 
R. Hall, retired. 


American Home Group: S/ie/don L. Lucas 
has been named state agent in charge of 
a new office in Richmond, Va 


American Insurance Group: J/iwmas E. 
Walker has been transferred to the head 
office and promoted to superintendent of 
inland marine dept. 

John W. Turner has been named spe- 
cial agent in Harrisburg (Pa.) and will be 
assisted by field representative Robert J. 
Perreault, transferred from Philadelphia. 

Integration of branch office operations 
of American Ins. Co. and American Auto- 
mobile Ins. Co.: In Boston (40 Broad St.) 

resident vice president James J]. Hen 
nessey, and branch manager H. Philip 
Freud. Hartford (49 Pearl St.)—resident 
vice president Robert W. Blakeslee. Dallas 
(1315 Pacific Ave.)—resident vice presi- 
dent Malcolm R. Smith; J]. Gilder Levey, 
formerly manager of The American south- 
western dept., will be in charge of a new 
branch to open shortly. Houston (3003 
S. Main St.)—resident vice president Rob 
ert B. Thomas. New Orleans (705 Hi 
bernia Bldg.)—resident vice president 
Milton E. Moore. 


American Surety: Harold B. Savage has 
been appointed special agent at Wash- 
ington, D. C. 


American Title: Rogers M. Lemon has 
been appointed special agent in Florida 
for this company and the Equity Gen- 
eral. 


American Universal: A branch 
office has been opened in Seattle, 
under the supervision of Earl B 
claims supervisor at home office. 


claims 
Wash., 


Parker, 


Anchor Casualty Group: Clifford M. 
Inderson has been appointed state agent 


For June, 1957 


in Wisconsin and Fred N 
cial agent in north Texas. 

John H. S8. Jamieson has been named 
manager of the home office casualty un 
derwriting dept. and Victor M. Petty as 
bond manager for Texas, both appoint 
ments for Anchor Casualty Co. 


as spe 


Atlantic Cos.: Harry I 
appointed manager of the Indianapolis 
office succeeding W. N. Ball, transferred 
to Los Angeles. William F. Clancy has 
been appointed marine supervisor at Syra- 
cuse, N. Y. 


May has been 


Boston-Old Colony Cos.: Robert N. 
Bradbury has been advanced to marine 
manager at Philadelphia. 


Celina Mutual Group: Jolin Thomas, 
branch claims manager at Dayton, has 
retired and John P. Schulte, claims ad- 
juster, has been assigned to the Dayton 
branch office 


iW Douglas 


has been appointed 


Cherokee: Special 
Maynard, Mississippi 
state agent 


agent 


Chubb & Son: A Gulf Coast 
open shortly in New Orleans under the 
management of J]. Kenneth Sadler, for 
merly resident vice president and man 
ager of the southern dept. for Marine 
Office of America 


office will 


Continental Casualty: Lugene F. O'Hara, 
copy chief, has been named advertising 
director. Percy H. Johnston has been ap 
pointed assistant superintendent of agents 
for disability div 

Maginnis ¢ | l 
Chicago, have been appointed to repre 
sent the  railroad-motor-transport div 
throughout the Hlinois area 


{ssociates, Incorporated, 


Detroit Ins. Agency: Donald W. Dic 
man has been advanced to manager of the 
bonding dept. succeeding L. G. Mallett, 
retired. 


Employers Mutual Cas.: /. FE. Baker, 
branch manager at Lansing, Mich.. has 
been appointed Oklahoma state agent 


ACCOUNTS $ 
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Robert E. Kelley, chiet underwriter an 
field supervisor in Michigan, replaces Mr 
Saker as acting branch manager 

Ward Barkdoll has been appointed In 
diana state agent and is replaced as ficld 
supervisor in northern Illinois by Dale ¢ 
Fry. 


Employers Reinsurance: FR. //. Osbor 
formerly assistant manager in 
dept. for National of Hartford 
has been placed in charge of fire 


tions in Chicago 


westel 
Group 


opera 


Fire Ass'n Group: William C. Fox, assist 
ant manager of southeastern 


dept wis 
elected an assistant 


secretary 


Fireman's Fund Group: Russell Pie 
assistant marine 
Pacific depts., has 
home office to assist vice 


combined 

transferred to 
president LL. VW 
direction of na 
inland 


secretary in 
been 
Niggeman in executive 
tionwide ocean and 
tions. When home 
new location at 3333 California St., the 
Pacific dept marine and inland 
marine operations will be separate with 
the ocean marine underwriting and pro 
duction remaining in the downtown off 
in charge of marine secretary Granville I 
Libby. John L. Ste 
secretary and manager of Pacific dey 
marine loss dept., will be transferred 
assist Mr. Libby and Robert R. Bue 
assistant manager of the Pacific dept 
marine loss dept., will succeed Mr. Stew 
art aS manage! Myron DuBain, inland 
marine superintendent, will be named 
manager of the itblished inland 
marine dept. at home office 

Clarence H Sutphin, Jr., has been 
named group manager at Buffalo, N. ¥ 
succeeding Frank H. Forster, 


marine opera 


fice is moved to its 


( 
) 


ocean 


issistant marine 


newly est 


retiring 


Holly W. 


counsel, has 


Fluty, 
relin 
manager of the 
will devote full time to 
il fre M. Hawle assist 
ant secretary. has been named a secretary 
and manager of the claim dept 


General Reinsurance: 
vice president and 
quished his duties as 
claim dept. and 
legal matters 


Germantown Mutual: \ service office has 
been opened in Milwaukee under the 


managership of Jose} F. Strut 


Great American Ins.: Jo/in J. Hambrose 
and Robert W. Hartmann have been ap 
pointed special New 
Jersey and west Rob 
ert FE. Barry has been named inland ma 
rine special agent serving the upstate New 
York area 


south 
Texas, respectively. 


agents fol 


Greene, Inc., W. W.: 
New York corporation 
to 68 William St 


The offices of this 


have been moved 


W 1s 
elected vice 
succeeding 


Hardwore Mutuals: //al O'Connor, 
consin district managet 
president in charge 
H. L. Toser, resigned 


(Continued or 


was 


of sales 


the next page) 





Field Appointments Continued Appointments: Kenneth I Lilja, west- 
ern dept. underwriting superintendent, 
Hartford Fire Group: [he offices of this has been named assistant manager of the 
group have been consolidated in the northwestern dept. A new field office 
southern dept. at Atlanta, Ga., under the has been established at Norfolk, Va., and 
general management of John H. Ledbet Jeff C. Wells named as special agent. 
who also heads up the fire-marine 
operations aided by assistant managers Holland-America: /!i//iam J]. Garrity has 
reorge S. Hunter, Manley Stockton and been appointed as multiple line field 
Oo ? agency superintend representative for eastern Missouri. \ 
Wright, William T. Cole new service office has been opened in St 
B. Ou 1 Jr., and Robert Louis under the managment of J. Alfred 
ha; while John R. Hopkins is Young with William J. Garrity and Rob 
manager of casualty-surety operations and ert Howard as field representatives and 
s assisted by Robe J. Prentiss, associate Ralph Farren, secretary 
manager and John H. Mat us, assistant 


manag Home Insurance (N. Y.): Secretary Mal 


James iF supervising underwriter, = colm B. Hicks has assumed management 
and William M. Dempsey, casualty un of the advertising and public relations 
derwriter, have been appointed as spe dept. previously under supervision of as 
cial agents traveling south-central Mich sistant secretary Alwin E. Bulau, who is 

wv Hartford Accident on a leave of absence 





VIRGINIA SURETY COMPANY, Incorporated 


A stock insurance company writing through agents, and rated 
“A” (excellent) in Best’s Insurance Guide with Key Ratings. 
Specializing exclusively in— 

Automobile Bodily Injury 

Property Damage 

Fire, Theft and 

Collision Coverages for 


LONG HAUL TRUCKING RISKS 


Safety engineering service and nationwide filing facilities fur- 
nished without any additional cost to assured. 


Inquiries from Agents Invited 
EXECUTIVE OFFICES 


228 Superior St. Toledo, Ohio 























pioneers in multiple line underwriting _ 





TRINITY SECURITY 
UNIVERSAL NATIONAL 
INSURANCE INSURANCE 

COMPANY COMPANY 


HOME OFFICE, DALLAS, TEXAS 


EDWARD T. HARRISON, Chairman 
GORDON 5S. YEARGAN, President 




















F. A. Dickerson, manager of fire opera- 
tions at Cleveland, has been appointed 
manager of the Cleveland office territory 


Industrial Indemnity: The San Jose office 
has been expanded to a branch office with 
Barney I. Deasy as manager and assisted 
by Keith C. MacBeth and Albert H. 
Heppes, special agents; Donald C. Elliot, 
Jr., underwriting manager; Kenneth N 
Myklebust, supervising engineer; and 
Loran W. Myers, claims manager. 

The Long Beach office is now a branch 
office and is managed by William S$. Oste) 
holt and working with him are Gerald I 
Boone, special agent; Floyd Pratt, unde 
writing manager; F. Karlson, supervising 
engineer; and Robert §. Cornelius, claims 
manager. 

Howard G. Cliff has been named claims 
manager at Oakland. 

Special agent appointments: Raymond 
L. DeYoung, San Francisco; David G 
Richwine, Sacramento; and William 7 
Waste, Fresno. 


Interstate Indemnity: Jere P. Miller, 
central California field representative, has 
been appointed resident vice president at 
San Francisco. 


Johnson Claims Service, Inc., M. M.: 
This Fort Wayne, Ind., firm has opened 
a branch office in Anderson at 205 Andei 
son Loan Bldg. 


Kemper Cos.: IV. J. Ryan has been ap 
pointed director of education and train 
ing for the group and head of the 
affiliated Mutual Insurance Inst. succeed 
ing the late John M. Breen. Frederick ] 
Dugle has been named as assistant direc 
tor of education and training. Richard R 
DeMark has been appointed assistant ad 
vertising manager. C. H. Koebel has been 
named procedures co-ordinator for fire 
div 

1. FE. Gaynor Swift has been named 
manager of the boiler-machinery undei 
writing dept. in Summit, N. J. 

Clifford A. Olson has been appointed 
district safety director in New York City. 


Liberty Mutual Ins.: Joseph A. Sullivan, 
manager of workmen's compensation & 
emplovees liability div. of the claims dept 
has been appointed assistant vice presi 
dent 


London Group: Russell J. Parker, for 
merly resident manager of casualty-surety 
for Pacific Coast territory of National of 
Hartford, has been appointed Pacific 
Coast regional casualty manager in San 
Francisco. \ branch office has been 
opened in Richmond, Va., with Bernard 
P. Carter as resident manager. Both ap 
pointments are for London Assurance 
Manhattan F. & M. and Guarantee Ins 
Co. 


Lovell-Pascoe, Inc.: This new firm was 
formed by the merging of Lovell & Co 
and Pascoe Adjustment Co. The head 
office is located in Cleveland with branch 
offices in Canton and Elyria, Ohio. 


Merrimack & Cambridge Mutual Cos.: 
Ldmund W., Pula, formerly fire prevention 
engineer for Mutual Fire Inspection Bu 
reau of Salem, Mass., has been appointed 
chief engineer 

Bill W. Reeves has been named special 
agent for south Texas 


Michigan Mutual Liab.: A branch office 
has been opened in Boston headed by 
G. L. Minott, producer's consultant, with 
resident safety engineer Robert Sudsbury 
in charge of safety service. 
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National of Hartford Group: /. A 

Bolton has been appointed manager ot 

fire-marine & multiple peril div. at Minne 

apolis and Ross A. Barker promoted to 

North Dakota state agent. J. G. Thumley 

and G. N. Duncan, both formerly with chy 

Continental Casualty, have been ap el 

pointed assistant managers in Chicago. te, 
The following midwest branch offices ot fo 

National of Hartford Group and Con 

tinental Casualty Co. have been consoli 

dated (to be known as Continental-Na ; TI S) a 

tional Group) and managers of fire-marine : 4 : Ww WML 

and multiple peril div. named: Chicago ) 

Insurance Exchange Bldg.) John J. Mulli . A 7 P G { 

gan; Denver (1726 Champa St.) C. A. al gow W wy aed 

MacLeod; Indianapolis (966 N. Meridian : ' | 

St.) E. P. Ressler; in  Michigan—Detroit ( aii v 

Ford Bldg.) C. E. Warrell, and Lansing ii aw Us WHF « 

office of National moved to Continental's 

Grand Rapids (716 Keeler Bldg.) ofc 

J. F. Borg; in Missouri—St. Louis (818 ‘ 

Olive St.) 4. C. Gunther, and Kansas City ail i 

210 W. 10th St.) J. F. Pickles; in Ohio rr Oh F ( : 

Cincinnati (602 Main St.) C. M. Hall, and Pe f 10 armers ompanies 


Columbus (40 S. 3rd St.) EE. QO. Davis; P 7 i. 
. - ~ Mi he OHIO FARMERS INSURANCE COMPANY - a¥rteve> 
and Milwaukee (740 N. Plankinton Ave . Chyavtcy ! 


Tl. L. Mulcahy. ad al K OHIO FARMERS INDEMNITY COMPANY 


> 
“a 


National Union Group: Jolin G. Me 
Farland, formerly vice president of Ameri ¥. 
can Ins. Co., has been named vice presi > : Pi # 
dent in charge of mid-western states rr f Ss ££ § 3 P 


LeRoy, Ohio 


AST DEPARTMENT 


John P. Callahan, formerly with Phoenix ” 7 . - 
Conn. Group, has been appointed assist 
ant vice president in charge of nationwide 
fire underwriting. 
Lynn D. Swisher and John Geyer have 

been appointed manager and assistant REINSURANCE 
manager, respectively, at the Indianapolis 
office which is now located at 2859 N 
Meridian St. 





Nationwide Ins.: George W. Walsh, Jr., 
has been appointed a_ special research 


analyst in group insurance. Casualt 
Norfolk & Dedham: James E. Hinson has 


been appointed special representative in 


North Carolina and Virginia. Fidelity 


North America Cos.: Leroy J. Simon, 
formerly casualty actuary with Mutual 
Service Casualty, has joined the actuarial 


staff at home office Surety 


Ohio Farmers Cos.: Special agent Pete 
P. Grebus has been transferred to Cin ey > 

cinnati and Jess C. Custis appointed erurity Mutual Casualty Company 
special agent in southeast Ohio. 


HOME OFFICE NEW YORK OFFICE 
Phoenix of Hartford Group: ©. /loyil 309 West Jackson Boulevard 259 West 14th Street 


Bowers has been appointed associate su Chicago 6, Illinois New York 11, New York 
perintendent—casualty & bonding div., 
Columbus district office. 

Garner J. Knoepfler, Louisiana state 
i svete diatieniad tee aden teaioe ferred to San Francisco in administrative been established in the newly -cre ited Los 
office and superintendent John H. Scotton charge of casualty underwriting, engineet Angeles division with Richard J. Walke 
will head the cicmadtv-emsete div, anited ing and payroll audit depts formerly Los Angeles manager for Cra 
by casualty underwriter Verdun J. Chate State agent Paul Venamon, multiple vens, Dargan Co., as resident secretary. 
lain. line fieldman, will be headquartered at Charles B. Wason and William Pinkney 

A new district office has been cstab the new field office at Springfield, Mo have been appointed managing under 
lished in Washington, D. C., under supe WELOEES GA SRE SOGRNCSA: GD CHURN Se 
vision of manager Ray Billingham, who St. Paul Fire & Marine: Edward 7 ae rye a tet d 
is also head of Baltimore field office, Southward has been appointed special Pioajiverns gets et aoe prensa Mepst Some casual 

» var » > > y » . oe 

assisted by special agent Bainbridge Eage) agent at Pittsburgh, Pa ase). ancl Venncns Raheri MeCantke 

Retail Credit Co.: Assistant managers and Edward J. Duffy have been appointed 

Charles Poulsen (Green Bav) and W. I Security-Connecticut Group: Villian R special agents for the San Joaquin Valley 

Toogood, Jr. (Dallas) have been ap Heckles has been named assistant to the — territory and Smithtown (N. \ respec 

pointed managers of new branch offices treasurer (Kenneth J]. Rowley Byron B tively. David W. Fleming and John A. 

established at Lafavette (Ind.) and Dallas Stilwell, formerly assistant secretary for Bernard have joined the Detroit office as 

Oak Cliff (Texas), respectivel National Fire Group, has been appointed special agent and underwriter respec 
production superintendent. tively. George E. Bell has been appointed 

Royal-Globe Group: Jan W. Kobertson Complete departmental office facilities senior underwriter in Cleveland 

has been appointed secretary and trans for southern California and Arizona have cont 
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Field Appointments—Continued 
Springfield Group: Acnneth W. Richman 


intendent of 
burglary-plate 


ointed supe! 


has been apy] | 


compensation liability 


vLass 


eee Accident Group: Bernard 7 
srum has been promoted to supe 


vising underwriter in the 1alty dept 


ard B. Sheldon, Philadelphia; Donald G. 
Ziegler, Los Angeles; and Paul G. Boemer, 
Jr., Milwaukee 


U. S. Fire Protection Engineering Serv- 
ice, Inc.: Lester A. Eggleston, Ben A. Gant 
and Stanley J. LeVeque have been added 
to the engineering staff in Kansas City. 
An office has been established in San 
Francisco with Paul D. Smith, formerly 


Montreal Ins. Buyers Ass'n is the first 
group of corporate buyers and managers 
to become a chapter outside of the U. S. 
Officers are: President, J. G. Harper 
(Northern Electric Co.); vice president, 
H. H. Cowan (Steinberg’s Limited); and 
secretary-treasurer, Glen Buchanan (The 
Shawinigan Water & Power Co.) 


General Adjustment Bureau, Inc.: Pau/ 


at Philadelphia chief engineer of Johnson & Higgins of E. Bennett, senior adjuster in Chatta 


Cal., as manager nooga, has been promoted to branch man 
ager at Gadsden, Ala., succeeding James 
B. McCurry, who was appointed manage! 
at Columbus, Ga., succeeding J. B. 
Harper, resigned. 

H. C. Gray has been 
adjuster at Cocoa, Fla. 


Toplis & Harding, Wagner & Glidden, 
Inc.: [his firm has inaugurated adjust 
ment in Canada to be operated 
Harding of ¢ Limited 
office being established in of 
loronto. Officers of the Canadian corpo 

president; R. W. 


ration are 7. b. Cr | 
( president and manager; and 


Zurich-American Cos.: Robert J. Coyne, 
formerly with National of Hartford, has 
been appointed assistant superintendent 
agencies, midwest dept 
William C. Woodyard, 
Continental Casualty, has 
superintendent of 
health dept 


facilities 
by Toplis \ 
first 


inada 
with the 


named _ resident 


with 
named 
accident 


formerly 
been 
individual 


inact, Vice 


Marine Office of America: Paul W. 
Brauer, Jr., has been appointed manage 
of the Jacksonville service office 
ing E. Otis Jenkins, who has been named 
manager of the southern dept., New 
Orleans, replacing J. Kenneth Sadler, re 
signed. 


] Tierne secretary -treasurel 


| succeed- 
Travelers: \ data 

been formed with 
Russell D. Leiml Succeeding 
Mr. Leinbach premium 


iccounting cuiy ison 


cle pt has 
president 


assn notes 


AFCO: The 400th insurance company has 
subscribed to the nationwide fire and 
casualty budgeting program 

George Faunch, Ill has 
executive vice president of this organiza- 
tion, Afco Time Payments, Inc. and Afco 
Limited and a director of Atco Incorpo ae 
rated and Afco Time Payments Inc. e2rge B. Tobler, Kenneth A. 
manager irthur A. Roedel and Edward L. Denton, ®04 Ira D. Keiter; 
land, Mc Jr. have been elected vice presidents and DuMond; and treasurer, 

Travelers Indemnit ointments: Cas (Mee treasurer of the three 
panies 


Crane, 
secretary ot Secretary 


I ravel 
! placed in 


Wi ” a. 
charge of a office 
dept president 
B. T. Bent, who retired as head ot the 


ept 


Mutual Agents Ass'n of N. Y. State: 
Paul A. Garrick was elected president 
succeeding Ward L. Howard. Other 
officers are: Executive vice president, 
Charles R. Kroeger; vice presidents—Ro 
land A fugustine, G. W. Milbrandt 


newly-c1 home 


been elected 
SCTV ICE succeedall \ i 


home office ac 


John I {squit ha een 


| 
appointed 
Port 


Bourdon 
secretary, J. Lewis 
Norris H. Dann 


casualty-fidelity-surety, at 


eeney, com 
ualty-fidelitv-surety Field supervisors 

named—Charles A Minneapolis 
Louis sora / Phiaceipan; 
Edmund i chester, N. Y.; and 
field trans 
ferred from Toronto to Hamilton. Fidel 


lines: Robe H. Hoff named 


Reporting Form Service Office: Officers 
elected: Chairman of the governing com 
mittee, J. L. Erhardt (assistant U. S. 
managers of the manager, Royal-Globe Group); vice chair 
foreign business (excluding Canada, man of governing committee, J. 1. Dillard 
Puerto Rico, Panama and the Canal Zone, vice president, Fireman’s Fund Group); 
Hawaii and Alaska) of the United States and treasurer, C. M. Close (executive vice 
superintendent at Se Wash., Willian Fidelity & Guaranty Co. effective July 1, — president, Great American Group). 

R. Se field it Dallas and 1957. 
field supervisor Jo/ H. Be n trans 
ferred trom Los Ange Seattle. Fire 
marine lines ? H. Garlock ap 
pointed assistant retal fire underwrit 
ing), Pacific Coast dept.; DeWitt T. Hobbs 
ind Ri d £ vamed 


American Internat'l Undrs. 
organization will act as 


Ass'n: [his 
SUpPerVISOI Ba \ ¢ § 
itV-SUTELS 


SUPerVISOI 


Southern Loss Ass'n: Officers of 
American Society of Ins. Management: newly-formed organization are: 
\ new chapter, known as Central Mass. C. C. Cromwell (Hartford Fire); vice 
Chapter, has been organized and the fol president, Sam F. Padgett (America Fore 
lowing officers elected: President, Richard Group); treasurer, H. G. Heyward (Royal 
Prouty (insurance mer Norton Co.); Globe Group); secretary, W. D. Swift 
it Miami and harleston, respectively treasurer, Robert K. Griffith (treasurer, Hartford Fire); and assistant secretary, 
ervisors named ewey M. Dren Riley Stoker Corp.); and secretary, George V. H. Merritt (General Adjustment Bu 
ne? Poledo; Walte ¢ ic and Rich M. Betterley Betterley reau), 


this 
President, 


es to 


managers 


Field suy 


Associates) 





NATIONWIDE UNDERWRITING & CLAIM SERVICE 
REPRESENTING DOMESTIC STOCK COMPANIES 


PUBLIC NATIONAL INSURANCE COMPANY 
AND 
MIDLAND NATIONAL INSURANCE COMPANY 


GENERAL LIABILITY 
WORKMENS COMPENSATION 
FINANCIAL RESPONSIBILITY 
HARD TO PLACE RISKS 


TAXICABS 

TRUCKS - BUSSES 
NON-STANDARD AUTOS 
SURPLUS LINES 


Kort HITKE & CO., INC. 


601 MUNSEY BLDG. 175 W. JACKSON BLYD. 
BALTIMORE 2, MD CHICAGO 4, ILL. 


7950 BISCAYNE BLVD. 
MIAMI 38, FLA. 


1401 PEACHTREE ST., N. 
ATLANTA, GA 


1535 WILSHIRE BLVD. 
LOS ANGELES 17, CALIF. 


905 CENTRAL BANK BLDG. 
DENVER 2, COLO. 


407 E. WASHINGTON ST. 
SPRINGFIELD, ILL. 


BOX 
DALLAS 5, TEXAS 


233 SANSOME ST. 
SAN FRANCISCO 4, CALIF. 
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ALLSTATE Insurance Company 


Skokie, Illinois 
Executive Appointments 


Thomas J. Spenker, vice president, has been pro- 
moted to be in charge of the insurance department 
which supervises claim, underwriting and sales opera- 
tions. 

G. H. Bartlett, Southeastern zone vice president, has 
been named vice president in charge of field operations 
in the home office. George C. Powell, who was manager 
of the Detroit regional office, assumes Mr. Bartlett’s 
former position. Robert W. Weber, formerly 
manager of the Detroit office, succeeds Mr 


sales 


Powell 


AMERICA FORE Group 
New York, N. Y. 


Executive Vice President 

Nicholas Dekker, formerly vice president and man- 
ager of the Pacific department, has been elected execu- 
tive vice president of the four companies of this group 


AMERICAN STATES Insurance Company 


Indianapolis, Indiana 
To Organize Life Company 


This company has decided to form a wholly owned life 
affiliate under the title American States Life Insurance 
$1,000,000 capital and $1,000,000 


Company with 


surplus. 


AMERICAN SURETY Company 
New York, N. Y. 


Executive Appointments 


Randolph E. Brown, president in 


charge of agencies and production, has been elected to 


formerly vice 


the newly-created position of executive vice president. 
John C. Barrows, Alanson R. Fredericks and Kenneth 
]. Heindel have been elected vice presidents. 


ARGONAUT Insurance Exchange 


San Francisco, Calif. 
Conversion Approved 


The management of this exchange announced May 21 
that its policyholders have approved the plan of convert 
ing the exchange to a stock company which provides for 
the distribution of all stock of the new company to ex- 
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change policyholders, It is anticipated that the new stock 


company, “Argonaut Insurance Company” will com 


mence operations July 1 


CALEDONIAN-AMERICAN 
Company, Hartford, Connecticut 


Officers Elected 


Insurance 


thcials of the Caledonian-American Insurance Com 
pany, which was purchased last December by the Peet 
announced 


President of the company is Dudley W. Orr, 


less Insurance Company, have now been 
president 
of Peerless Insurance; vice presidents are George L. 
\rmstrong, B. Cramton Carrick, Raymond T. Sweeney, 
John ©. Talbot, and Montague H. Zink. Ernest E 
Newcombe is secretary-comptroller and James M. Kay, 
treasure! 


THE DRUGGISTS MUTUAL Insurar 
Company, Mansfield, Ohio 

THE HAMILTON MUTUAL Insurance 
Company, Cincinnati, Ohio 
Consolidation Approved 


The Ohio Insurance Department has approved the 
100% the 
Mutual Insurance Company, Mansfield, by the 


reinsurance of business of the Druggists 


Hamil 
ton Mutual Insurance Company, Cincinnati, effective 
July 1. 
will be: 
dent, | 


consolidation 
President, H. William Brockmann; vice-presi 


|}. Schmidt ; secretary-general manager, Richard 


Officers of the company after the 


Stearns and 


l‘elts; assistant secretary-manager, M. | 


treasurer I... Jennette Boehme 


FEDERAL Insurance Company 
N. Y. 


Seeks Control of Colonial Life 


New York 


Tourist Automobile Policy 


Negotiations looking toward acquisition by the Fed- 
eral Insurance Company of the stock of the Colonial 
Life Insurance Company, East Orange, N. J., have been 
authorized by the boards of directors of both companies. 
} 


\nalyses will be made by qualified specialists of the 


assets, liabilities, and reserves of the two companies 
as a guide for a final decision as to an offering of newly 
Such 


an offering would be contingent upon the acceptance by 


issued stock of Federal to Colonial stockholders. 


holders of at least 80 to 85% of the outstanding shares 
of Colonial. Colonial would continue to operate as a 
separate company under the direction of its own di- 
Officers of would 
be added to the board of Colonial and would serve on 


rectors, officers, and _ staff. Federal 


its committees. Likewise, officers of Colonial would be 
added to the board and committees of Federal. 

Chubb and Son, through the Federal Insurance Com- 
pany, is now making automobile liability and physical 
damage coverages available for clients traveling through 
I-urope and North Africa, with the exception of Russia 


= : ' \ ‘i 
{Continued on the next page 
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REPORTS ON COMPANIES 


Continued 


policy will adapt standard con 
of such tourists and proper creden 


FEDERATED MUTUAL Implement 
rance Company 
Minnesota 


ee 
na raraw ‘ra Inc 
OG iOrawa;»re 
A 


. 

\A 

Owatonna 
VV NAT ina 


Elected President 
Buxton IT has been elected president and 

f this company. He succeeds James E. Kidd 

but will continue to serve as 


lL as president 


FIRE ASSOCIATION Group 


Philadelphia, Pennsylvania 
Executive Appointment 


Samuel H. Swart has been elected a vice president of 


\ssociation ot 


ompany of Pl 


the Fire Philadelphia, Reliance Insur- 


ance ( ladelphia and the Eureka Casualty 


Company and will be in charge of casualty operations 
in the head office. Befor 


+} 


e joining the group, Mr. Swart 
president ot 
Have 1) 


Was vice 
of New 


pany 


e Security Insurance Company 
the Connecticut Indemnity Com 


FOREMOST Insurance Company 


Grand Rapids, Michigan 


New President 


vice president and general man- 
Deen ¢€ le cle d 


president. Carl L. Geis, treasurer, 


} ] ] ] 
Nas also peen made a \ 


ice president. 


FREYSTOWN MUTUAL Fire Insurance 
Company 


SOUTHERN MUTUAL Fire Insurance 
Company of York County 
York, Pennsylvania 


Reinsured 


All policies and other obligations of the l‘reystown 
Mutual Fire Insurance Company were reinsured and 
assumed by Southern Mutual Fire Insurance Company 
of York County, York, Pennsylvania, effective May 7. 
The Freystown has ceased transaction of business and 
will voluntarily dissolve. 


HARTFORD ACCIDENT and Indemnity 
Company, Hartford, Connecticut 


Group Insurance Plans 


A broad new program of group insurance plans, 
designed for business firms employing between ten and 
twenty-four persons, has been introduced by this com- 
pany. Called Group-Guard Insurance, the program offers 
a choice of seven plans, covering a complete range of 
medical expense protection to provide employees with 
fringe benefits heretofore available, for the most part, 
only to employees of larger firms. 


THE HOME Insurance Company 
New York, New York 


Named Vice President and Secretary 


Roy R. B. Attride, formerly assistant vice president, 
He has 


been transferred to the office of the president where he 


has been elected vice president and secretary. 


will work on special assignments in addition to continu- 
ing his supervision of Canadian operations, 





AUDITS FOR CASUALTY 


Pavroll Audit Service 


has the ability and 


get-up to get the job done adequately. 


CHERRY 


Insurance 


3- S649 3-8640 
Bldg. 


DES MOINES 9, IOWA, Home Office 


CHERRY 
| X¢ hange 





m. L. PEARCE TOMPANY rem sete 


& INLAND MARINE CARRIERS 


PROMPT SERVICE— 


Payroll and other casualty audits 
by representative field auditors 


AGENCY CONTACT ALWAYS 


Audits Since 1920 
IOWA, MINNESOTA, DAKOTAS, NEBRASKA, MISSOURI. 
ILLINOIS, WISCONSIN, INDIANA, | MICHIGAN 
KANSAS, OKLAHOMA, COLORADO, NEW MEXICO 


Underwriting Reports 
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HOSPITAL SERVICE PLAN of New Jersey 
MEDICAL-SURGICAL PLAN of 


Newark, New Jersey 


New Jersey 


Enrolling Individuals 


This Blue Cross Plan and Blue Shield Plan are en 
rolling those individuals not members of a group for a 
limited time. Blue Cross has been open for several years 
to persons not eligible for group coverage but Blue 
Shield has not formerly been offered to the general 
public. 


ICT Insurance Company 
Dallas, Texas 


Findings Forwarded 


The Dallas County special grand jury has forwarded 
its findings in the investigation of this company’s opera 
tions to the Texas Board of Insurance Commissioners 
for special study. 
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OCEAN 


REINSURANCE 


—> Excess of loss 
—»> Pro-rata 
> Catastrophe 





KEMPER Insurance Companies 
Chicago, Illinois 


Intermediate Division Formed 


\ new major medical expense policy and new, broadet 
hospitalization policies are now available through the 
newly-formed intermediate division. This department 
will prepare policies and send them to the agent for 
delivery, and prepare premium notices and 
to the policyholder. Follow-up notices will 
the policyholder and the agent. 


send then 


go to hoth 


LIBERTY MUTUAL Fire Insurance Company 


Boston, Massachusetts 
New President 


Bryan E. Smith has been elected president succeeding 
S. Bruce Black who has been named chairman of the 
board. The two men hold the same respective positions 
with the Liberty Mutual Insurance Company. George 
\. Potter, secretary of the casualty company, has also 
heen made a secretary of this company. 


im ° 1 


nued n the next 


page 
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MARQUETTE Casualty Company 
New Orleans, Louisiana 
Executive Appointments 


; and 
claims manager, has been elected vice president and 
claims manager; EF 


Joseph L. Herring, former assistant secretary 


Lloyd Monroe, former secretary, 
elected vice president; Gail E. 
resident and und 


lerwriting manager, elected secretary 


Harshaw, former vice 


of the company and underwriting manager; J. Tuohy 
elected assistant secretary in charge of the fire and in- 





It’s Later Than You Think! 





Order Your 


1957 


Flitcraft Books 
NOW! 


The 1957 
Settlement Options 
Single Copies—$7.00 


Cflitcraft 


INCORPORATED 
75 Fulton Street, New York 38, N. Y. 


The 1957 
Compend 
Single Copies—$4.50 











REINSURANCE 
* 
FRANK BURNS 
< 


INC. 


land marine underwriting department ; and William A. 
Reich, Jr., manager of data process department, elected 
assistant treasurer. 


MERCHANTS MUTUAL Insurance Company 
Buffalo, New York 


Special Risk Department 


This company has established a new special risk 
department to handle workmen’s compensation and 
manufacturers’ and contractors’ insurance with annual 
premiums above $5,000. It is planned to pay a 15% 
Robert P. Holden has been 
appointed manager of the new department. 


dividend on such risks. 


NEW YORK CENTRAL Mutual 
Fire Insurance Company 
Edmeston, New York 


THE WOODSTOCK MUTUAL Fire Insurance 
Association, Woodstock, N. Y. 


Merged 


The Woodstock Mutual Fire Insurance Association, 
Woodstock, N. Y., and the New York Central Mutual 
Fire Insurance Company, Edmeston, N. Y. merged 
under the title and charter of the latter effective April 
1, 1957. 


PARAMOUNT FIRE Insurance Company 


San Francisco, California 
Elected President 


John A. Steel has been elected president and a direc- 
tor of this company. He is also president of the other 
companies of the Pacific National Insurance Group. 
The Paramount declared a dividend of $1 per share 
which was paid in May, the first cash dividend paid 
by the company since 1948, 


PENN MUTUAL Indemnity Company 
Philadelphia, Pennsylvania 


Ordered Dissolved 


The Court of Common Pleas of Dauphin County, 
Pennsylvania, has ordered this company dissolved and 
has directed Commissioner Smith to liquidate its busi- 
ness and affairs. All policies were cancelled on May 9 
and November 15 has been set as the last day for filing 
proofs of claim against the company. 
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QUEEN Insurance Company of America 
New York, New York 


Acquires Old Dominion Business 


This company, a member of the Royal Globe Group, 
has acquired all of the business of the Old Dominion 
Fire Insurance Company, Roanoke, Virginia. The Old 
Dominion, a locally-owned company which wrote fire 
and allied lines, ceased operations on April 30. Policies 
of the Old Dominion currently in force were reinsured 
100% by the Queen which has handled practically all 
The 
business will be handled through the Royal-Globe’s 
Richmond office. 


of the Old Dominion’s reinsurance for many years. 


REPUBLIC Insurance Company 


Dallas, Texas 
New Chairman of the Board 


David D. Steere has been elected chairman of the 
board succeeding his father, Kenneth D. Steere who 1s 


currently serving as honorary chairman 


RESERVE Insurance Company 
Chicago, Illinois 


Stock Dividend Approved 


Approval of the Illinois Department of Insurance has 
been received for the 25% stock dividend voted by this 
company at the stockholders meeting in March. This 
will increase the capitalization from $400,000 to $500,- 
000 made up of 200,000 shares of $2.50 par value stock. 
Permission was also received to amend the company’s 
charter to include all casualty lines and fire. 


SECURITY MUTUAL Liability Insurance 
Company, New York, New York 


Now Writing Fire 
This company has entered the fire field and is now 


writing fire and allied lines at an advance discount of 
15%. 


THE SHELBY MUTUAL Insurance Company 
Shelby, Ohio 


Official Elections 


J. J. Crum has retired as president to take over the 
newly created post of chairman of the executive com- 
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SCHROEDER HOTELS 


HOTEL SCHROEDER 
Milwaukee, Wis 


HOTEL NORTHLAND 
Green Bay, Wis 


HOTEL WAUSAU 
Wausau, Wis 


HOTEL DULUTH 
Duluth, Minn 


HOTEL ASTOR 
Milwaukee, Wis 


HOTEL RETLAW 
Fond du Lac, Wis 


HOTEL LORAINE 
Madison, Wis 


HOTEL CALUMET 
Fond du Lac, Wis 


HOTEL VINCENT 
Benton Harbor, Mich 


WALTER SCHROEDER, PRES. 


We aim to serve our many insurance company 
friends, executives and agents. 











OTIS CLARK & CO. 


J? ,- 
U\ ECLUSUTANUCE 


FACULTATIVE 
TREATY 
> fod 3}. 


256 MONTGOMERY STREET 
SAN FRANCISCO 


mittee. [.. A. Dennis continues as chairman of the 
board while G. S. Dennis is the newly elected president 
and L. M. Dunathan 


president and secretary 


has been made executive vice 


STATE AUTOMOBILE Insurance Association 


Indianapolis, Indiana 
Executive Vice President 
mS 


been elected executive vice president. 


Continued 


Bernd, formerly assistant to the president, has 


n the next paae 





REPORTS ON COMPANIES—Cont 


STATE FARM MUTUAL Automobile Insurance 


ompany, Bloomington, Illinois 
New Auto Policy 


coverages, including major medical 
expense are among “forty-four  extra- 


protection claimed for this company’s new 
became effective April 15 in 
California, New Mexico, Oklahoma, Oregon and Wash 
ington, and May | 


automobile policy whicl 
in all other states where approved. 
Che new contract includes a two-color jacket with the 
policvholder’s name appearing through a cut-out win- 
dow. Pages one and two of the policy appear on the 
jacket itself. The balance of the policy, in indexed 
booklet form, is inserted in the jacket. The new major 
medical payments coverage is said by President Adlai 
H. Rust to be the first catastrophe-type medical expense 
protection ever offered in an automobile insurance pol- 
It follows tl 
in wide use in modern group health and accident plans, 


he states 


icy. e catastrophe protection principle now 


- 4 “4 
new directors 
AMERICAN HARDWARE MUTUAL 


Insurance Company, Minneapolis 
Henry A. Swanson, Jr. of Red Wing, Minnesota to suc 
ceed the late S. E. Hunt. 


AMERICAN MANUFACTURERS MUTUAL 
Insurance Company, Chicago 

Charles B. Stauffacher, financial vice president of Con- 
tinental Can Company, Ine., has been elected a director 
of this company and a member of the Eastern advisory 
hoard of Lumbermens Mutual Casualty Company. 


MARQUETTE CASUALTY 

Company, New Orleans 

Theodore F. Cangelosi, secretary of the board of super- 
visors, Louisiana State University and a member of 
the American Bar Association and the Louisiana State 
Bar Association. 


NEW YORK MUTUAL CASUALTY 

Company, New York 

J. Bryan Williams, president of Cross, Austin and Inland 
Lumber Company, Brooklyn. 
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NATIONAL CASUALTY COMPANY 


Get in the driver's seat, pull ahead with 
National Casualty's sound protection — the 
finest in Disability Income, Hospitalization 
and Surgical coverages for the Individual, 
Family, Franchise or True Group case. 
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Remember —It's Easiest to Sell the Best! 
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FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1956 


ASSETS 
Cash $ 5,518,043 87 
919,345.67 
175,209,752.30 


436,618 85 


Mortgage Loons on Reo! Estate 

*Bonds and Stocks 

Interest due and accrued 

Agents ond Departmental 
Balances 3,946,903. 97 

Real Estate 2,958,000.00 

Equity in Marine aad Foreign 
Insurance ools 


All other Assets 


10,942,414.98 
2,065,416.71 
Total admitted Assets. $201,996,496.35 


LIABILITIES 

Reserve for Losses $ 37,769,677.75 
3,846,000 00 
55,576,597.70 


1,954,250.00 


Reserve for Loss Expenses__ 
Reserve for Unearned Premiums 
Reserve for Toxes and Expenses 


Funds held under Reinsurance 
Treaties 7,537,594.98 
All other Liabilities 
Capital 
Net Surplus 


Total $201,996,496.35 


SURPLUS TO POLICYHOLDERS $94,988,281.30 


Securities carried at $4,090,259 60 ir 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


DECEMBER 31, 1956 


ASSETS 

——$ 862,064.60 
— 15,343,603.47 
58,424.58 


a 
“Bonds ond Stocks 
Interest due and accrued ___ 


Agents and Departmental 
Balances 1,625,547.09 
— 62,000.00 
126,651 86 


Total admitted Assets $18,078,291.60 


Real Estate 


All o Assets 


LIABILITIES 

Reserve for Losses $ 3,776,967.77 
384,600 00 

ums 5,521,842.39 
196,365.00 
103,005.98 
2,000,000.00 
6,095,510.46 


~$18,078,291.60 


Reserve for Loss Expenses 
Reserve for Unearned Prem 
Reserve tor Taxes and Expenses 
All other Liabilities 

Capital 

Net Surplus 


Total 


SURPLUS TO POLICYHOLDERS $8,095,510.46 


Securities carried at $2,080,802.60 in the obove statement are deposited as required by low 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


DECEMBER 31, 1956 


ASSETS 
wena TOONS 
9,000.00 
— 38,767,115.71 
145,923.17 


Cah on 
Mortgage Loans on Real Estate 
*Bonds and Stocks____ 
Interest due and accrued _— 


Agents and Departmental 
Bolances Se 3,758,150.11 

Equity in Marine and Foreign 
Insurance Pools______ 


202,834.42 
All other Assets. a 214,037.08 


Total admitted Assets__$44,627,332.25 


LIABILITIES 

Reserve for Losses $ 11,330,903.31 
1,153,800.00 
Reserve for Unearned Premiums 16,565,527 17 


Reserve for Loss Expenses 


Reserve for Tames and Expenses 615.695 00 
231,148.39 
3,000,000.00 


11,730,258.38 


All other Liabilities 
Capital 
Net Surplus 


Total $44,627,332.25 


SURPLUS TO POLICYHOLDERS $14,730,258.38 


Securities corried at $4,346,473.47 in the above statement are deposited as required by law 


Western Department 


120 So. LaSalle St., Chicago 3, IIlinois 


Southwestern Department 
912 Commerce St 


Dallas 22, Texas 


ASSETS 


= $ 42,794.64 
- 404,158.65 
2,945.21 
11,541.53 
‘ 19,300.00 


Cash en 
Bonds and Stocks 

Interest Due and Accrued 
Agents and Departmental Balonces 
All other Assets 


Total admitted Assets $480,740.03 


the above statement are deposited as required by law 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1956 


ASSETS 
$ 898 584.08 
314,698.21 
44,759,683 28 
158,274.88 


rigage Loons on Real Estate 


2,863,446 61 
316.3 


16,395.11 


Total admitted Assets. $49,311,082.17 


LIABILITIES 
sses___ ——— $11,330,903.31 
1,153,800.00 
for Unearned Premiums 16,565,527.17 
516,595.00 
151,809.57 
3,000,000.00 
——————— 


__"$49,311,082.17 


s Expenses__. 


for Taxes and Expenses 


Capital 
Net Surplus 


Total - 


SURPLUS TO POLICYHOLDERS $19,592,447.12 


Securities 


corried at $2,958,841) 60 in the above statement ore deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1956 


ASSETS 
Cash $ 934,735.84 
414,862 64 
40,300,943 62 
156,166 83 


Mortgage Loans on Real Estate 
"Bonds and Stocks 

terest due and accrued 
Agents and Deportmenta 

Bo'ances 4.249.919. 58 
Equity in Marine and Foreign 
Insurance Pools 217,110.96 
130,673.39 


Total admitted Assets $46,404,412.86 


All other Assets 


LIABILITIES 

_ $ 11,330,903.31 

1,153,800.00 

Reserve for Unearned Premiums 16,565,527.17 
607,495.00 
121,598.79 

3,000,000.00 

—— 13,625,088.59 


Reserve for Losses 


Reserve for Loss Expenses 


Reserve for Taxes and Expenses 
All other Liat 
Capital Saihaiaesiniatiitahaiiieipeia 
Net Surplus — 


es — 


Total $46 404,412.86 


SURPLUS TO POLICYHOLDERS $16,625,088.59 


Securities carried at $1,696,848 40 in the above statement are deposited os required by low 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1956 


LIABILITIES 
Reserve for Taxes and Expenses_ $ 2,780.94 
100,000.00 


377,959.09 


Capital 
Net Surplus — 


Total —— $480,740.03 


SURPLUS TO POLICYHOLDERS $477,959.09 
Securities carried at $55,636.41 in the above statement ore deposited as required by law 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


HOME OFFICE 
10 PARK PLACE, NEWARK 1, NEW JERSEY 
Foreign Department 
102 Maiden Lane, New York 5, New York 
206 Sansome St., Sen Francisco 4, Calif 


Pacific Department 


220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., 
535 Homer St 


Toronto 2, Ontario 


Vancouver 3, 8. C 
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BESTS 


LIFE REPORTS 


— 1957 eEvITION 


ORDER YOUR COPY TODAY! 


Everyone actively engaged in any area of the insurance 
industry, whether in the home office or in the field, can use and 
should have BEST'S LIFE REPORTS, the nationally recognized 
final authority on legal reserve life companies operating in the 
United States. 


Here, under one cover, are complete reports on 
company financial resources and responsibility . . . 
virtually no questions left unanswered! Both for 
your own information, and to fully serve and advise 
your clients, this is reference material you should 
never be without! 


Includes Best's famous summary opinions and recommendations for those 
companies that qualify after a thorough going-over by our insurance company experts. 


This unique reference work, now in its second half-century, is priced at $25.00. (Sub- 
scribers also receive an accompanying full year's subscription to the Life Edition of 
BEST'S INSURANCE NEWS regularly priced at $4.00 annually) 


Order Today! 


Alfred M. Best Company, Inc., 75 Fulton Street, New York 38, N. Y. 


ATLANTA + BOSTON * CHATTANOOGA + CHICAGO + CINCINNATI + DALLAS » LOS ANGELES + RICHMOND 
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OMPLETE | 


LAST SIX MONTHS 


EDITORIALS 


Assent and Dissent (monthly) 
Company Changes ... 
Editors’ Corner, The 
Executive Comment ‘ Apr. 
Insurance Stock Trends Jan. 
Life Insurance Stocks ......... ‘ . Feb 
Management Manpower Squeeze . .Mar. 
Operating Results—Mutual -Apr. 
Operating Results—Stock .Apr. 
Review and Preview chads .Jan. 
Stock Underwriting by Leading Classes -May 
Stock Company Groups June 15 


.Feb 
.Feb 


(monthly) June 


BUYERS & LOSS CONTROL 


Anti-Accident Program 

tehind the Losses (monthly) 

Buyer’s Round Table (monthly) . ae 
Commercial Property Policy—-Hunter } 

Corporate Insurance Management—G. 7 
Excess Limits—William 7. Fee 

Faulty Vision... Sudden Death + 

Individual Claim Problems—Kenneth C. Berry 
Lightning Can Be Controlled 
Purchasing for Safety—Rer C 
Radiation Hazards—W. J. 
Safety Program 

Three Hands in the Boss’s Pock 


Van Lear 
Heinrich 


Beckstead 
Satterfield, Jr 


LEGAL AND CLAIMS 


Establishing Auto Indentity—G 
Claim Service 
Friend or Enemy ? 
Judge Says, The—R. 
Loss Logie (monthly) mere 
Medical Services—B. G. Ramsey oes : 
Role of a Testing Laboratory, The—Leonard Taussig and 

ilan Goldblatt aches ; atts Pee ‘ 139 


F. Potts .. 


. Olsen, Ji 


VacArthu (monthly) 


MANAGEMENT & GENERAL 


Accident & Health 
Advertising Standards—Donald S. MacNauahton 

American Marine Market, The—Oren EF. Barker 

Assigned Risk Plans—James M. Tulloch ‘. 

sSustion Against Tyranny, A—-Hon. Lowell B. Mason 
Brokerage A & H Business—P. D. Spee ‘ 

Company Examinations—S. Alerander Bell 

Construction Contract Bonds—Warren N. Gaffney 

Cordial Collection Campaign, A—W. Rh. Van Dusen 
Financing Put to Test saasie err 

Fire and Casualty Stocks—Williiam W. Amos 

Growth Industry, A?—John A. Diemand 

High Road, The—Victor T. Ehre .. ah aaa 

Impact of the F.T.C., The—Hon. Joseph Navarre 

Income Tax Decisions—A merican Institute of Accountants . 
Insurance in the Atomic Age—Charles J. Haugh 
Insurance as Commerce—Franklin J. Marryott 
Insure Men—Not Motors—Robert C. Rodruck 
Insuring Dental Care Costs—J. F. Follmann, J? 
It’s Spring—W. L. Olsen, Jr ee Cates eae : Apr 
Let’s Stop Talking to Ourselves—W. W. Clement June 
Logical kind, The—Paul 8S. Wise ...... wae ..Feb. 2 
Looking Ahead—James F. Crafts .Mar. 2 
Loss or Profit—Floyd L. Rice ...... June 
Major Medical Expense—Jerome Pollack ..Feb. ¢ 
Managing An Agency—Guy Fergason earns Apr. 
Multiple Line Trends—C. FE. Tomlinson .... , .Mar. 
Multiple-Multiple Lines—/James Roland McPherson -Apr 
Personal Responsibility—Howard Ennes, M.P.H. . .Jan. 
Renewal Aspects of Morals—Stanford Miller -Apr. 
Report on Compensation—William Leslie, Jr. .... -Apr. 
Responsibility for Rehabilitation—Jerome Pollack June :‘ 
Social Control of Insurance—James R. McPherson ..Feb. 7 
Teen-Age Driver, The—Thomas M. Stoker ..... June 
Underwriting Major Medical—R. F. Ryan .May 147 
What Lies Ahead—John A. Diemand -.Jan, 21 


June 29 
Mar. 93 
May 121 
June 117 
Jan. 24 
May 109 


Developments (monthly) 


Mar. 103 
.-June 2 


OFFICE METHODS 


Applications for Small Companies—Larl G. Watters, 1.4.S.A. Jan, 42 
Around the Office—Guy Fergason (monthly) June 66 
Automation—LBoon or Bane ?—W. Alec Jordan -Apr. 104 
sooklets (monthly) ' > 56 
Card Filing Installation—G. T. Beall ...... “eb. 54 
Centless Accounting—R,. J. Adams ........ Feb. 46 
Coffee Break, The—Lyne S. Metcalfe ........ ay 65 
Communications ... Up! Down! and Sideways 

—Guy Fergason .. . ay 56 
Data Processing Automation Mar. 55 


Duplicating Methods—Lyne 8S. Metcalfe , Feb. 58 
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Effective Internal Auditing—George D. McCarty 100 


Electronic Processing Center .......... : 59 
Internal Auditor and Electronics, The—Charles f ) » oD 
Modern Aids to Office Efficiency (monthly) : 52 
New Duplicating and Printing Technique—Lewis Sale 9s 
Office Equipment Directory (monthly Ju 4 
Office Systems—Then and Now—Oscar Beling 20 
Organization—Its Growth and Development iy Fe June 66 
Recruiting, Rating and Paying Management 

Guy Fergason—Part I, Jan. 39; Part Il, Feb. 5 art 62 
Responsibility Accounting—Earl Soder June 63 
Tape Recorder, The—Dr. W. W. Wetzel . Jan. 46 
Telephone Etiquette—Donald Clinton Powe Mar. 66 
Time Saver—J. Rk. Strickland May 61 
Training Clerical Employees May ts 
What About Office Unions? Apr. 109 


Guy Fergason 
SALES & EDUCATION 


Attic Adventure—M. B. Massol .... 
Automobile Marketing Trends—B. J. Daenzer 
Burglary Insurance—Bruce H. McBimey, CPCI 
Cargo Liability Insurance—American Surety Company 
Cold Canvass Ends with Policyholders—Bruce D. Marshall 
Commercial Clients are Waiting—Bernard J. Daenzer 
C.P.C.U. Questions and Answers—American Instit 
Part I—Insurance Principles and Practices Ma 
Iffective 
Part I 
Part II ; ik h are aid Mate 
Farm Machinery Unprotected—Thomas M. Stoke 
How He Gets That Way—W. Sheffield Owen, CLI 
Hiow Much Capital Have You Got Invested? 
How to Handle Objections—Homer Smith 
Incidental Operations—J/. C. lice Pane 
Magie Polish, The—Hugh D. Combs 
Importance of People—-Edmund V. Schenke 
Pointers on Persuasion—James NN. Mosel 
Preauthorized Check Plans—Arthur J. Tufts 
Quiz of the Month 
General Education Jar 
Casualty pea aad 
Anatomy and Physiology 
Ocean Marine Cargo 
Realistic Advertising 
Reporting Plans 
Sales Slants 
Selling Parade aa 
Selling Tips from the Home Office (monthl 
So You Haven't Time—W. J. Livengood, CLI 
Successful Salesmanship—/.. V. Irvine 
Supplemental Policies—l'rban M. Lelli 
To Join or Not to Join—M. A. Patricl 
Vast Commercial Market, The—D. M. Witmevyer, 
Where There’s Life /ra D. Keiter (month! 


May 120 
May 97 
May 28 
Mar. 99 
June 


livin BF. Bulau 
James P. Senior 


ePcl 


MISCELLANEOUS 


Accidental Deaths June 
Association Notes June 
Best’s Stock Index June 
Building Cost Index June 
Company Developments June 
Conventions Ahead . - June 
Home Office and Field Appointments June 
Insurance Stock Quotations June 
Monthly Fire Losses June 
Motor Vehicle Deaths June 
New Directors June 
New Publications June 
Obituaries June 
Rate Changes June 
Reports on Companies June 


RATE CHANGES 


Automobile 
Ga., Md., Mass., Mich., Ohio, Va., Jan. 
Iowa, New Jersey, Wisconsin . Feb. 
Oregon ... deed eacnaweeedanaden Feb 
Iowa, South Dakota, Wyoming Mar. 
Massachusetts cans oes Apr 
Ga., Ind., Iowa, Nebr., Pa., State of Washington . .Apr 
Alabama, Georgia, Illinois, Missouri, Nebraska, North 

Dakota 


Wise 


me ca a .May § 
, Colo., Iil., Ind., Mich., Nev., N. M., N. D., Ore 
F Utah, Wro 

xtended Coverage 

North Carolina 

Arkansas 


June 


Feb. 
May 90 
‘ire 

Oklahoma, Texas 

Texas 

New 
Liability 

Countrywide 

Statewide 

Illinois, Iowa, Kentucky, 


Feb, 84 
May 90 
June 86 


...Feb. 84 
Mar. 132 


Texas Mar. 132 


159 





New York, Illinois, Pennsy 
Countrywide, Alaska, I 


Connectic 


Ivania 
Rico 


Nerto 


ape. F 
.May $§ 
June 


Mass., Mo., R 
Massachusetts 
Wisconsin 


June New Jersey, 


Workmen's Compensation 
a 


Virginia 


-Jan. 


June 


INSURANCE COMPANIES REPORTED ON (FROM JANUARY, 1957) 


Aetna Casualty 
(Extra Dividend) , 
Aetna Life Affiliated, Hartford 
(Official Appointments) 
Allstate Insurance Co., Skokie 
(New Theft Policy) 
(Driver Edueation 
(Forming Life Subsidiary) 
(Executive — ments) 
Executive Appoi . 
America Fore r, ee ee Yo 
(Year-end Fig 
(Management Change) 
(Executive Appointm nts) 
Executive r nt 
American cceeane ‘Tos C 
(Elected Vice Presidents) 
American Casualty Co., Read 
(Expands Facilities) 
American Fire & Casualty 
(Increased Dividend) 
American Fire Ins. Co. of D 
(Control Acquired) 
American Home Assurance Co 
(Named Vice President) 
American Hosp. and Life, New 
(Final Arguments) 
American Insurance Co., New 
(Elected Vice Presidents) 
American Man. Mutual Ins 
(New Vice President 
American Mercury Insurances o., Ws 
(New Chairman) 
American Mutual Casu 
(Dissolution Soug 
American of Newark 
(Executive App 
American Reinsurance 
(Dividend Action) 
(Executive Appointr 
American States Ins 
fo Organize Lite 
American 
(Executive Appoi ‘ 
Argonaut Ins. Ex« “rere San I 
(Executive App sintments) 
\ ion d 
ed ackoroe al Exchanges 
es Management) 
(Contents Reporti ng Fort 
Atl: intic Cas ialty Insurance 
ges Name) 
tic Companies, Ney 
w Vice Preside 
Audubon Insurance 
(New Chairman) 


& Surety Co., 


Grants) 


ures) 


Chi 


Kar 


rht) 


r.. Ne 


Surety ¢ 


nts) 


Beacon Nat'l Insurance ¢ 
(Expanded Facilities) 
Birmingham Fire & Cas. Co., B 
(New Title) 
Birmingham Fire Insurance Co 
(Change in Title) 
The Blackhawk Mutual Ca Re 
(Ordered Liquidated) 
Blue Ridge Insurance ¢ 
(Forms Life Subsidiary 
(Executive Appointme 
‘aledonian-American Ins 
(Officers Elected) 
Carriers Insurance FE; 
(New Title) 
The Celina Mut ual Gr 
(Deferred ¢C 


| Life, I 


Vichit 
rmitr 


Birt 


ompensAation 
ist Ora 

cht by Feder 
‘ommittee of Lloyds 
(Eleetions) 
‘ontinental Casualty 


(Acquires Cont 
(Heads Board of Natic 
(Family Proteetion Px 


sinh itual Cas 


‘ountry 
(To Me 
‘ountry Mut ae 
(To Merge) 
‘ountry Mutual 

ged Con 


Fire Comr 


Insurance 
Ipany) 
Forster Group, Ne 
ged Member Compar 
Mutual, M 
nsolidation Appt 
Dwell ling 


ru ist 


Eagle Star Ins. ¢ 
(Appoints Latin 

Employers Mutual 
(Elected Chairman 


160 


Mar. 
Mar. 


Orle: 


Hartford 
.Jan, 


119 
Apr. 


155 
151 
151 
155 
15 > 


Apr. 
Apr. 


June 


ins 
Mar. 151 
Mar 
cago 
Feb 
ish 
May 157 
isas City 
Feb. 143 


151 
143 


-Mar 1; 51 
wark 
Feb. 143 


119 


Apr 

igham 
Feb. 143 
ningham 
Feb. 1438 
wekford 

Apr. 155 


155 


Apr. 156 


Feb, 144 
119 
144 


156 


Jan, 
Feb 
Apr 


Jan. 119 


Jan 119 
Mar. 151 


June 151 


ral N.Y 


Mar. 151 
England 
Apr. 156 

Moines 
May 157 


Employer's Group, Boston 
(New Secretary) 
Employers Mutual, 
(Appointments) 
Employers Reinsurance, 
(Promoted to Vice President) 

(New Directors) 


F. & D. Co. of Maryland, 
(Increases Dividend) 
(Heads Contract Dept.) 

Federal Insurance Co., New 
(Seeks Control of Colonial Life) 
(Tourist Automobile Policy) 

Federated Mut. Impl. & Hdwre., 
(Elected President) 

Fire Assn. Group, Philadelphia 
(Shepard Advanced) Feb. 
(Executive Appointment) 

Fireman’s Fund Group, San Francisco 
(New Pres. of Nat. Surety) ......¢ Jan. 119 
(Elections) . 144 
(Designation 
(F.T.C. Investigation) 

First Kentucky Fire Ins. ¢ 
(To be Liquidated) 

Foremost Insurance Co., 
(Elected President) 
(New President) . 

The Freedom Insurance Co., 
(Stock Offering Cleared) 

Freystown Mutual Fire, York 
(Reinsured) 


sahuaiatars .Feb. 144 
Wausau 
-Apr. 156 
Kansas C ity 
Mar. 152 
Mar. 152 
Baltimore 
144 
156 
June 151 
June 151 
Owatonna 
June 152 


= 


Shortened) 


Grand Rapids 
May 157 
June 152 


Apr. 157 
June 152 
, Okla. City 
Jan. 121 
York 
.- Feb. 


General Bonding and Ins. ¢ 
(Merger) 

General Reinsurance Corp., 
(New ¢ ‘omptroller) ‘ 145 

Glens Falls Group, Gle ns Falls 
(Merger Approved) .......eceeeed Jan. 119 
(Huecutive CRARSOS) ...ccccccses Mar. 152 

Government Employees, Washington, 
(Elected Chairman) 
(Stock Dividend) 

Group Health Dental Ins., 
(New Dental Plan) 

The Guarantee Co. of N. A., 
(New U.S. Manager) 
(Change of Address) 

Guarantee Mutual Fire Ins. 
(Purchased) 

Gulf Insurance Company, Dallas 
(Stock Dividend Proposed) 


The Hamilton Mutual, Cincinnati 
(Consolidation Approved) 
Hanover Group, New York 
(New Vice President) 
Hartford Accident & Indemnity Co., 
(Group Insurance Plans) 
The Hartford Steam Boiler, 
(Extra Dividend) ; 
The Highway Casualty Co., 
(Revises Title) 
Insurance Co., 
eae eee Mar. 152 
Ilome Insurance Co., New York 
(Secretaries Elected) 
(Fleeted Treasurer) 
(Vice President and Secretary) 
Hospital Service Plan of N. J., 
(Enrolling Individuals) 


New 


Inc., N. 


Springfield 
.Mar. 152 


Jan. 120 


-June 151 
.Feb. 145 
Hartford 
ooose Sune 152 
Hartford 
an. 120 
Chicago 
pean Mar. 152 
‘Chie: ago 


.Jan. 120 


Newark 
June 
ICT Insurance Co., Dallas 
(Restrained) 
(Federal Bagg stigation) 
(Findings Forwarded) 
Imperial Casualty and Inde omnity Co. 
(New Director) Feb. 
Imperial Insurance, 
(Aequires Control) ; Mar 
Industrial Indemnity Co., San Francisco 
(Elected Vice President) .........Feb. 
(Inflation Protection Endorse- 
ment) 

Inland Empire Insurance Co., 
(Second Report of Receiver) 
Insurance Company of N. A. 

(Executive Appointments) 
(Deviation Granted) May 
Intern. Indem. Exchange, Kans: is City 
(Ordered Liquidated) ....Feb 
Inter-Ocean Ins. Co., Cineinnati 
(Chairman of the Board) ... . Mar. 
Inter-Ocean Insurance Co., Indianapolis 
(F.T.C. Charges Dismissed) Jan. 


Omaha 
145 
153 
146 
May 157 
..Mar. 153 
Phila 
Jan. 


Cos., 
120 
158 
143 
155 
121 
Kemper Group, Chicago 

(New Vice President) 

(Enters Ocean Marine .Feb. 146 


(Licensed in Brazil) ..Apr. 157 
(Intermediate Division Formed) .June 153 


er Feb. 146 
Field) 


Knox County Mut. 
(Merged) 


Vernon 
.Feb. 146 

Liberty Mutual Group, 
(New Vice Presidents) 

Liberty Mutual Fire Insurance 
(New President). . 

Liberty Mutual Insurance, Boston 
(Deductible Proposed) ........... Mar. 

London Assurance Group, New York 
(Broadened Coverage) 
(New Director) 

London and Lancashire Group, He i 
(Executive Appointments) Feb. 1 

Loyalty Group, Newark 
(Executive Appointments) 


soston 

.Feb. 146 
Boston 
June 1538 


155 


Feb. 147 


Maine Fidelity Fire and Cas. Co., Portland 
(Stock Issue) 

Manufacturers Cas. Ins. ¢ 
(Moves Home Office) 

Marquette Casualty Co., New 
(Executive Appointments) 

Maytiower Insurance Co., Columbus 
(New President) 

Medical Surgical Plan of 
(Enrolling Individuals) 
Merchants Mutual Casualty 

(Changes Name) 
Merchants Mutual Insurance Co., 
(New Title) far. 156 
(Special Risk Department) June 154 
Mid-Continent Cas. Co., Kansas City 
(Merger) 
Mid-Continent Insurance Co., 
(Purchased) 

Midwest Insurance Co., Indianapolis 
(Receiver’s Final Report) 
Motor Club of America Ins. ¢ 

(New Title) 
Munich Reinsurance Co., 
(Management Change) 
Mutual Benefit, Omaha 
(Advanced) 
The Mut’l F. Ins. Co. of the D. 
(Absorbed by Pa. Lumbermens) . 
The Mut. F., M. and Inland Ins. Co., 
(Executive Changes) Feb. 


Orleans 


June 154 


Newark 
June 

Buffalo 
Mar. 156 

Buffalo 


Co. 


Dallas 


J Newark 

143 
New York 
Sislhwuseate Mar. 156 
. 129 
Wash 


I 
of C., 
-May 158 
Phila. 


147 
National Fire Insurance Co., Hartford 
(Control Acquired) . 119 
(New Chairman of the Board) .Feb. 144 
National of Hartford Group, Hartford 
(1956 Results) 
(Reduced Dividend) 
National Surety Corp., 
(Resigns Presidency) 
(Expands Facilities) 
New Amsterdam Group, Baltimore 
(Increases Dividend) Mar. 157 
New Hampshire F ire Ins. Group, Manchester 
(Officers Elected) Apr. 157 
York Central Edmeston 
..June 154 
American Accident Ins. Co., es 
._T.C, Decision) Apr. 158 
A. Cas. & Surety Reins. C orp., New York 
(Title Changed) Mar. 157 
North American Reins. Corp., New York 
Y Title) M: 
British Group, New York 
(Baker and Casler Advanced) 
No. British & Mere. Ins. Co., I 
(New Chairman) 
Northwestern Mutual Insurance Co. 
(New President) 


. 156 
156 
New York 
. 119 
. 156 


157 


-Feb. 147 
ms London 
.May 158 

Seattle 
Mar. 157 
Old Dominion Fire Ins., Roanoke 
(Business Reinsured) June 15 
Pacific Fire Group, New York 

(Dividend Actions) f 
Pan American Insurance Co., Houston 

(Increased Capital) Mar 
Paramount Fire Insurance Co., New York 

(Named Vice President) .........Mar 
Paramount Fire Ins. Co., San Francisco 

(Elected President) . June 
The Pearl American Group, York 

(Revises Title) Mar 
Pearl-Monarech Group, New York 

(New Title) Mar. 
Penn Mutual Indemnity C 

(Ordered Dissolved) .. 
Pennsylvania Lumbermens Mutu: il, 

(Promotes Agent’s Services) 

(Absorbs Mutual Fire) 
Pennsylvania Threshermen — ‘ 

(New 


157 


158 


New 
158 
158 
Philade ‘Iphia 

June 4 
Phila 

Mar. 158 
May 158 
Harrisburg 
President) : Apr. 158 
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Phoenix of London Group, New York The Seaboard Surety Co., New York Traders and General Insurance Co., Dallas 
(Mergers) “eb. 148 (Increased Dividend) ree 5 (New Slate of Officers) : Jan. 123 
(Establishes Home Department) .May 159 Security-Connecticut Companies, New Have Trans-National Insurance Co., Los Angeles 

Pref. Mut. F. Ins., Chenango Co., New Berlin (Management Changes) .. ..Feb (New Company Formed) : Jan. 123 
(Changes Name) ..Apr. 158 (New President) .. .. Apr. 158 Transport Indemnity Exchange, Des Moines 

Preferred Mutual Insurance Co., New [Berlin (New Vice Presidents) May 159 (Revises Title) . Apr. 158 
(New Title) Apr. 158 Security Mutual Liability, New York Travelers Insurance Co., Hartford 

Prudential of Great Britain Grp., New York (Now Writing Fire) June 155 (Appointments) 

(Elected Secretary) . May 159 Shelby Mutual Insurance Co., Shelby 

Public Service Mut. Ins. Co., New York (Official Elections) ..dune 155 Underwriters Exchange, Kansas City 
(Expands Facilities) wae am. 12 Southern Mutual Fire, York (Under Common Management) Jan, 123 

(Reinsures Freystown) ...June 152 United States F. and G., Baltimore 
Queen Insurance Co. of America, New York Standard Accident Insurance Co., Detroit .. (Executive Appointments) May 159 
" (Acquires Old Dominion (Agency Agreement Modified) ....Jan Utica Fire Ins. Co. of Oneida County, Utiea 
Business) .. June 155 (Increased Dividend) . .-Apr. 1 Merged) . Mar. 151 
State Automobile Ins. Assn., Indianapolis 
(Executive Vice President) June 


rae State Farm Fire and Cas. Co., Bloomington 
(Increased Dividend) (Executive Appointments) ee 


(New Chairman of the Board) ...June State Farm Mutual Auto., Bloomington _ 
Reserve Insurance Co., Chicago (New Auto Policy) ; June 156 
(Stock Dividend Approved) .....June 155 Stuyvesant Insurance Co., New York _ 
Richland Mutual Insurance Co., Mansfield (Stock Dividend) -.-Feb. 148 
(Merged) - 


- : ‘ Vigilant Insurance Co., New York 
The Republie Insurance Co., Dallas (Files Graduated Rates) ; Feb. 149 
Washington Gen. Ins. Corp., N. Y 
(Stock Sold) ‘ mA Feb. 149 
Western Fire & Indemnity Co., Lubbock 
A cee (Purchases Mid-Continent) 
Feb. 146 Sun of London Group, New York Woodstock Mutual Fire Assn 
vasa A q ne . (Executive Changes) ... ; Feb. 148 (Merged) .... 
ae Mut. Ins. se Mansfield . Swiss Re Group, New York Worcester Mut. Fire Ins. Co., Worcester 
(Merged Company) Feb. 146 (Organizational Changes) ........Jan. 122 (Buys Guarantee Mutual) Mar. 152 
Royal-Globe Insurance Group, New York (Battershill Resigns) ..... Feb. 149 ; 
(New Designation) . -Jan. 122 Zurich-American Companies, Chicago 
Royal-Liverpool Insurance Group, New York Texas Employers’ Group, Dallas (U. M. Coverage Filed) ... ..-Jan 123 
(Changes Designation) ..... 122 (Executive Appointments) .. ..Feb. 149 (U.M. Coverage Filed) ..... ...-Feb. 149 





Don’t Forget the 


FREE 


BIG 
yr 


The “Office Methods” section of this—and 
every!—issue of BESTS INSURANCE 
NEWS contains three valuable services that 
are available free to all our subscribers! 
Check the Table of Contents at the front of 
this issue . . . or the leadoff page in this 
section . . . for Modern Aids to Office Effi- 
ciency, Booklets, and Office Equipment Di- 
rectory! Itll just take a minute .. . and 
itll pay off, we guarantee, in saved time, 
saved effort, and saved money! 


BEST’S INSURANCE NEWS 


Since 1899... 











For June, 1957 





e¢ « « « LIST OF ADVERTISERS >» » » » 


Melling & Bevingtons, Ltd., Montreal, Canada 
Metropolitan Fire Assurance Co., Hartford, Conn 
Monroe Calculating Machine Co., Inec., Orange, N. J 
Mutual Benefit Health & Accident Ass’n., Omaha, Neb 


National Cash Register Co., Dayton, Ohio . 
National Casualty Co., Detroit, Mich. .. , 
ils ’ National Union Insurance Cos., Pittsburgh, Pa 
nde’ Bila 5 New Amsterdam Casualty Co., Baltimore, Md 
coe ‘ New England Reinsurance Corp., B Mass 
New York, N.Y 4: : Ps . 
Se 4 New York Life Insurance Co ’ Px, IN. ¥ 
Norfolk & Dedham Mutual Fire Insurance Co., Dedham, Mass 
North American Accident Insurance Co., Chicago, Il 
Northeastern Insurance Co. of Hartford, Hartford, Conn. 
Northwestern Mutual Ins. Co., Seattle, Wash. 


+ Sy 


Occidental Life Insurance Co., Los Angeles, Calit 
Oficinas De Ultramar, S. A., New York, N. Sa 
Ohio Casualty Insurance Co., Hamilton, Ohio ... 
Ohio Farmers Companies, LeRoy, Ohio 


Pacific Coast Fire Insurance Co., New York, N. Y. . 
Pacific National Insurance Group, San Francisco, Calif 
Pan American Companies, Houston, Tex: 
Paull & Son, Ine., Alfred, Wheeling, 
Pearce Co., K. L., Des Moines, Lowa 
Peerless Insurance Co., i ee eee 
Pennsylvania Lumbermens Mutual Ins. € , Philadeiphia, Pa 
Pick Hotels Corp., Chicago, Ill. .... 
Preferred Fire Insurance Co., Topeka, ‘Kansas 
Preferred Insurance Co., Grand Rapids, Mich 
Worth, Texas ° 
NY Recording & Statistical Corp., New York, N. Y. ... 
rtferd, Com 95 Redmond and Shaughnessy, Ltd., Montreal, Canada 
; Reinsurance Agency, Inc., Chicago, Il. eee 
Remington Rand Ine. Div. of Sperry Rand © ‘orp., Res ay OS. 
Rising Paper Co., Housatonic, Mass. ... : ; 
Ritter General Agency, Denver, Colo. ... ; 
Royal Exchange Assurance Group, New York, N.Y 
Royal-Globe Insurance Group, New York, N. Y. 
Royal Typewriter Co., New York, N. Y. 
vale ¢ 0., 1 
— ing, Henry, L nue " St. Clair & Co., Jim, Lubbock, Texas ........ 
lubuque Fire & Marine , : ibuque, Towa 2% St. Louis Insurance Group, St. Louis, Mo. .......Inside Front Covet 
St. Paul Group, St. Paul, Minn PETE ear ' 
Schroeder Hotels Corp., Milwaukee, Wis. ........... 
Security-Connecticut Insurance Companies, New Haven, Conn 
Security Mutual Casualty Co., Chicago, Ill. .. : 
Security National Insurance Co., Dallas, Texas 
Seibels, Bruce & Co., Columbia, S. C ‘ 
Sengbusch Self-Closing Inkstand Co. * Milw: tukee, Wis 
Shelby Mutual Insurance Co., Shelby, "Ohio 
Sheridan & Co., L. J., Chicago, Ill. ...... 
Southern Insurors, Ine., Fort Smith, Ark Te 
Southwestern Fire & Casualty Co., Dallas, Texas 
Springfield Insurance Cos., Spring field, Mass 
Standard Accident Companies, Detroit, M ch 
Standard Insurance Co., Tulsa, Okla 
State Farm Insurance Companies, Bloomington Il 
Stewart, Smith (Canada) Ltd., Montreal, Canada 
Stewart, Smith (Illinois), Inec., Chieago, Ill 
Strudwick Co., A. E., Minneapolis, Minn 
Sun Insurance Office, Ltd., New York, N. \ 
Superior Insurance Co., Dallas, Texas 


M Time, Ine., New York, N. Y ee Pee 
ort Worth, Texas : Traders & General Insurance Co., Dallas, Texas 
nada 3 Trans-Canada Assurance Agencies, Inc., Montreal, Can 
: Tressel & Associates, Harry S., Chicago, Ill 
rrinity Universal Insurance Co., Dallas, Texas 
Tri-State Group, Tulsa, Okla 


mployers’ Group 
my 


Ultramar Inter-America Corp., New York, N. ¥ 
Underwood Corp., New York, N , 

United States Casualty Co., New York, N. ¥ 

United States Fidelity & Guaranty Co., Baltimore, Md 
U. S. Fire Insurance Co., New York, N. Y 

U. S. Underwriters, Inc., Miami, Fla. 

Utilities Insurance 'C o., St. Louis, Mo 


Virginia Surety Co., Toledo, Ohio . 


Weekly Underwriter, New York, N. Y. ; 

Western Insurance Agency, Helena, Mont 
Whiting-Plover Paper Co., Stevens Point, Wis 
Willeox & Co., Ine., Albert, New York, 

Wilson Co. Ltd., A. E., Toronto, Canada A 

Wolfe, Corcoran and Linder , New York, N. ¥ 

Wood Office Furniture Institute, W: ashington, 1), ¢ 
Woodward & Fondiller, Inc., New York, ! 
Woodward, Ryan, Sharp and Davis, New York, N. \ 


Zurich-American Insurance Cos., Chicago, Tl 


INSURANCE NEWS is a mark of distinction as only those insurance companies 


® & "The above discriminating list of clients recognize that an advertisement in BEST'S 
which receive our recommendation are permitted to advertise in its columns." 
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“Unforeseen events... need not change and shape the course of man’s affairs’’ 


All good? 


Who knows? They all look good. But you can’t tell by the looks. 


People have shells, too. Sometimes an employee who appears to be of excellent 
character turns dishonest. He steals. But you never know who, or when, until 
it’s too late. Your business can be badly hurt. It’s up to you to protect yourself. 
Cover every person on your payroll with a blanket Maryland Fidelity Bond. 
Invest in guaranteed honesty, today, through your local independent agent or broker. 


Because your Maryland agent knows his business, it’s good business for you to know him. 
° ° o « 


MARYLAND CASUALTY COMPANY 


4 Maryland Fidelity Bond is only one of the many forms of Maryland protection for business, industry, and the home. Casualty 
Insurance, Fidelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





Here is the newest in the series of attention-getting advertisements designed to help 


Maryland agents and brokers sell more Fidelity Bonds. 
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How research can build a business is demonstrated by Minnesota Mining 
& Manufacturing Company. From an uncertain start in 1902 with a single 
product, 3-M by last year had researched and marketed its way to $330 million 
in sales. As a result, Americans in home and industry now regard as neces- 
sities the many useful products bearing such familiar brand names as ‘Scotch’ 
tapes, ‘Scotchlite’ reflective sheeting and “lhermofax’ copying equipment. 


What about insurance? A complete and tailor-made casualty insurance 
program with Indemnity Insurance Company of North America has been 
developed through its independent local agency. It covers 3-M activities and 
the operations of 20,000 workers at 36 plant locations. Underwriting, claims, 
and safety and audit operations are handled in the field at 3-M locations. 
Local North America men worked with the agency and with 3-M officials to 
simplify and coordinate procedures. In one year, 179 safety recommendations 
were made to reduce hazards. 


Can you offer your accounts this ‘extra value’ and service in depth? You 
can if you represent INA. Give us a call. 


Read the full story of the 3-M Company in the May North America Fieldman 








INSURANCE BY NORTH AMERICA (wa 








Insurance Company of North America Companies + Insurance Company of North America + Indemnity Insurance Company of North America 


Philadelphia Fire and Marine Insurance Company Life Insurance Company of North America Philadelphia 





